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How Will European War Affect 


War Unlikely to Have Immediate Bearing on 
United States Trade 


WasuHincton, D. C., Sept. 6—In a 
statement as to the probable effects of 
the outbreak of war in Europe on the 
American lumber industry, Dr. Wilson 
Compton, secretary-manager of the Na- 
tional Lumber Manufacturers’ Associa- 
tion, said today to the AMERICAN LuM- 
BERMAN: 

“Last Friday morning, the day the 
German army marched, I had a visit in 
Palo’ Alto, Calif., 
with the man who 
probably has seen 
more of human mis- 
ery on more conti- 
nents resulting from 





WILSON COMPTON, 
Secretary-Manager, 
National Lumber 
Manufacturers’ 
Association 





war than any other 
American. The day 
was grim. He was 
grim. ‘This,’ he 
said, ‘is the saddest 
day in a_ hundred 
This will be a long war. Europe 





years. 
will not recover from it for half a cen- 
tury. There is only one thing we can do 
which will do the world or selves any 


good, and that is: Stay out of this war. 
We can if we will. The President has 
so declared, and we should sustain him 
in that determination." That was the 
view expressed by the only living ex- 
President of the United States. 

“For years our industry has been per- 
plexed with uncertainties. We are now 
confronted with another arising out of 
neutrality in the midst of war. We have 
vague recollections of a quarter century 
ago. Will history repeat? And if so, 
to what extent? I can only give you 
‘one man’s opinion,’ 

“T do not think that the war will have 
much immediate effect on our industry. 
It will encourage some to build, and dis- 
courage others. Some will hoard to 
avoid capital commitments. Some will 
spend and build in anticipation of infla- 
tion and higher prices. Long wars 
have always brought higher prices. View- 
ing the course of the commodity markets 
during the past week, it seems that this 
war will be no exception. 


Prices Have Been Recovering 
“My guess is that the building volume 
the rest of this year will not be much af- 
fected ; that it will be smaller next year ; 
that industrial consumption of lumber 


will advance somewhat next year; that 
lumber exports will show a substantial 
increase ; and that the national consump- 
tion of lumber will continue about the 
present average level of two billion feet 
a month. The supply and demand situa- 
tion of the lumber industry is strong. 
Inventories are moderate. Order files 
have been increasing. Consumption has 
been well sustained. Prices, generally 
too low, are on the way to substantial re- 
covery. There will be and should be 
more forward buying by dealers and in- 
dustrial users. 

“Fundamental conditions are vastly 
different in 1939 from what they were in 
1914. Our financial and credit structure 
is safe now. It wasn’t then. The se- 
quence of events following outbreak of 
war then was, first, shock for which there 
was no preparation: then temporary 
business decline: then boom during °15 
and ’16; then shortening of foreign cred- 
its followed by private then Government 
loans to Europe; a new stimulation to 


business; and then American participa- 
tion in the war. 

“The present Neutrality Act and so- 
called Johnson Act, prohibiting loans to 
nations in default on former war loans, 
will undoubtedly restrict war trade. 

“It is less likely that we shall see 
either a business decline, as in 1914, or a 
business boom, as in 1915. Increases in 
lumber export trade to Europe and 
South America are more likely. A 
stringent shipping situation as in 1916 is 
less likely. 

“During the year following outbreak of 
the World War, our lumber production 
exceeded shipments by 4 percent. By 
1917, shipments exceeded production in 
both softwoods and hardwoods. 1916 
was the last 40-billion foot lumber con- 
sumption year in this country. 

“There is no reason to anticipate ad- 
verse war-time effects on our industry, 
except to the extent that in the long run 
everyone loses and nobody gains from 
war. 

“The interests of our industry, as the 
interests of our country, lie in develop- 
ing our business at home and fortifying 
our American system of free enterprise. 
We will do our part.” 


Ways in Which War May Touch West Coast 


SEATTLE, WasH., Sept. 5.—Col. W. B. 
Greeley, secretary-manager West Coast 
Lumbermen’s Association, was somewhat 
reluctant to forecast probable effects of 
the European War, immediate and long 
run, on the lumber market, because of the 
many qualifying factors involved. He 
did, however, express the opinion that 
domestic demand will be stimulated, and 
particularly in the farm areas, because of 
the practically assured increase in farm 
purchasing power. The United States 
has bumper crops, and prices of food- 
stuffs are increasing. 

There immediately arise questions as 
to what extent Canadian lumber will 
come into the United States, as a result 
of vessel space for shipment to the 
United Kingdom being unobtainable ; and 
as to possible decline in the Canadian 
dollar. He is inclined to believe that 
there will be an increase in shipments of 
Canadian lumber to the United States 
for the first three or four months. Then, 
if the war gives evidence of lasting for 
an indefinite time, it is quite likely there 
will be an allocation of shipping and that 
the Allies will take all the lumber Cana- 
dian mills can supply, and perhaps draw 
on the United States for more. 

Great Britain normally gets about two- 
thirds of her lumber supplies from Bal- 


tic countries. In the opinion of experienced 
British lumbermen who recently visited 
this country, the lumber supply from the 
Baltic will be almost cut off. These 
lumbermen expressed the opinion that 
Great Britain will 
have to depend on | 
North America for | 
most of its lumber | 
needs, which will 
continue to be heavy, 
and that Canada will 











W. B. GREELEY, 


Secretary-Manager, 
West Coast Lumber- 
men’s Association 





fall far short of be- 
ing able to supply all 
of them. 

The Johnson Act, 
in Col. Greeley’s 
Opinion, will not 
have any effect on 
Allied buying for a long time, because 
England and France have enormous re- 
sources. The Douglas fir region, which 
Col. Greeley represents, is probably the 
most directly affected branch of the 
United States lumber industry, both from 
the standpoint of exports to Great Britain 
and France, and imports of Canadian fir. 
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the American Lumber Industry@ 


War's Probable Influence on Foreign and Domestic 
Business Being Studied 


WasuHinctTon, D. C., Sept. 6.—Phil- 
lips A. Hayward, chief Forest Products 
Division, Department of Commerce, to- 
day prepared, at the request of the AMEr- 
1ICAN LUMBERMAN, an analysis of the 
situation in warring European countries 
as it affects, or may affect, the flow of 
lumber and timber from this country. 
The analysis carries the caption “Must 
Europe look to the U. S. for its timber 
supply?” Mr. Hayward wishes it to be 
understood that this represents simply his 
own personal guess and analysis. It fol- 
lows: 


“The Forest Products Division of the 
Department of Commerce is receiving 
cables from abroad almost daily, particu- 
larly from Great Britain, asking for in- 
formation on sources of supply of vari- 
ous lumber and timber products. Appar- 
ently these inquiries are being made to 
ascertain sources of supply for quick 
shipment, and also to obtain dependable 
statistics on the amounts and quantities 
of these products. 


“This applies particularly to such ma- 
terials as common dimension. Mine 
props, railroad ties, and rough lumber. 
It is known that supplies of softwood 
lumber in Great Britain are very low, 
and it is quite probable that there is im- 
mediate need to not only replenish suit- 
able stocks but also to take care of emer- 
gency demands. The Forest Products 
Division has been working constantly to 
secure information of this nature, which 
has been relayed to the proper authori- 
ties in Great Britain. 


Baltic Can Not Supply Allies 


“One of the most important points to 
be considered in Great Britain’s securing 
supplies of softwood lumber urgently 
needed is the fact that for years it has 
been dependent to a large degree upon 
Baltic, particularly Scandinavian and 
Russian, softwood lumber. With increas- 
ing shipping hazards and the eventuality 
of lack of shipping facilities, it is quite 
probable that the bulk of softwood lum- 
ber supplies must come from the United 
States and Canada. 

“The whole general economic picture, 
insofar as lumber supplies in Europe to 
the present time are concerned, is com- 
pletely upset. Forest resources in 
Czechoslovakia and Austria will naturally 
be diverted to Germany. It will be quite 
impossible to draw upon Rumanian sup- 
plies. This adds further to the confu- 
sion. 

“Within the last 24 hours, the United 


Kingdom has inaugurated an import con- 
trol system by licenses upon a wide range 
of products effective Sept. 5, 1939, un- 
der the powers granted by Parliament to 
the Government in the imports-exports 
and customs power (defense) act of 
Sept. 1, 1939. The products affected, re- 
lating particularly to lumber and timber 
products, are hardwood flooring and 
wooden containers. The Forest Products 
Division does not have any further in- 
formation at this time with regard to 
these products. 


Latin-American Markets Surveyed 


“In view of our relationship to Latin- 
American countries and our desire to in- 
crease our trade there, careful study is 
being made by the Bureau of Foreign & 
Domestic Commerce and its industrial 
divisions to ascertain how we may be 
able to secure greater export trade with 
these countries, 
based upon the pres- 
ent war emergency. 
With reference to 
forest products, the 
present picture is 





P. A. HAYWARD 
Chief 


Forest Products 
Division, Depart- 
ment of Commerce 





confusing, and it is 
problematical just 
how we may be able 
to gain greater trade. 
This whole matter 
will probably be 
based upon general economics of the im- 
porting and/or exporting lumber coun- 
tries of Latin and South America. Brazil, 
Paraguay and Chile might be able to sup- 
ply Argentine and Uruguay with enough 
emergency lumber if required; Peru and 
Bolivia require large imports, while 
Ecuador, Colombia, Venezuela and the 
Guianas, Central America and Mexico, 
need only small imports. Cuba, Porto 
Rico and the West Indies are almost en- 
tirely dependent upon softwood imports, 
particularly from the United States. 
Europe, principally Scandinavian coun- 
tries, has been exporting sizable quanti- 
ties of softwood lumber (spruce) to 
South America in the form of rough 
lumber, box shooks etc. It is possible 
that we may be able to regain much of 
the business we have lost in South and 
Latin American countries due to Baltic 
competition, other tariff restrictions, etc., 





since undoubtedly it will be increasingly 
difficult for these countries to export 
their lumber. 

“With particular reference to hard- 
wood lumber, it is a known fact that 
Great Britain and Canada are our prin- 
cipal purchasers. In addition, we have 
an established export trade with such 
countries as the Netherlands, Belgium, 
and in the past with France and Ger- 
many. We likewise export quantities of 
hardwood lumber to Central America, 
including West Indies and Mexico. It 
is quite possible that our hardwood 
trade to the United Kingdom will be 
considerably affected. Notwithstanding 
this fact, the United Kingdom must look 
toward the United States as its chief 
supplier of hardwood lumber, since 
Canada is unable to supply certain species 
which we normally export and are in de- 
mand in the United Kingdom. 

“Oak, poplar, gum and ash are princi- 
pal export species to the United King- 
dom. Their main use is for industrial 
purposes, although, in the event of emer- 
gency, they will be used to substitute for 
other materials which the United King- 
dom may find it impossible to import 
from other European sources, Colonial 
possessions and elsewhere. 

“At the present time the Forest Prod- 
ucts Division is making a comprehensive 
study of the whole general economic 
situation, from which it hopes to obtain 
a general analysis as to just what will 
happen with regard to not only our nor- 
mal domestic requirements, but also the 
load which will be placed upon this 
country as a result of the present war 
situation in Europe.” 





Reports Increasing Use 
of Aircraft Spruce 


Vancouver, B. C., Sept. 2—Spruce from 
the Queen Charlotte Islands is being used in 
increasing volume by the British Government 
in the manufacture of aircraft, and Clarence 
R. Fraser, sales manager T. A. Kelley Spruce 
(Ltd.), has left there for Europe to renew his 
contacts with a rapidly growing market. Mr. 
Fraser is an expert in the use of wood in plane 
manufacture. He has found in recent years 
a tendency on the part of planemakers to re- 
turn to the greater use of wood. The Keeley 
Spruce organization ships its logs from the 
Queen Charlottes to Powell River, where the 
lower grade is used for pulpwood, while the 
superior stock goes to the plane market. 





To Cut Southeast Virgin Tract 


Mouttriz, Ga., Sept. 5.—For a considera- 
tion of over $150,000, one of the largest tracts 
of virgin timberland in the Southeast, of 13,000 
acres in the Warwick section of Worth County, 
has just been purchased by the Jackson-Clancy 
Lumber Co., according to Leon Clancy, com- 
pany official. A mill of 25,000 to 30,000 feet 
daily capacity is being erected in Warwick. 
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The War in Europe 


ORE LIKE a radio nightmare 
M from the imaginative brain of an 

Orson Welles than stark reality 
are the events of the past week in Eu- 
rope. But they are no dream. The Men 
of Mars are indeed on the march. The 
tramp of their hob-nailed boots resounds 
through the devastated cities and coun- 
tryside of Poland, while behind the Magi- 
not and Siegfried lines the armies of 
France and Britain again grapple with 
their ancient foe. On the sea Britain 
clamps a tight blockade on German 
ports; and sinks or chases her enemy’s 
merchant ships into neutral ports. Cities 
are bombed from the air, bringing death 
to thousands of non-combatants, includ- 
ing women and children. On the high 
seas an unarmed liner carrying hundreds 
of civilian passengers, including many 
Americans, is torpedoed without warn- 
ing. Perhaps most tragic of all, is the 
spectacle of millions of children, the sick, 
the blind and the aged, torn from their 
homes and families, in London and other 
cities of Britain, France and Poland, 
fleeing from the menace of death from 
the skies. 

But why lengthen the catalog of hor- 
rors? Even as these words are being 
written—-in a peaceful suburban home, 
looking out upon beds of flowers in all the 
gorgeous hues of late summer, with the 
arching azure pierced only by a silvery 
passenger plane—the radio brings news 
of fresh attacks, by air and land, launched 
by both sides. This relatively new means 
of communication—the radio—certainly 
will be a tremendous factor in the present 
struggle. In the “war of words” con- 
ducted by the propaganda agencies of 
both sides it is comparable to the heavy 
artillery of the land forces. The radio 
also is one of the developments that are 
helping to speed up the tempo of mod- 
ern war, and which, therefore, conceiv- 
ably may shorten the duration, even 
though intensifying the severity, of the 
conflict. The ease and speed with which 
orders, instructions and proclamations of 
all sorts may now be transmitted to mili- 
tary, naval and air forces, as well as to 
civilian populations, it would seem, must 
bring the outcome—whether of victory or 
exhaustion—appreciably nearer. 


As to how long the war will continue, 
the guess of one layman is probably as 


good as that of another. At this junc- 
ture, it is hard to see how either side can 
cease hostilities short of either complete 
victory or subjugation. Neither side— 
having gone thus far—can reasonably be 
expected to revert to the status quo of an 
armed truce, with constant threats of 
war, and periodical costly mobilizations, 
which conditions would so disrupt the 
economic life of any nation as to make 
its progress, if not its very existence, im- 
possible. 

Therefore, we in America must adjust 
ourselves to the probability, or at least 


the possibility, of a long war. Our main 
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concern must be to keep America out of 
it if possible. We are officially a neu- 
tral nation and can best serve ourselves 
and the world by remaining so. War or 
no war, we must live our daily lives and 
carry on our regular occupations in as 
nearly a normal way as possible. We 
shall continue each to hold, and to ex- 
press, his and her own opinions, for, as 
the President has well said, though our 
status as a nation is that of a neutral, 
there can be no neutrality of thought. 


Finally, we must be strong enough to 
discourage attack by any nation or proba- 
ble coalition of nations. “The ramparts 
we watch” are not those of the Maginot 
or the Siegfried fortresses, but the sea, 
air and land defenses of our own 
America. 


Sell Houses From Customer’s View- 
point, Not Your Own 


ening article in September issue of 

The American Home magazine 
might profitably be read by retailers of 
lumber and building materials who are 
in the business of selling houses. Titled, 
“Why Doesn’t Somebody Sell Me These 
Things,” the writer laments the tactics 
employed by salesmen who have ap- 
proached him about buying a house. 

“They insist that I make a ‘good invest- 
ment’,” says he. “They insist that I 
should buy because owning a house is a 
better financial proposition than renting.” 

After listing some of the other cut- 
and-dried arguments employed by every 
house salesman from coast to coast, the 
writer of the article tells how he and his 
wife would like to be approached by 
builders and realtors. “We wish they 
would stop treating us as though we were 
benighted arithmeticians, and really get 
down to the point of the case, which is 
that there is a strong affinity between 
owning your own home and owning your 
own soul—that no man can be free in 
the most ennobling sense of the word 
while he is a renter—that mortgages and 
interest payments are not half so tyran- 
nical as the inability to express one’s 
simple desires without getting an out- 
sider’s permission.” 

He goes on to say that there are thou- 
sands of people like him and his wife 
who do not want the sales talk to always 
get around to the practical angle, be- 
cause they have learned that practical 
things are often necessary but notori- 
ously unsatisfying. The writer wants a 
home to which he can return at the close 
of a day’s work and do exactly as he 
pleases. For example: “If I want to 
tear out a partition, or build a pigeon 
roost, or add another room, or give vent 


A: ENTERTAINING and enlight- 


to some mad or impractical impulse, it 
is my own responsibility and nobody 
else’s but mine. If I want to garden, I 
can have a garden. If I want to pave 
the back yard with beer bottles, I can do 
that too, just as my fancy dictates.” 

Concluding his treatise on the note 
that the person who begins to sell clients 
homes from their viewpoint will have a 
private building boom on his hands, the 
author of the magazine article hopes that 
the day is not far off. His point is worth 
serious consideration by lumber and 
building material dealers on whom rests 
the responsibility of giving millions of 
Americans the kind of a home they really 
want and will enjoy. 


NE KEY for all three doors”—is 
O the dealer’s “key” to more sales 
of better hardware. In the past, 
it has been the custom for the dealer to 
sell a quality lock for the front door of a 
home, an ordinary lock for the back door, 
and most any kind of lock for the garage. 
One Eastern dealer is making it a habit 
to install the same quality lock in all three 
doors—the front, back and garage— 
which allows the owner to open any door 
without the necessity of hunting around 
for the right key. The one key plan also 
offers the home owner protection against 
having his kitchen door jimmied with an 
ordinary ten cent “master key,” and also 
from cussing and kicking a garage door 
equipped with a cheap lock which soon 
rusts out or sticks. The dealer has found 
that one-key families are always satisfied 
customers, that there is little trouble in 
convincing them of the value and utility 
of quality hardware in all three doors— 
and, in addition, the dealer makes much 
more profit on every house job. Worth 
trying out, isn’t it? 
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Oh Wind, If Winter Comes— 


With winter’s swirling cloak of sleet 
and snow suspended by a frayed strand 
on time’s sagging nail, the question 
arises: How shall we use the half-hun- 
dred days before November 1—before 
the frazzled loop breaks, or the nail it- 
self pulls out and dumps cold weather 
on us? 

The impending dash of the elements 
certainly should arouse far more potent 
buying motives in the hearts of prospects 
than campaign slogans ever do. Health, 
thrift and comfort become more impor- 
tant now than vacations and fishing trips. 
For fifty days we have a hectic oppor- 
tunity to capitalize on the increasingly 
chilly breezes. To reap the most from 
harvest season perhaps it wouldn’t be 
amiss to take a survey or an inventory 
of our immediate possibilities. 

On second thought, it might be a good 
idea to do both: Making a survey means 
going over the ground; and taking inven- 
tory means taking stock. The idea is al- 
most too apt. Somebody has to go over 
the ground, actually, and call on the 
prospects; somebody must take stock of 
the present and local situation. That 
doesn’t leave much that we can do from 
here except to provide a partial seasonal 
check list of things to do in the Fall, just 
a memory jogger. If it provokes other 
sales ideas in the lumber dealers’ sales- 
men who are actually in the field, then 
perhaps we have done our bit toward 
developing the swing of Fall business. 

For convenience, this list is submitted 
under sub-heads designating some of the 
things to think about when visiting vari- 
ous parts of a house. To avoid repeti- 
tion, ideas that can be used in several 
parts of the house are listed only once. 
Hoping you have a chance to work on 
each item, here’s to big business before 
snow flies: 


Roofs: 


Is the roofing material in need of attention? 
Is the flashing around the chimney in need 
of repair? 
Exterior: 


Does the stonework or brickwork need at- 
tention? 

Is the siding weathertight and sound? 

Do the front steps, perch, floor or rails re- 
quire reconditioning? 

Would the addition of an enclosed porch be 
practical ? 
Basement: 


Is the basement entrance in need of attention? 

Is the ceiling insulated ? 

Do the walls or floor require waterproofing? 

Is the hot-water heater and furnace meeting 
requirements ? 

Is the fuel storage room satisfactory? 

Can a coal chute, recreation room, workbench, 
or fruit storage space be provided? 

Is pipe covering or an automatic feed system, 
or water tank needed? 

Are shut-off valves needed? 


Kitchen: 


Is a new sink needed? 


Are all wood surfaces lighted and does the 
ventilation system remove odors? 

Would a built-in broom closet, ironing board, 
table, breakfast nook, kitchen cabinet, or cup- 
board be helpful? 

Is the back porch in need of repair? 


Dining Room: 
Is the ceiling and wall treatment attractive? 


Are the windows weather-tight? 
Is the floor finish in need of renewal? 


Living Room: 

Would the installation of a new fireplace be 
practical ? 

Should new convenience outlets be installed? 

Is the location of radiators or registers de- 
sirable? 

Should new bookcases be installed? 


Halls; Stairs: 


Is the front door in need of attention, or 


om 





would special door and window hardware be 
desirable? 

Is the front vestibule satisfactory? 

Are additional coat closets needed? 

Could stairs be installed from the landing to 
the kitchen? 


Closets: 


Would the installation of cedar lined closets 
be practical ? 

Should new lights be installed? 

Would special built-in features, such as space 
for shoes and hats, or a clothes chute be de- 
sirable? 


Bedrooms: 


Do the windows permit sufficient ventilation ? 
Are new silent sash pulleys needed? 


Bathroom: 


Would the installation of mirror doors be 
desirable ? 

bate additional individual closets be prac- 
tical ! 

Is the bathroom conveniently located? 


Could new lights for shaving be installed? 

Are the toilets and shower facilities satis- 
factory? 

Is the glass in the window opaque? 

Is the tile height on the walls satisfactory ? 
Attic: 

Are stairs or flooring in need of attention? 

Would a playroom for the children be desir- 
able? 

Should an extra bedroom be partitioned off? 

Would the installation of heat insulation be 
practical ? 


Garage: 
Is the size sufficient to meet requirements? 
Is the drainage properly handled? 


Is better fire protection needed? 
Is the door construction satisfactory ? 


Yard: 


Should new fences be provided? 





Urges Support of Sound Poli- 
cies of Conservation 


BIRMINGHAM, ALA., Sept. 5.—“Timber lands 
in the Southeast, recognized by bankers in the 
East and North as sound investments, must be 
protected, if they are to remain in this cate- 
gory,” said Frank Heyward, Jr., general man- 
ager Southern Pulpwood Conservation Associa- 
tion, speaking before the Kiwanis Club. As 
general manager of the association he has made 
a general study of the timber and pulpwood in- 
dustry. 

“Forestry is a business,” said he, “and must 
be treated as such if we are to produce as much 
each year as we cut for commercial purposes. 
We must have selective cutting, that is, timber 
cut for the particular use it is best suited for, 
from the commercial and conservation stand- 
point. Replanting of trees, as replacement, 
should be required. The cutting should be on 
a planned basis so as to use each tree for the 
purpose best designed to conserve the timber 
and to get the most from the cut. 

“Ninety percent of the timber in the South 
and Southeast is suitable for logging, the cli- 
mate is favorable, and transportation available 
for most of the standing timber of today. These 
combine to make the industry profitable, given 
proper management, and use of business 
methods. 

“Fire is the worst enemy of the timber indus- 
try, and its control is handicapped through lack 
of the proper financial backing, and not the in- 
difference of the public that existed a few 
years ago. Forest protection in Alabama would 
cost not more than 6 cents per acre, a very 
small sum compared to the profit from an acre 
of standing timber. 

“As an investment in a small as well as large 
way the public began taking note of the replace- 
ment of cutover lands about 15 years ago, and 
today the growing of timber in Alabama is 
considered a profitable crop. Reports indicate 
however that two and a half times as much 
timber is destroyed by fire each year as re- 
placed by the average farm owner. ‘Join in 
this campaign to stop the loss through fire and 
we shall be able, when this task is accomplished, 
to supply the saw mills, the pulp mills, and 
needs for the farms, and have a crop that has 
a money value at all times. Pine has more 
uses than any other wood grown today.” 





In Iowa, Kansas, Minnesota, Missouri, Ne- 
braska, South Dakota and North Dakota, 346 
independent retail lumber dealers had a 1937 
sales total of $15,556,000, a 24.2 percent in- 
crease over 1935 sales of $12,528,000. 
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Owner of house to which this garage 
belongs lets car stand in street be- 
cause doors work too hard and roof 
leaks. He is looking for plan for house 
remodeling to cost about $3,000 





A study just completed by the AMEr- 
ICAN LUMBERMAN shows that in the 
average town and small city in the United 
States there are only four residential ga- 
rage spaces for every five automobiles, 
and only three residential garage struc- 
tures for every five automobiles ; and that 
of the structures being used to house 
automobiles on residential premises, more 
than fifty percent are in need of repairs, 
principally new doors, new door hard- 
ware, new roofs, new siding, and re- 
painting. Of all the residential garages 
in need of repairs, one-half, or twenty- 
five percent of the total buildings, pre- 
sent a market for new garage doors and 
new garage door hardware. 


Garaging Surveyed in Ten Small Centers 


The study was divided into two parts, 
the first to determine the percentage of 
all houses, both old and new, not 
equipped with garage facilities; and the 
second, to determine the percentage of 
new houses being built without garages 
at the time the original contract is let. 
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Survey Shows Big Potential Market for 


GARAGES, DOORS, 
HARDWARE, ROOFING 


Tabulated results of the first part of 
the study are shown at the lower left. 
For it, nine smaller industrial towns and 
farm trading centers and one industrial 





This garage has col- 
lapsible doors oper- 
ating on overhead 
track. Garage built 
with present equip- 
ment ten years ago 





A reasonably good 
two-year-old ga- 
rage, but too short. 
The rear studs have 
been sawed half 
through to accom- 
modate bumper of 
car 











city were selected. In each, the latest 


published census figure was noted, and 
actual counts were made of residential 
Following | this, 


units in each town. 
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the totals of privately owned garage 

RATIO OF GARAGES AND SPACES TO CARS structures and garage spaces were 

i c counted. In Sycamore, IIl., where a city 

2 s $22 Z & 8 £ vehicle tax on motor cars is in effect, the 

“ 3 e PP ppE #2 F GF DB exact number of passenger automobiles 

3 8 2 3 Bees gg Se Se & & owned by residents was obtained from 

= % st eg tgeete_ * PE PE Ee §e the office of the City Clerk. It will be 

CITY 2 ¢$ 68 88 5385 $8 $ 3 Os Ce 08 OF noted that the number of automobiles is 

Rochelle, Ul. .... 3185 984 923 314 131 39 12 496 giz 532 607 o9s saz | “Lilly in excess of the number of houses 

ochelle, Ill. .... ° b 4,2 “4: . ; pe 

Sycamore, Ill, .... 4021 1047 1200 357 198 34 21 610 839583 801 691 308 | °F families. This checks with statistical 

Brodhead, Wis. .. 1533 615 425 212 127 8 3 350 480569 78 113.0 82.4 data showing automobile ownership to be 

ae nag tig ose aes 702 575 226 ~ 29 2 317 381 45.1 543 66.3 55.1 slightly more than one per family in 

sson, Minn. ... 1019 326 300 131 65 8 2 206 273 63.2 833 91.0 68.7 ities whére there are 

Dyersville, Iowa.. 2046 439 560 200 57 7 2 266 325606 71.1 65.0 475 pom Na oh eS gen fier ei 
Maquoketa, Iowa.. 3595 985 925 316 145 26 6 493 644 50.0 654 69.6 53.3 ates Hae. . 

Sylvania, Ohio ... 2357 486 560 166 126 28 24 344 494708 1016 882 61.4 small cities, estimates of automobile own- 

Chelsea, Mich. ... 2071 525 525 207 130 18 13 368 511 70.1 97.3 97.3 70.1 ership were obtained from city officials. 

62431 15502 12298 4505 2259 543 172 7437 9843 47.98 63.49 80.04 60.5 on the statistical basis already mentioned. 

- TOTALS ~ ——~ AVERAGES——~ In Anderson, with a sizable colored pop- 

ulation and some poor districts, automo- 
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Now Is the Time 
to Plan for a Fall 
Sales Campaign 


bile ownership was estimated on the basis 
of two-thirds of one car per family, the 
ratio generally accepted for industrial 
centers. It will be noted that average per- 
centage of garage spaces to cars in the 
nine towns not including Anderson is 
76.4, while the average including Ander- 
son is 80.04. Also, the average percent- 
age of garage structures to cars in nine 
towns not including Anderson is 57.4, 
while average including Anderson is 60.5. 


On concluding a survey in an Illinois 
town the AMERICAN LUMBERMAN repre- 
sentative decided to call on the owners of 
several homes with garages. Calling at 
the first house he came to, he stated his 
connection, and asked if he could look 
at the garage and perhaps take a picture 
of it. 

“Sure,” said the owner, “but why any- 
body would want a picture of that thing 
is more than I can figure.” 

The garage looked good from the 
street, but on close inspection the roof 
was discovered to be in poor condition, so 
poor that rain and melting snow coming 
through it had already begun to rot the 
roof rafters. One set of doors had not 
been closed for a year and a half because 
it would not operate without trouble. The 
owner admitted that he should spend 
some money for new doors and a new 
roof, but said that he had just been put- 
ting it off. Before he left, the AMERICAN 
LUMBERMAN representative, had he been 


in the business, could have sold a roof, 
a paint job, a little lumber to replace 
badly deteriorated rafters, and at least 





Overhead garage door so installed 
as to look as if work was done by 
owner, and displayed by C. R. Stor- 
andt, manager Hansen-Snider Lum- 


ber Co., Wisconsin Dells, Wis. 





one garage door with operating hardware. 


Many Good Jobs Ready for Live Retailer 


The next one seen was a down-at-the- 
heels antique, and the owner was told 
that we wanted-a picture to be used as a 
horrible example. 


4| 





THERE'S PROFIT FOR YOU, 

FOR CAR OWNER, FOR AU- 

TOMOBILE DEALER IN GOOD 
GARAGE 


Keeping automobiles in weather- 
tight garages pays real cash divi- 
dends to the owner and to the auto- 
mobile dealer. One of our friends 
recently wanted to trade in a car 
with a Blue Book value of $170. 
The car had always been kept in a 
single-car garage with a tight roof 
and good doors, and never left to 
stand on the street subject to the 
corrosive and finish-destroying ele- 
ments of both summer and winter. 
When the car was presented for 
trade-in the automobile dealer 
allowed our friend $276, solely be- 
cause the finish was well preserved, 
and there was no rust on the ex- 
posed parts of the car. The dealer 
sold the car in less than a week for 
$365. Thus, our friend got a direct 
dividend of $106 from his well-built, 
well maintained private garage plus 
the satisfaction of driving a car that 
always looked well. The dealer got 
an easy re-sale with a nice profit. 
Everybody, including some lumber- 
man, benefited because our friend 
had been sold a good garage. 











“Even more horrible than you think,” 
said the owner. “So much manual la- 
bor is required to get the doors open 
and shut that it is easier to let the car 
stand in the street, where it does stand 
most of the time. With the roof in the 
condition it is in I am not sure that the 
protection is any greater inside the ga- 
rage than outside.” 


Asked why he did not replace or at 





These doors will work. You can't stop them from swing- 
ing in a light breeze. Soon they will swing off the hinges. 
The owner doesn't like them, but no one has tried to sell 


him new ones 


This pair of overhead garage doors was seen on a dou- 
ble attached garage in a Wisconsin town. 
these doors is sold installed at low cost by the local 


One of 


lumber dealer 











42 


least repair the garage, owner stated 
he had just bought the house, an old one, 
and that it needed probably about $3000 
in remodeling and repair work that he 
wanted to have done by degrees. He said 
that he was looking around for someone 
who would develop a plan for him and 
tell him how to finance it on monthly 
payments. Here was a good job the local 
lumber dealer could have for the asking. 


Unworkable Doors Shout for Replacement 


Three stops were made where garages 
were in excellent condition, but at the 
next one, the owner said that one pair of 
doors could not be opened, and that as a 
consequence his son’s car had to stand in 
the street. The other door could be op- 
erated with great effort. Asked why he 
did not replace them, the owner said that 
it would cost more than he could afford 
at the time. The AMERICAN LUMBER- 
MAN representative amazed him with the 
information that for about one-third of 
what he thought the cost would be he 
could have new doors, and, in addition, 
pay for them on time. 

The second part of the study made 
by the AMERICAN LUMBERMAN was 
prompted by figures released several 
weeks ago by a large Chicago building 
and loan association which operates in the 
city and in the suburban area in a ra- 
dius of twenty to thirty miles. The fig- 
ures show that only 51.4 percent of the 
houses built in the past two years with 
funds supplied by the association included 
garages in the original construction con- 
tracts. Following is a tabulation of ga- 
rage construction in original contracts by 
percentages of each class to the total 
houses built : 
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Doors at right will 
not open. Doors at 
left open with great 
exertion. Dealer with 
installment plan can 
sell new doors and 
hardware 





Here's a chance for 
a push-over sale by 
some lumberman, as 
roofing and rafters 
need repairs, and 
the doors have been 
so damaged and 
neglected that the 
one at the left has 
not been usable for 
a year and a half 





l-car attached garage 
2-car attached garage 
l-car detached garage 
2-car detached garage 


Percent with garages 
Percent without garages. ... 











SURVEY NEEDS, CHECK STOCKS, PREPARE DISPLAYS—NOW! 


The fall months just ahead are well suited for selling garages and garage improvements. 
August is a good month in which to make a survey, and then there is time to prepare 
stocks, make sales plans, and get a dealer organization pepped up on the possibilities 
of cashing in on the big market for new garages and garage improvements. Thousands 
of new doors and hardware sets will be sold this fall by the dealers who organize to 
capitalize on the market the American LUMBERMAN survey proves to exist in most 
communities. 


Dealers can make the same kind of studies in their respective towns and cities as 
the American LUMBERMAN made in typical communities to establish the fact that there 
is a market for new garages, garage doors and garage door hardware sets. In towns 
with populations up to 4,000, the study can be made by two men in not more than four 
hours. All that is necessary is to get into an automobile, drive from one end of a 
street to another, with the driver counting residential units on one side, and the helper 
on the other, and including all corner houses. On the way back down the street the 
driver, going slowly, calls off the type of garage, and the helper tallies it. After all 
parallel streets have been done, the side streets are taken in the same way, omitting 
corner houses. General conditions can be noted as the tally is made. 


The next thing for the dealer to do is check his stock, and see that he has the doors and 
hardware that can be sold, then put them on display and advertise their advantages. . If 
none of the regular sales organization is available for actually selling the market thus 
uncovered, an excellent opportunity is afforded to give a chance to truck drivers, yard- 
men and office people to develop sales ability and increase their incomes by working 
nights when most sales of this kind are best made anyway. It is also easy to find a 
promising high school senior or a college student in a neighboring institution to take 
such a job on a commission basis. Many dealers have developed their entire organiza- 
tions into sales forces by giving their employees opportunities of this kind. 
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With these figures indicating that 48.6 
percent of the houses being built in the 
Chicago area do not include garages in 
the original construction contract, the 
AMERICAN LUMBERMAN conducted the 
second part of its study by getting infor- 
mation from qualified authorities in 15 
additional cities and towns ranging in 
population from 2000 to 150,000 in va- 
rious parts of the country. The average 
experience in these fifteen towns and 
cities shows that 24 percent of the houses 
built in the past two years did not have 
garages at the time of construction. There 
were great variations in the reports. 
Some cities reported all houses being 
built with garages, while others reported 
as little as ten percent with garages. 

A dealer in a small middle western city 
had sold 47 new homes on a package 
basis, including plans and specifications 
in the past two and one-half years. Only 
six of them were built with garages. The 
dealer did not realize this until, in the 
course of making a survey in his town, 
we asked him for his experience, and re- 
ceived that answer. We suggested that 
perhaps this low percentage of new 
home contracts including garages was be- 
cause small homes today are being built 
close to the limit of the owner’s ability 
to make payments. This was agreed to, 
although the dealer confessed that he had 
never realized what he was passing up by 
permitting so many homes to be built 
without garages. 

(Continued on Page 170) 
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Store Modernization, FIRST Step-- 
Toward Better Merchandising 


ANNAPOLIS, Mp., Sept. 4.—Steeped in 
a heritage of several generations of prac: 
tical and successful lumber manufactur- 
ing and merchandising, the J. F. Johnson 
Lumber Co., here, is by long odds one of 
the outstanding lumber companies in the 
State of Maryland. Arrival at this posi- 
tion was not by accident but by the ap- 
plication of sound methods of intelligent 
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merchandising and by concentration on 
the sale of quality products. 

This progressive organization has a 
large yard at the foot of King George St., 
where it is equipped with fine facilities 
for the handling of water borne or land 
cargoes. Here, too, is located a modern 
saw and planing mill, with capacity for 
resawing much of its lumber brought 





Plywood is used for all sidewalls, 
counter fronts and ceilings in display 
rooms 


from Tidewater Virginia as well as the 
manufacture of millwork. 

On the city’s principal business street 
at the opposite end of town is the com- 
pany’s chief retail outlet—as neat, or- 
derly, and systematic as anyone could 
wish, and closely geared to the modern 
tempo of merchandising. The store is 
seen by thousands of passing motorists, 


and as the value of advertising is recog- 
nized by the management, it has prac- 
ticed “what it preaches” in store mod- 
ernization, and produced a distinctly 
uptodate establishment. The store has 
brought countless compliments and un- 
told value in customer goodwill. ‘ 

While distinctly modern, the appear- 
ance is quite appealing, because the large, 
bold front is softened somewhat by the 
natural finish of the waterproof Douglas 
fir plywood panels which form the chief 
motif. Each one of the large panels is set 
off in a polished chromium molding, and 


the central theme of the store front, a 
heroic sized glass sash, has both architec- 
tural appeal and practical usefulness, in 
addition to being a good display of the 
company’s wares. 

The large building in reality is divided 
into two stores by the entrance driveway 
to the lumber sheds. On the one side 
there is displayed a full line of paints and 
many items of hardware and tools; while 
on the other side there is offered an as- 
sortment of kitchen cabinets, electric re- 
frigerators, built-in conveniences, lawn 
furniture etc. 

In keeping with the spic and span ar- 
rangement of fine stock, the company has 





Natural finish, waterproof plywood 
panels set off the unusual store 
front 





very attractively paneled the sidewalls, 
counter fronts, and ceilings of its two 
stores with Douglas fir plywood. In the 
hardware store, the ceiling panels are 
painted in a pleasing light cream shade, 
while in the other store the ceiling is di- 
vided by moldings into 4-foot units, and 
finished in a natural stain finish, thus pro- 
ducing an attractive, inexpensive and 
crack-proof ceiling. 

Both sidewalls and ceilings have been 
the inspiration for similar construction in 
many homes and summer cottages in and 
around Annapolis, as the general use of 
one material, neatly applied and attrac- 
tively finished, is pleasing to the eye. 





Notice the spick and span arrange- 
ment of kitchen cabinets, lawn furni- 
ture etc. 











Vaclar Kes, 
respected 
contractor, 
often em- 
ployed by 
Cc. C. Curl 
Lumber Co. 
to build for 


its clients. 





When C. C. Curl, head of the C. C. 
Curl Lumber Co., Helena, Ark., com- 
pleted the construction of a home for his 
daughter and son-in-law in Waverly 
Woods Addition, he decided that there 
were such outstanding values in mate- 
rials, construction methods, workmanship 
and arrangement as to warrant holding 
an open-house to which all who were 
interested would be invited. 

“The house,” said Mr. Curl, “financed 
and built under the FHA plan, was in no 
sense a model or demonstration home. 
On opening day and during the ten days 
preceding it about 2,000 people visited it. 
There is no question that the open-house 
gave our company and the contractor 
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_ Two Thousand Visitors 


Inspect $7,500 Home 


whom we employed to build it some very 
good publicity, useful in these days of 
strong competition.” 

The selling price of the house is $7,500, 
including the lot, which is valued at $600. 
Siding is ten-inch Colonial type clear 
Southern pine. Roofing is Barber asphalt 
thick butt shingle. The finished base- 


for a recreation room to be built in later. 
All plastered walls were finished smooth 
on ¥%-inch Celotex lath, and wallpaper 
was used in all rooms except the kitchen 
and bath room. Floors in the breakfast 
room, kitchen and bathroom are inlaid 
linoleum. All other floors are oak, sup- 
plied by Fordyce-Crossett Sales Co. 








View of $7,500 home built by C. C. Curl Lumber Co., Helena, Ark. Public opening 
held on completion of the house drew over 2,000 people 


ment is 14 feet by 22 feet. Crane plumb- 
ing and heating fixtures were installed, 
and the heating plant is hot water type. 
Space has been reserved in the basement 
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Floor plan of house built by C. C. 
Curl Lumber Co., Helena, Ark. 
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Clothes closets are all lined with aro- 
matic red cedar %-inch by 3%4-inch end- 
matched stock applied over shiplap or 
center match. 


“This cedar closet lining,” said Mr. 
Curl, “adds about $15 to the cost of a 
closet, depending somewhat on the size. 
The $15 extra, of course, is compared 
with plaster walls. We feel, though, that 
since these cedar-lined closets are moth 
and vermin proof the extra cost is a good 
investment.” 

The bath room, which is white tile 
throughout, is equipped with both shower 
and tub. The living room features a bay 
window and a fireplace. The garage is 
attached and fitted with a Frantz over- 
head door. Hardware and other fixtures 
for cabinets were all taken from the com- 
pany’s complete stock of Frantz hard- 
ware. 

A feature of the house is a disappear- 
ing stairway leading to a large attic. The 
stairway is a stock item made by the 
Bessler Disappearing Stairway Co., and 
is controlled by cables and balances, no 
other hardware being required. 

“All of the materials and equipment 
used in the house,” said Mr. Curl, “were 
taken from our stock. While we do not 
carry plumbing and electrical supplies in 
stock, we do control their selection by 
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ordering them ourselves, so that every- 
thing going into a house, the constyuction 
of which we are interested in, is furnished 
through our company. We do not build 
houses to sell in the open market, but we 
furnish our customers and prospects with 
a complete service. This includes prepa- 
ration of plans and specifications, ar- 
rangement of financing, and selection of 
a competent contractor to do the work. 
“Speaking of contractors,” continued 
Mr. Curl, “the man who built this house 
has an interesting record. About the time 
he completed this job he celebrated his 
75th birthday anniversary, and looked 
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back over 60 years of building houses. 
Vaclar Kesl, the contractor, is still active 
as a carpenter on his own jobs. He came 
to Chicago in 1883 from Czechoslovakia, 
where he had learned carpentry, and later 
went to Arkansas. He prefers to build 
small homes, and has never taken a job 
for more than a moderate amount. We 
have known him and have been dealing 
with him for twenty-five years, and he is 
one of the most interesting characters we 
have ever met. He professes no religious 
faith, but adheres strictly to the practice 
of the Golden Rule in all his relations 
with his fellow men.” 
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Forest Deficits Can Be Avoided 
by Fire Protection 


MontcoMery, Ata. Sept. 5.—Floyd Mc- 
Gowin, Chapman, Ala., lumber operator and 
chairman of the forestry committee of the 
Alabama State Chamber of Commerce, in citing 
results of a State-wide survey said: “Without 
the annual loss of $1,115,000 from forest fires, 
Alabama forestry would be operating ‘in the 
black.’ Our system of ‘deficit forestry’ can be 
replaced by ‘profit forestry’ whenever we ob- 
tain adequate State-wide fire protection.” The 
State Chamber of Commerce Committee, which 
he heads, has launched a State-wide program 


covering improvements in harvesting methods 
and fire control. 


“A. L.” Reporter Visits Arizona Yards 


Formerly it was the practice of the J. 
D. Halstead Lumber Co., at Safford, 
Ariz., to send blueprints and tentative 
specifications away for review and final 
draft. Manager R. P. Brooks now finds 
an advantage for local use in prescribing, 
unrevised, his own specifications as to 
material. 

Steel products are sometimes bought 
jointly by Safford yards, to secure car- 
load prices and transportation rates, but 
corrugated roofing is giving way to shin- 
gles. 

Along with cotton, alfalfa is here a 
product of first importance, and “header 
boxes” for baling hay—twelve or fifteen 
hundred a year—furnish a considerable 
market for short and odd length mate- 
rial. Each of the Safford yards has a 
saw, and the problem of crooked dimen- 
sion is solved by converting it into sur- 
veyors’ stakes, which command a better 
price than the material in larger sizes. 

The need for farm buildings the farm- 
ers want to build, but are not financially 
able, strikes everyone who drives through 
the Gila and San Simon Valleys. 


* * * 


Jennings is a familiar name in lumber 
circles in Texas and Arizona, and it was 





natural that Lewis L. Jennings should 
follow in the business of his father, Irvin 
Jennings, who founded the Douglas and 
Safford yards bearing his name. At the 
Safford office of the Jennings Lumber 
Co. a large picture of Irvin Jennings 





Right to left—Man- 
ager R. P. Brooks, 
Lyle Birdno and 
Andrew Worden, of 
the J. D. Halstead 
Lumber Co., Saf- 
ford, Ariz. 





hangs on the wall; while a smaller pic- 
ture of the Burton-Lingo Lumber Co. 
plant at Quanah, Tex., shows the late 
Mr. Jennings when manager there more 





Display and sales 
room of the Jen- 
nings Lumber Co., 
Safford, Ariz., with 
Lewis L. Jennings 
(owner) standing at 
left, and W. J. 
Warriner at right 





than thirty years ago. 

The Safford office is air-conditioned ; 
wainscoted in knotty pine, has glazed 
wall planking above; asphalt tile floor, 
bevel ceiling, and Venetian blinds. 

Lewis L. Jennings established the 





Douglas (Ariz.) yard in 1916; and in 
1924 bought the Safford and Pima yards, 
of which his brother, Ross Jennings, who 
now has yards at Abilene and Sweet- 
water, Tex., was at first in charge. 

A little crowded by gradually increas- 
ing stock, L. L. Jennings has bought 
land on the north side of the present en- 
tirely enclosed. plant, on which a shed 
is to be erected ; delayed, as is some pros- 
pective repainting, because carpenters 
and painters are busy, and it would cur- 
tail trade to take them from other jobs. 
In addition, two warehouses are situated 
on railroad trackage, required partly by 
the wholesale trade of several eastern 
Arizona yards. 

Two trends in painting are noted by 
Mr. Jennings, who is quietly observant: 
There is an unmistakable tendency this 
year to do more painting, and there is a 
swing toward lighter colors. 

Two additional yards—the Safford 
Builders’ Supply Co. and the C. L. 
Roach Lumber Co.—have quite recently 
entered the field. 
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Behind the Farmer's Fence Are 


Hidden Profits for Dealers 


Beyond the margin of profit derived from farm fence sales, 
there lies another value the lumber dealer can cash in on. This 
value results from the opportunity the dealer has of keeping 
contact with his farmer-customer through a long-range fencing 
plan. Not only can he sell him fence year after year, but a por- 
tion of the increased profits developed by more scientific farm- 
ing can be reaped by the lumber dealer who has sold the fence 
that made it possible. 

Clarifying this point of view, an Ohio farming authority 
stated that an American farmer is always in competition with 
6,000,000 other farmers arid he must utilize everything he can 
get to survive. He must have a farm that can be cultivated 
with a minimum of labor; field units of proper size and shape 
to keep labor as well as machinery busy all the time. He must 
keep up and improve soil fertility; keep the proper amount of 





stop soil erosion; prevents livestock being killed on highways 
(a farmer had two cows and a bull killed by automobiles—a 
loss that would have paid for fencing his entire farm) ; it keeps 
neighbors friendly because stock can not mix and crops are not 
destroyed by roving animals; it adds to the appearance and 
value of land (investors buy run-down farms, make minor 
repairs to buildings and after providing suitable fencing, sell 
at a good profit). 

“They talk of soil packing to conserve moisture and to stop 
soil erosion,” continued this dealer. “Place a dozen cows in a 
well fenced 80-acre field and they will pack more soil than a 
yard full of machinery and will check erosion quicker than all 
the shelter belts that can be planted.” 

Reports from dealers who are making headway with fencing 
show it can be handled profitably. An Illinois lumber dealer in 





Left: Combining display with handling and stocking. Fence stored under a roof on platform truck high allows one man to handle 
heaviest rolls; keeps stock clean. Right: Using driveway entrance with the office building as background for fence display 


livestock to do this, and to keep his labor occupied winter and 
summer. To maintain livestock there has to be considerable 
pasturage, both temporary and permanent; to keep the livestock 
in pasture there must be fences. The farmer must diversify— 
several kinds of livestock and several kinds of crops being a 
safer gamble than just one crop—and that means more fencing. 

That means also a promotional job for the lumber dealer ; 
so that he can keep his rural customers advised of trends and 
thereby maintain them as customers. 


The Farmer Gets Valuable By-products 
from Good Fencing 


To better understand this problem, one South Dakota lumber 
dealer made a list of profit producing by-products a farmer 
obtained through good fencing. His list read: 

Good fencing permits change of pasture, eradicates disease 
germs found in continuously pastured fields (hogs and sheep 
especially profit by pasture rotation); it allows proper crop 
rotation, the planting of more legumes; it makes it possible to 
clean land of weeds; saves the cost of harvesting and the labor 
of feeding when it becomes desirable to hog off a corn field or 
to allow cattle to salvage corn that has been missed. By rotat- 
ing pastures, livestock manure is returned directly to the field 
without loss in value or expense for labor. Fencing helps to 


a town of only 575 population sold five carloads of fencing in 
one spring and summer. An Indiana dealer stated, “Fencing 
accounts for 20 percent of our gross sales. Manufacturer co- 
operation has called attention to our being headquarters for 
fence in this trade area. Promotional pieces mailed out each 
year usually are accompanied by a free offer of something like 
a new fence splicer to be obtained by calling at the yard. The 
reply card which the farmer must make out to get the free offer 
contains information of value to us, such as the number of 
acres farmed, how much new fence is planned, what buildings 
might be needed, what buildings may be repaired. This cam- 
paign helps us sell more than fence.” 

The problem of profitably selling fence apparently involves 
only the question of practicing successful merchandising. A 
well planned merchandising program usually includes the bal- 
anced integration of five sales producing activities; a method 
of discovering and contacting good fence prospects; a routine 
for the display and handling of fence; a system of advertising ; 
the development of showmanship, and a thorough knowledge 
of what your own product will do for the customer. 

Most toilsome, yet most essential of all sales activities is the 
work of discovering and contacting prospects. Although meth- 
ods of covering territory differ, the essentials remain the same. 

“Two salesmen,” says one Iowa dealer, “cover every farm 
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in the territory twice a year, in the spring and fall. They 
carry a liberal supply of cigars for men, gum for children, and 
gifts for housewives, such as hot-dish table pads. They also 
carry literature on fencing, painting, roofing and flooring, and 
distribute samples of wallboard and insulation. In this way 
= know every farmer by name and we know his needs and 
plans.” 

An Illinois dealer states, “I talk fence every time I see a 
farmer. I make personal calls—lots of them—look farms over 
and study layouts. Often when I’m on the ground I’m able to 
suggest something that will enable the farmer to use a field to 
better advantage by enclosing it with a fence.” 


Display Fence—So Customers Know 
Where to Buy It 


Next to contact work, the display and handling of fence is 
important in developing customers. Many dealers, to their 
dismay, have discovered that their potential customers didn’t 
know they carried fence, or at least didn’t think of them when 
buying. They corrected this by displaying their fence products 
properly. 

A Kansas dealer used the parkway alongside his office build- 
ing for fence display space. He merely constructed an attrac- 
tive 20-foot fence in the middle of the parkway bearing two 
small signs, “Good Fence Is Good Economy.” The very fact 
that this fence has no utility value on his parkway draws at- 
tention to it. Further emphasizing this characteristic, two 
samples of a white picket fence form a neat lean-to triangle at 
one end of the section. 


In Indiana, a dealer used a woven wire fence and gate to 
enclose the front of his yard so that his stock of wire fencing 
could be seen. A California dealer went him one better by 
constructing a fence display just inside his own wire fence. 
Contrast of size and price was used as the attention-getter. Five 
rolls of fence set on end in descending order of size, each with 
a large price sign, indicating the price between sizes, made a 
display sufficient to stop autoists who were driving by. 

A Missouri dealer featured fence .and garden trellises in a 
window display; a Wisconsin dealer has worked out an attrac- 
tive display of cattle, hog and sheep woven wire fence, poultry 
netting, barbed wire and ornamental lawn fence at the side 
of his driveway entrance, effectively using his natural yellow 
brick office building as a background. 

Combining display with handling and stocking, an Illinois 
dealer says, “Fence should be stored under a roof on a platform 
truck high; rolls should stand on end. Then one man can 
handle the heaviest rolls alone, the stock can be kept in good 
condition ; the tags will be clean and bright and in full view of 
visitors in the yard. Rolls lying around in piles on the ground 








Kansas dealer uses parkway for fence display space. Since it has 
no purpose on the parkway it attracts attention 
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Using contrast of price and size as attention-getter, this Califor- 
nia dealer's display made customers of passing autoists 


increase handling costs—take two or three men to load—and 
the stock is not attractive.” 


On advertising fence, a Missouri dealer states that he has 
found it profitable to advertise it in the local papers all year 
round. A Texas dealer likewise follows this procedure, using 
wire fence to attract customers for other items. In California 
they appealed to the human animal’s acquisitive instincts, adver- 
tising fence with the campaign slogan, “Extend Your Home 
To All You Own.” 


An Illinois dealer offers the tip, “Advertise high class brands. 
If you believe in what you are carrying; prove it. Send out 
the direct mail stuffers the manufacturers give you—and follow 
them up personally. If one or two other dealers in your local- 
ity carry competing brands of high class fence—and work the 
same way—it won’t take long to overcome low price competi- 
tion.” 

To which another Illinois dealer adds, “The farmer is a great 
reader of advertising. We carry a brand that is advertised 
in the AMERICAN LUMBERMAN and we show these ads to the 
farmers when we are selling them.” 


Use Showmanship to 
Emphasize Value in Product 


As to showmanship, an Ohio dealer says, “When we’re com- 
peting with mail order fences, we take a roll of their fence and 
put it on the scale—then we put a roll of our fence on the 
scale. Generally we find we’re delivering as many pounds of 
fence or more for the customer’s dollar. Mail order houses 
may be using slightly smaller wire, it may be half a gauge shy 
in size.” 

Regarding this same problem, an Illinois dealer remarks, 
“The manufacturer stakes heavy investments on his con- 
viction that high grade merchandise is cheaper in the long run. 
It is up to the dealer to provide physical evidence. Make a 
comparison of service between high class and cheap fences 
erected on actual farms. Keep track of the cheap fencing that 
goes up, and it won’t take long to prove that it is more expen- 
sive. Show the farmer-customer. He’ll be interested and you'll 
make a friend. The farmer is a price buyer only when the 
seller fails to prove that high grade merchandise is less expen- 
sive in the long run.” 


Some notes on helpful selling practices now in use among 
lumber dealers indicate that the lumber dealers’ delivery service 
often overcomes some of the low price competition, that where 
the improved fence today costs a little more than it did ten years 
ago, its longer life more than makes up for the difference ; that 
if price is a factor, the dealer may figure the cost of the entire 
fencing job, divide the amount by the number of acres improved 
and quote the cost per acre (a 640-acre farm can be encircled 
by an average of two rods of fence per acre, but it takes 50 
rods of fence to enclose one square acre); by accumulating 
knowledge of what constitutes the best fencing for his locality, 
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the dealer can talk utility, high standard of quality and long 
life rather than price. 

Last, but not least, as an aid to selling, the dealer can draw 
a map of the farm as it is—note the inefficiency of the fences 
and fields. Then draw a new map of the farm correcting these 
deficiencies. Learn the farmer’s rotation system, the location of 
his buildings, his plans for both crops and livestock, his drain- 
age problems, and the map can be drawn easily. The lumber 
dealer can then sell him more than a fence. If the farmer can 
not complete the new plan all at once, new fences can be added 
year by year—and the dealer has a steady customer. 

In working out a plan of this sort, it has been suggested that 
certain physical elements be kept in mind. Irregular shaped 
fields are hard to work, need more fence to enclose them and 
detract from the appearance of the layout. Large square fields 
save labor and conserve on fencing. It takes 6 rods to the acre 
to fence an 80-acre field, it takes 16 rods to an acre to fence a 
10-acre field. 

Square fields likewise reduce annual upkeep. A square 
field of 10 acres requires. only 60 rods of fence; a rectangular 
one, 80x120 rods, has the same area but would take 200 rods of 
fence. Yearly maintenance has been figured at 6 cents a rod 
—the square field, therefore, saves $2.40 a year on upkeep. 

Irregular fields are also more costly because they must have 
a greater number of corner posts. An L-shaped piece of land 
requires six re-inforced corners whereas a square field needs 
only four. 

Where field shapes are effected by topography—streams, soil 
and other factors making rearrangement impossible—it is often 
Wise to turn such spots into permanent pasture with durable 
fencing. 

Use of alternate wood and steel posts, about a rod apart, has 
been recommended in some localities. The wood has more 
contact with the ground because of its larger surface and is 
particularly adapted to this application if it has been treated to 
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resist the attack of elements and pests. The steel posts are 
cheaper and quicker to place—they can be driven into the 
ground a depth of 2% to 3 feet in three minutes—and it is 
stated that they are not so readily heaved by frost and that 
they protect cattle by grounding electricity. Further, the steel 
posts may be readily moved and used over again whenever fence 
lines are changed. 


There’s Large Potential Market 
for Improved Fencing 


That the fence market is not near the saturation point is best 
illustrated by referring to some comparative figures. It has 
been stated that it takes 1,280 rods of fence (four miles) to 
make the average 160-acre farm hog tight. Farms of this size, 
according to the U. S. Department of Agriculture and agricul- 
tural colleges, should be fenced hog tight into not smaller than 
20-acre fields, so that crop rotation, hogging down, etc., can 
be handled with the least loss of time and the most profit. But 
only 500 rods of hog tight fence is found on the average 160- 
acre farm, even in the best fenced states. 

Fencing is an important item on the farm. A 150-acre farm 
should take almost 15,000 pounds of steel in the make up of its 
various types of fences. The weight of farm implements, tract- 
ors, plows, axes, shovels, etc., supposedly much heavier items, 
would, on the same size farm weigh only a little over 21,000 
pounds. f 

The market is there and the need for promotion is there. Give 
the farmer a continued program for farm betterment and then 
keep him sold on it. He will then buy fence and, buying for 
the years ahead, will buy good fence. By keeping the farmer’s 
mind on the long-range program, selling him fence year after 
year, the dealer will create the opportunity to sell lumber and 
other building materials for new barns, cribs, and maybe a new 
home—all paid for out of the increased profits made possible 
by scientifically planned farming. 








First . . . . $25.00 


What have you found to be the best ways for dis- 
covering and contacting prospects, and closing sales? 
How do you display, demonstrate, or advertise your 
fencing? What sales ideas and arguments do you use 
to convince farmers that they need your fencing? 
Have you made a study of field layouts that enables 
you to sell fencing more efficiently? 


It is not expected that you will confine your letter 
to answering the above questions, which are intended 
only by way of suggestion. In fact it is not necessary 
to give a specific answer to any of them, if your letter 
deals with the general subject in a helpful way. 


Letters should not run less than 300 words, nor more 
than 1500 words; although merit alone, and not length, 
will decide. 

Yard or farm photographs showing any phases of 
fence merchandising, such as displays, demonstra- 





FENCE MERCHANDISING CONTEST 
Cash Prizes 


Third .. . 


Above prizes will be paid for Best, Second-best and Third-best letters written, by dealers, or responsible em- 
ployees, describing methods successfully used in merchandising woven wire fencing, barb wire, and fence posts. 


Second ... $15.00 
. $10.00 


tions, stocks of fencing on hand in yard, well-fenced 
fields or pastures, will be welcome, and will have con- 
sideration in judging the letters; but not to the preju- 
dice of entries of equal merit not accompanied by 
photographs. That is to say, as between two letters 
of equal interest and value, one with pictures and the 
other with none, it is possible that good photographs 
might be the decisive factor. Good amateur photo- 
graphs will be acceptable. 


The contest is open to all principals and employees 
of retail lumber yards, provided the employee who 
writes the letter actually initiates and closes sales of 
fence. 


The editors of the AMERICAN LUMBERMAN shall 
be the sole judges. The contest closes Sept. 20, 1939. 


Address all letters to: Contest Editor, AMERICAN 
LUMBERMAN, 431 South Dearborn Street, Chicago, Ill. 
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Firm Carries Out 
New Sales Ideas 


The Dixie Lumber & Supply Co., of 
San Diego, Calif., of which W. S. Cowl- 
ing is manager, has gone far toward 
getting economical and effective first con- 
tacts with prospective home builders. In 
a room communicating with that of 
President Arthur A. Jensen are colored 
sketches, with floor plans and cost of 
houses most in demand, attractively 
mounted on swinging panels. These are 
changed with sufficient frequency to keep 
them uptodate. When the visitor has 
found the one which promises to suit 
him, the attendant, by index number, 
withdraws a blueprint of the sketch, 
which is furnished at a cost of 10 cents. 
It is Mr. Jensen’s experience that, with 
the interest that has been aroused and the 
discussion of the sketch and print with 
a member of the staff, better approach 
to a sale has been made than by supply- 
ing an expensive plan book. 


Not only are sketches of house plans 
changed frequently, but office arrange- 
ment and appointments are altered about 
twice a year, illustrating new sales ideas. 
The present suite of offices was installed 
two months ago. It resembles a dwelling 
sided with 6-inch rustic, and lined with 
Philippine mahogany, of random widths 
and in dark and light shades, with 3-ply 
embossed veneered panels, treated with a 
coat of flat varnish. 


Mr. Jensen and three other members 
of the organization have, in turn, at- 
tended the Johns-Manville school; and, 
following such attendance, have continued 
the lessons throughout the year. The 
entire sales plan of the company is con- 
ducted in conformity with the Guild plan. 
An additional reason for special interest 
in these schools is that Thomas Hood, 
father of Arthur A. Hood, director of 
the Guild plan, was a member of the 
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The offices of the 
Dixie Lumber & 
Supply Co., San 
Diego, Calif., are 
housed in this build- 
ing, erected six 
years ago, which 
follows French ar- 
chitecture of the 
14th Century 


Dixie staff until his death at the age 
of 80. 

A strong tendency has been observed 
by Mr. Jensen to return to wood ex- 
teriors. Red cedar shingles are now used 
for more than 75 percent of the houses; 
and redwood siding is in favor. There is 
also a swing back to greater use of wood 
paneling and moldings. 

From an investment 25 years ago of 
$1,000, in a single building on a 50-foot 





Arthur A. Jensen, president Dixie Lumber 
& Supply Co. standing by doorway of his 
private office 


lot, a stock of lumber, and wagon and 
horse (driven by the present president of 
the company), a stock now is carried of 
from two to three million feet, including 
three-quarters of a million feet of finished 
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The warehouses and sheds of the Dixie Lumber Co., San Diego, Calif., extend for nearly 
a block, and carry many signs advertising products 
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lumber, in a two-story warehouse across 
the street from the larger plant ; and four 
or five hundred thousand feet often is 
stored on the dock awaiting delivery to 
the yard by carriers. “Turnover,” said 
Mr. Jensen, “is rapid, and carrier deliv- 
ery, to the yard, of waterborne cargoes is 
dependable as well as economical.” 





National Forests of Upper Mich- 
igan Afford Joys for Tourists 


MARQUETTE, MicH., Sept. 5.—At the begin-- 
ning of this month several thousand tourist visi- 
tors were camping in the three upper Michigan 
national forests, while thousands of others were 
making short trips into the cool woodlands 
daily, says the Upper Peninsula Development 
Bureau. 

The Hiawatha, Marquette and Ottawa forests 
of the district, established as continuing sources 
of timber supply, have become great outdoor 
playgrounds for the American public. Recrea- 
tion maps of the forests are sent free to in- 
quirers by the forest offices at Ironwood, Es- 
canaba and Raco. 

The maps show the boundaries of each forest, 
roads, trails, streams, lakes, Indian reservations, 
parks, game refuges, lookout and guard stations, 
tree nurseries, camping and picnic areas, bath- 
ing beaches, airports, lighthouses and shelters. 

Complete sanitary camp facilities for respon- 
sibly supervised youth groups of up to 100 per- 
sons are available at nominal charges. The pen- 
insula’s national forests cover about two mil- 
lion acres and are open, of course, to the pub- 
lic without charge. They are always cool; are 
free from poisonous snakes and insects, and hay 
fever. Regulations regarding garbage and litter 
disposal and care with fire in the woods are 
strictly enforced by foresters. 





Rates to Holland Reduced 


Battrmore, Mp., Sept. 5.—Exporters of lum- 
ber and logs have been advised that a re- 
duction in rates to Holland ports has been 
decided upon, to be in force from Aug. 18 
to Oct. 31. The reduction is from 37% to 30 
cents a 100 pounds in the basic rate, and 
went into effect on Aug. 18 to Antwerp and 
Ghent, being made to apply later to Amster- 
dam and Antwerp. It was decided upon by 
the arbitration committee jointly appointed by 
the National Lumber Exporters’ Association 
and the Steamship Conference, and the North 
Atlantic Lines immediately followed, so that 
the lower rate now applies to all four of the 
Dutch ports. 
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Clearing Out Old Gadgets and 


Odd Items of Stock 


Problem of the Badger Lumber Co., at 
Kansas City, Kan., was what to do with 
accumulated hardware odds and ends. 
Tackling the problem, the firm built a 
series of display tables, “five-and-ten” 
style, with wood, slotted framework over 
the top, and small glass cross-pieces slip- 
ping into the slots to form small display 
bins of various sizes on top of the table. 

Two smaller, one larger table of this 
type, with display shelves underneath, 
were constructed, painted and given 
bright colored mouldings to conform to 
the trim of the sales room. Items were 
sorted, laid out, “five-and-ten” style, on 
the tops of the new tables. 

The tables were a surprise to the cus- 
tomers, and the resultant sales a surprise 
to the management. Even unidentifiable 
gadgets, along with those whose purpose 
was quite clear, seemed to have a special 
appeal to the customers, who picked them 
up here and there as they made other pur- 
chases. The tables, it was apparent, were 


well worth making permanent features of 
the sales room, for other hardware mer- 
chandise brought down off the shelves. 
They showed the importance of open- 
shelf cases, so that all merchandise on 
them could clearly be seen, J. W. 
Ritchey, assistant yard manager, stated. 

A step stand-bin display for bolts, 
comprising scores of small boxes in rows 
in ascending series (stand broad at base, 
narrow at top) also increased the sales 
of bolts and screws when it was placed 
in conspicuous position on the sales floor. 


Dealer Gets Six Cars of Lumber 
From as Many States 


New Lonpon, Onto, Sept. 4—What is 
thought to be the largest individual shipment 
of lumber ever received here was put into the 
Reynolds Lumber Co.’s siding Aug. 22, when 
six carloads—one each from British Columbia, 
Oregon, Idaho, Mississippi, Arkansas and 
Texas—arrived. 

A large force of workmen and trucks was 
set to work unloading the cars and hauling the 
lumber to the Triangle Fruit Farm, where Col- 
lingwood & Motter, general contractors, are 
engaged in erecting a 70x140-foot apple storage 
house that will be a part of the equipment. 








and contains twenty-eight bins. 





Timely Tip for Dealers 


Here is shown a very good nail counter, of the island type, designed 
and built by the Builders Lumber Co., Isle, Minn., in whose office it is 
doing efficient service. It is eight feet in diameter, stands three feet high, 
The material is knotty pine, in natural 
finish, with top of Presdwood, stained and varnished, and edged with 





chromium molding. “The greatest advantage of this fixture,” said E. C. 
Boeck, treasurer of the Builders Lumber Co., to the AMERICAN LUMBERMAN, 
“is the small amount of floor space which it requires. The openings are 
grouped together in the center, so that any one of them can be reached 
without moving away from the scale and bag cabinet. The customers 
can easily find what they are looking for—though they invariably walk. 
all the way around it first, and thus observe all the stock stored therein.” 








New Overhead Garage Doors 
and Hardware to Modernize 


Old Ones Bring Profits 


One of the “hottest” items at the Fin- 
gerle Lumber Co. yards at Ann Arbor, 
Mich., this year is its line of overhead 
garage doors and hardware for convert- 
ing swinging doors into the more con- 





A workman is here shown installing a 
Crawford overhead door in a garage 
which went with a house sold by the Fin- 
gerle Lumber Co., Ann Arbor, Mich., this 


summer 


venient and modern type. Scarcely any 
of the fifty or more houses sold by the 
company the first eight months of this 
year were constructed without a garage 
for a companion, and a large percentage 
of the latter structures were fitted with 
doors having overhead tracks. The new 
garages are not the only market, however, 
which is being cultivated by Earl Fin- 
gerle and his salesmen. Many sets of 
equipment for transforming present hinge 
doors have been sold, and this field for 
sales is recognized as being tremendous. 
Mr. Fingerle said that many sets of 
Frantz hardware have been marketed for 
re-making such doors. 





Dealer Says Public Is Demand- 


ing Better Homes 


Every year sees a more critical atti- 
tude adopted by those who build new 
homes, according to E. H. Ferrall, man- 
ager of the Adams Street Lumber Co., 


, Tiffin, Ohio. ° 


The public taste is being educated to 
real beauty in home building, and the 
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good housewife who sées in her maga- 
zines the pictures of homes she knows 
others admire is not going to be satisfied 
with anything less than good architec- 
tural lines and fine finishes. 


That is not all of it, though, not by a 
great measure. The purchaser of today 
wants real value. He—perhaps more fre- 
quently she—wants to see that the house 
is built right, artistic and good in its 
details as well as in its lines. Architects 
and builders have been quick to welcome 
this discerning spirit. They promote it 
in every way, through model home con- 
struction and publication of good de- 
signs. 

In this they are backed by the lumber 
dealers especially. Time was when peo- 
ple ordered just lumber. Now they order 
lumber with great particularity. The 
dealer must have good material in stock, 
and he must have the right materials as 
well. 





New Texas Yard Rates Praise 
As a Top-Notcher 


Houston, TEx., Sept. 4.—“‘Nice look- 
ing yard you have here,” remarked the 
AMERICAN LUMBERMAN scribe, viewing 
the new plant of the Bauguss Lumber Co. 

“We built this yard,” replied President 
M. C. Bauguss, “with the thought of giv- 
ing our trade maximum benefits from 
the convenient layout of the buildings. 
That involved, among other things, hav- 
ing a place for everything in building ma- 
terials, and seeing to it that everything is 
kept in its proper place. The speeding-up 
of our delivery service alone has been be- 
yond our expectations.” 

This company was organized four 
years ago, and officers are: M. C. Bau- 
guss, widely known locally, president and 
sole manager; J. H. Kurth, Jr., who is 
nationally known as a successful lumber- 
man, vice president; A. G. Bauguss, son 
of the president, secretary and treasurer, 
but otherwise not active in the business. 

“Our company has done well from the 
start, and the future looks bright to us 
in spite of present uncertain world con- 
ditions,” said President Bauguss, closing 
the interview with the very pleasing re- 
quest: “Put us down for a year’s sub- 
scription to the AMERICAN LUMBER- 
MAN.” 


Ss 


Trim and pleasing to the 
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Progressive Young Dealer Has 
Original Ideas 


The retail lumber yard operating as 
L. M. Hollingsworth, at Sault Ste. Marie, 
Mich., is owned and managed by an en- 
ergetic young man of that name who is 
a native of northern Michigan and at- 





L. M. Hollingsworth 
(second from left) 
finds DeWalt saw a 
useful adjunct to his 
retail yard at Sault 
Ste. Marie, Mich. 








L. M. Hollingsworth seated at convenient 
drawing board which he designed 


tained considerable of his experience 
under the supervision of an uncle, F. D. 
Hollingsworth of the Soo Mill & Lumber 
Co., located on the Canadian side of the 
locks. 


An AMERICAN LUMBERMAN represen- 


tative recently calling on L. M. Hollings- 
worth found him busy at his own spe- 
cially designed drawing board—one of 
many original ideas that he has incor- 
porated into his business. As will be 


seen from the illustration, the board folds 
up, and the brace part makes a door for 
the bottom part of the cabinet, while the 





board itself forms the door for the top 
part. When closed it looks like a writing 
desk. 

Another picture shows Mr. Hollings- 
worth standing (second from left) at a 
DeWalt saw located in the driveway of 
his shed, sawing some plywood for a 
woman customer, standing at extreme 
right. Mr. Hollingsworth finds the saw 
a very desirable accessory to the opera- 
tion of his yard, as it enables him to give 
his customers any desired size of lumber, 
of course at a profit. 





Turns First Furrow for Cultiva- 
tion of Farm Building Field 


SEATTLE, WasH., Sept. 5.—To culti- 
vate more trade for West Coast lumber in 
the farm-building field, the West Coast 
Lumbermen’s Association has released a 
farm-building issue of “Big Trees,” the 
association’s house organ. Published in 
picture-newspaper form, it carries the 
trade promotion messages of the West 
Coast industry to retail lumber dealers, 
with the co-operation of retail lumber 
association secretaries. 

“Lumber dealers and manufacturers 





eye is the new retail plant of the Bauguss Lumber Co., at Houston, Tex. 
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have a vital stake in farm income,” the 
association stated, in announcing the new 
issue of “Big Trees.” “Agricultural en- 
gineers estimate that U. S. farmers spend 
more than $550,000,000 annually for new 
building. Lumber has a larger share in 
this than in any other construction field. 
Many more millions are spent on farm- 


American fiumberman 


building repairs, for which lumber is the 
major material. 

“This year exceptional crops have de- 
pressed farm prices, particularly for corn 
and small grains. However, the carry- 
over of the excess, under the Govern- 
ment’s Ever Normal Granary plan, 
will require an unusual amount of build- 
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Early in the summer the Union National Bank, of Marquette, Mich., sponsored a Better 
Homes Exposition, in which twenty-nine firms co-operated, among them being the F. B. 
Spear & Sons Lumber Co. and the Consolidated Fuel & Lumber Co. Above is a general 
view of the Exposition. Philip Spear, general manager F. B. Spear & Sons Lumber Co., 
told the American Lumberman representative that its exhibit cost $225 and that the com- 
pany has been able to trace $13,000 worth of business to the Exposition. So satisfac- 
tory was the outcome that already plans are under way for next year's show 
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ing for storage purposes. The West Coast 


-lumber industry proposes to give retail 


lumber dealers every possible aid in pro- 
moting this and other farm-building 
business. 

“The farm-building issue of ‘Big 
Trees’ is being offered to retail lumber 
dealers in rural centers in free quantities 
for distribution to farmer customers. Any 
dealer may obtain up to 100 free copies 
through the office of his retail associa- 
tion.” 





Huge Earth Dam Also Calls for 
Much Lumber 


Tacoma, WasH., Sept. 2.—A vast quantity 
of lumber will be utilized in construction of the 
Mud Mountain earth dam on the White River, 
near Buckley, Wash., east of here. Contract 
for construction of the dam, which engineers 
estimate will be the largest earthwork dam in 
the world, was awarded this week by the federal 
government to the Guy F. Atkinson Co. of San 
Francisco, low bidder, on a tender of $5,344,605. 
The dam will control the flood waters of the 
White River, which for years has caused annual 
havoc in the valley fruit and berry farms lying 
between Tacoma and Auburn, to the north of 
here. The dam will consist of a huge earth- 
work fill that will hold back the waters of the 
river, piling them up in the canyon behind the 
dam. The lumber will be used in building 
forms to contain the earthwork and for other 
construction purposes. Houses for use of engi- 
neers and workmen to be engaged on the project 
already have been completed and actual wor 
on the dam will begin soon. 





A description and sketch of the rack 
used to hold the wire screening stock of 
the Cassville (Mo.) Lumber Co. is be- 
ing presented since it is thought that re- 
tailers throughout the country will be in- 
terested in duplicating it. Just as the 
saying goes that, “the sun never sets on 
the British Empire,” so it is true that flies 
and other insects never stop buzzing 
around in some part of the nation. 


The rack in the Cassville yard is built 
against the wall in the company’s show 
room. It is six feet, four inches wide, 
eight feet high, and six inches deep. The 
accompanying front view drawing gives 
a clear idea of its construction, and shows 
how it accommodates black wire on one 
side and galvanized on the other. 


Twenty-eight rolls of screening can be 
kept in the rack, with spaces for widths 
from 22 to 48 inches. The rolls are 
pierced through the center by pipes 
whose ends set in notched blocks to make 
unrolling quick and easy when a sale is 
made. There is no necessity for remov- 
ing the roll after it is put on the pipe. 
When it is gone, another roll is inserted 
securely into place very easily. 


1x6 STOCK on TOP ond SIDES 


How to Build a Rack ‘-— 
for Stock of Screening 








By following the 
clearly sketched de- 
tails of the screen- 
ing rack shown at 
the right, a retail 
lumber and building 
material dealer 
could easily make 
one to hold his own 
stock of the goods. 
The inset drawing 
illustrates how the 
ends of pipes roll in 
notched blocks when 
screening is pulled 
out and cut off for 
a customer 


sn 





Ya BLACK PIPE LAYS IN NOTCHED BLOCK 


SHELVES, PARTITIONS ond NOTCHED BLOCKS 4,°LBR. 
4¢' 


44" 


1x4 BASE 





USE 4a" FIR WALL BOARD FOR BACK 
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Old office of Reinhard Lumber Co., built in 1922, served also as New office and display room of Reinhard Lumber Co. is 
display room until recently model of efficiency for a small-town yard 


Small-Town Yard Has!:Lots of “Class” 


This little story, of the 
progress of a lumber yard, in 
a little Wisconsin town with a 
population of slightly more 
than 400, is told principally 
with pictures. The town is 
Reeseville, and the yard is 
that of the Reinhard Lumber 
Co. The first office the com- 
pany ever had was about half 
the size of the one built in 
1922, recently discarded in 
favor of the modern, efficient 
little plant that now houses 
the office and displays of ma- 
terials and some _ building 
equipment. The outside of 
the new building is asbestos 
siding, and the roof is compo- 
sition shingle. 


doors are Rezo, used for util- 
ity and to display four differ- 
ent kinds to the customers 
who come iff. The display 
room might well be taken as 
a model of what a real small- 
town yard can be. By judi- 
ciously using the space avail- 
able, practically every building 
material commonly carried in 
retail lumber yards is dis- 
played attractively, and in ad- 
dition, refrigerators and stok- 
ers are shown. The window 
and the space immediately be- 
hind it are used for wallpaper. 
At the time the AMERICAN 
LUMBERMAN representative 
called, a wallpaper sale was in 
process of being made. The 





Walls on the interior are line carried is Imperial. 
Nuwood plank, and the ceil- Small but complete hardware department. Tools and nails are At the right of the entrance 
ings are Nuwood tile. Interior included in stock (Continued on page 77) 





Paint display arranged on shelves and islands in sales room of The customer (at right) has just bought wallpaper for two rooms 
Reinhard Lumber Co. from the attractive display 











In twenty-five years the P. L. Frank Lumber Co., Ravenna, 
Ohio, has built seven hundred homes, six churches, eight 
schools, several public buildings, done innumerable repair and 
remodeling jobs, grossed $4,650,481.47, and paid out in wages 
$596,519.41. P. L. Frank, head of the business, which in the 
past few years has acquired two other yards in Kent and Gar- 
rettsville, respectively, started as a carpenter in Ravenna in 
1890. In 1905 he opened a lumber yard, and for several years 
engaged in contracting as a part of the yard operation. This 
proved to be confusing, because it was difficult to know which 
end of the business was making money and which was not. 


Anniversary of Separation of Retailing and 
Contracting Is Celebrated 


Mr. Frank in 1914 organized the contracting firm separately 
from the lumber yard, with both companies under the same 
directorate. This arrangement made it much easier to have 
each of the operations stand on its own feet. On May 11 of 
this year, the twenty-fifth anniversary of the founding of the 





Where Is Your Car Tonight? 
PARKED AT THE CURB? OR IN THE ALLEY AT THE REAR? 
You ‘Doll’ It Up with Fancy Horns, Fog Lights, 
Lighters, Defroster, Radio and Healer — — — BUT 
WHAT ABOUT SHELTER? 


y| NO MONEY DOWN!! 
ic! 36 MONTHS TO PAY! 


ane . - A neat, roomy one-car gar- 
ores + yage, 12’-0”x18’-0,” complete, 
@ for as low as 





















A real addition to your prop- 
erty. A large spacious gar- 
age of two-car capacity, com- 
plete for as low as— 





SEE MODEL INSTALLED AT OUR YARDS 


MADISON COUNTY LUMBER CO. 


314—Phone—315 14th and Jackson St. 
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REALM of the 
RETAILER 


Picture of stockholders’ meeting at twenty-fifth anniversary 

of P. L. Frank Lumber Co., Ravenna, Ohio. By a singular 

coincidence, twenty-five people were present. P. L. Frank is 
at head of table 








two companies was celebrated with a meeting of the board of 
directors. By a peculiar coincidence, twenty-five persons were 
present. One of the features of the meeting was the announce- 
ment of the figures given in the first paragraph of this account. 
While these totals are impressive, shown as average yearly 
activities they are even more attention compelling. It might 
be pointed out that the figures are lumber company figures 
only, and that the number of structures built, the gross volume 
of business and the total output in payrolls have nothing to do 
with the records of the contracting firm. Set up as averages 
over the quarter century, there were 28 houses each year, gross 
annual business of $186,019.26, and annual payrolls of 
$23,860.78. “We think,” said L. L. Baldwin, secretary of the 
company, “that our plan, of running a lumber yard and a con- 
tracting business separately but under the same management, is 
the solution to the problem of the retail lumber and building 
material yard in the small city. 


Neighborly Service in Small Town 
Ensures Repeat Business 


“We have a plan department which draws plans and writes 
specifications for all kinds of buildings, except schools and 
similar structures which require specialized technical and de- 
sign knowledge. Practically all of the houses we have built were 
directly for owners. Perhaps a scant ten percent were for 
speculation. Not all of the houses, of course, were built in 
Ravenna. We work within a reasonable radius, staying out of 
the large cities. Running our business the way we do, is the 
best kind of insurance for the customer. We have to give satis- 
faction, because we have to live for a long time with the houses 
we build. They become a permanent responsibility. We have 
had people call five or more years after their homes were com- 
pleted, to have us go out and fix a squeak in the door or make 
some other minor alteration. We do it, because we feel that 
this service is part of our job, and that perhaps is one reason 
why we get so much repeat business. We work for the same 
people time after time. Just recently we built a play house. It 
is the fourth one we have built for the same number of genera- 
tions of the same family. That, we think, is an endorsement 
of our ability to build well and to build economically. 


More People Living on Acreage Outside Town 


“Our regular construction crew runs about twenty-five men 
year in and year out. Changes are taking place. One of the 
things we have noticed in the past few years is the disposition 
of people to live outside of town on a small acreage, and drive 
to and from their work. This is true not only of factory and 
office workers, but of building mechanics as well. There was a 
time when, if we wanted a mechanic for a few hours work, we 
could pick him up at once. That is no longer true. Now, we 
have to figure that an extra man probably lives eight or ten 
miles out of town, and it takes time to get him.” 

Asked about comparative building costs today and ten years 





Newspaper ad which has been effective in selling garages 
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Direct Contracting by Two Mid-West Dealers 


Ohioan Is Pleased With His Solution of the Problem of Retailing and Con- 
tracting Under One Management in a Small Town. Indiana Yard Recently 
Adopted Guild Plan and Is Steadily Building Goodwill and Confidence 


ago, Mr. Baldwin said, “In a broad sense, labor is higher. You 
have to add about eleven percent more for labor today, due to 
social security, industrial commission and other fees unknown 
a few years ago. Material costs are about the same as they 
were ten years ago, except that in Ohio we have to add a 3 
percent sales tax. Taxes on labor, shorter hours, higher wage 
scales and, in some places, lowered efficiency, all tend to add to 
the cost of labor. In our own case, we suffer none from low- 
ered efficiency. Our men have been with us a long time, and 
steady employment keeps their efficiency at a high level. In 
general, a $5,000 home today includes about $500 worth of ex- 
pense that the owner did not have ten years ago.” 

Mr. Baldwin has been associated with Mr. Frank for 33 
years, and, at the anniversary meeting, all the officers celebrated 
their twenty-fifth year with the firm. Ravenna is a town with 
a population of over 8,000, located in the northeastern indus- 
trial area. It has a large dye house, a yarn factory and a num- 
ber of rubber specialty factories. 


Hoosier Dealer Tells of All-’round 
Benefits of Guild Plan 


Contracting directly with owners for construction of homes 
under a different set-up and for a shorter time, but equally en- 
thusiastic about the results is the Madison County Lumber Co., 
Anderson, Ind. 

“We started two and one-half years ago,” said Joe Campbell, 
head of the company, “contracting directly with owners for 
home building. We are operating a Housing Guild, and all of 
the work is let to carpenter and other contractors under our 
supervision. We alone are responsible to the owner. You can 
say for us that in big towns we advise the lumber dealer to step 
right out and do what we are doing. You lose nothing, and 
in the end everybody—the dealer, the contractor and the people 
who build homes—is better off..” 

This concern, which is building a lot of houses in Anderson, 
a growing industrial city of well over 40,000 population, main- 
tains an attractive and completely stocked building store. In 
addition to major construction items, there is a large depart- 
ment devoted to the display and sale of a full line of hardware 
and small building accessories. 

“We are working toward a complete library of house plans,” 
said Mr. Campbell, “a file that will enable us to present our 
prospects with a variety of ideas for layout and construction. 


Protect Your Home 
From Summer Rains 
and Scorching Sun! 


2 WEEKS SPECIAL 


SUN-RAY HOUSE PAINT 





Per 59 
Gal. $2 
WHITE HOUSE PAINT 
Per $29 
Gal. 


BUY YOUR PAINTS NOW 


14th and Jackson 314 Phone 315 





We have accumulated a lot of them, and we intend sometime 
this fall to assemble them on a rack where we can preserve 
them well and get at them easily. 

“A good package selling set-up is not a condition that you 
achieve overnight. It takes time, and we have had to do a lot 
of work, starting from scratch as we did. 


Establishes Customer Confidence in “Package” Prices 


“It doesn’t take long to establish confidence, either. Just a 
few days ago, to illustrate a typical case, a woman called up 
and asked us to build her a new porch, and send her the bill 
when we finish it. There was no question of price raised at 
all. She is perfectly willing to leave the whole thing up to us, 
because she knows she will get a good job at a fair price. The 
package selling plan is the only way to run a retail lumber and 
building material business.” 

Display advertising is placed in the local newspaper every 
week without fail. A small but very effective ad is shown here. 
It urges the reader to call the Madison County Lumber Co. 
when in need of the services of a building mechanic, and an- 
nounced that the company is headquarters for the Housing 
Guild in the city. Other ads are keyed to the season. One 
used this spring carried the basic message, “Paint Now!” 
About the time the ad came out, the company held its annual 
painters’ meeting. More 
than seventy-five painters 
came to the meeting where 
they were given a talk, a 
demonstration and some en- 
tertainment. A regular fea- 
ture with the company is its 
annual Christmas party for 
children. Last year about 
four thousand children at- 
tended. 

“While running the pack- 
age selling system,” said 
Mr. Campbell, “we watch 
our small over-the-counter 
sales, and keep that volume 
at a high level with fresh 
displays, newspaper ads and 
full stocks. We sell a half 
carload of wire screen cloth 
a year, and comparable 
amounts of other materials.” 





When you need a 
/ CARPENTER 
J ROOFER 

J BUILDER 

J MASON 

J PLASTERER 
J PAINTER 


Coll us! 


AS headquarters for the 
Housing Guild in this 
community, we are in 
position to recommend 
to you a qualified con- 
tractor member upon 


whom you can rely 
for quality work. @ 


Phone 314 
Right—Small but effective 
newspaper ad announcing MADISON COUNTY 


services of Madison County Mth BR. CO 
Lumber Co., Anderson, Ind., 
as Housing Guild headquar- 

ters TE IMPROVEMENTS 





Left—Paint ad used in spring 
at time annual painters’ 
meeting is held at yard 
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FHA Lowering of Down Payment on Small 
Homes Welcomed by Industry 


WasuHincton, D. C., Sept. 6—Much inter- 
est is being taken in the announcement of Stew- 
art McDonald, Federal Housing Administrator 
backed up by Jesse H. Jones, head ot the new 
Federal Loan Agency, under which the FHA 
now functions, of a simplified long-term plan to 
finance, under Title I of the National Hous- 
ing Act, the construction of small homes costing 
not in excess of $2,500. Loans will be made at 
a discount rate of $3.50 per $100 borrowed. 
Officials said this figured slightly higher on a 
true interest rate basis than the interest rate 
on present FHA-insured mortgages. The plan 
requires, however, that the lending institution 
pay the insurance premium of one-half percent 
per year of the face value of the loan, instead 
of passing this charge on to the borrower. 

The purchaser of the home will be required 
to make only a 5 percent down payment. 

An official explained that a 15-year time limit 
for mortgages was decided on because require- 
ments as to neighborhood and zone restrictions 
would not be so strict as for higher-priced 
FHA-financed construction for which a longer 
payment period is allowed. 

The regulations covering the new program 
became effective on Sept. 1. The announcement 
has been most heartily welcomed by the lumber 
industry, which through the National Small 
Homes Demonstration, initiated by the indus- 
try, has for several years been striving suc- 
cessfully to bring down the cost of small homes 
of quality, and this year is specializing on homes 
within the reach of citizens in the lower mid- 
dle income. group—from $1,100 a year up— 





There IS a 
Difference in 









& 

JAE aMG 
@y 8) aN é 
VRZSe 

A loud-speaker call- 
ing system in your 
plant can save an 
amazing amount of 
time. It can aid 
greatly in prompt 
service to customers. 
BUT ONLY IF IT 
SPEAKS CLEARLY— 
and is there on the 


job ALWAYS when 
wanted. 








> 


te 


That means a quality sound system, 
correctly installed—like Webster- 
Chicago’s AMPLICALL—but you'll 
be surprised at the low cost. Ask 
for the figures. Webster Co., Sec. 
S-42, 5622 Bloomingdale Ave., 
Chicago. 


WEBSTER-CHICAGO 


“The Sound of Tomorrow" 











Direct Importers of 


BALSA WOOD 


STOCKS IN PORT FOR 
PROMPT SHIPMENT 


212 Balter Bidg. 


ul F.C. LUTHI & CO., ,,2%7 ORLEANS, 





which can be purchased on remarkably modest 
payments under FHA mortgages: 

It is betraying no secret to say that FHA 
was not enthusiastic about extending the life 
of Title I of the National Housing Act, but 
officials found sentiment so strong for exten- 
sion that they got into line. Ever since Con- 
gress passed the amendments under which FHA 
now is operating, the lumber industry represent- 
atives have been seeking liberalization of the 
regulations covering construction under Title I. 
They probably would have been content with 
an amortizing period of 10 years, but welcome 
heartily the 15-year limitation now announced 
by the Administrator, and are prepared to co- 
operate wholeheartedly in an effort to make a 
very real showing under the liberalized regu- 
lations. 

Mr. McDonald’s announcement stated that 
families with incomes as low as $900 a year 
would be in a position to take advantage of the 
new plan. For example, he pointed out, on a 
home valued at $2,000 monthly payments—not 
including taxes and fire insurance—would be 
less than $17, or approximately $4 a week. Few 
such families are able to rent satisfactory quar- 
ters at such a rate. 

Both the National Lumber Manufacturers’ 
Association and the National Retail Lumber 
Dealers’ Association are highly pleased to find 
FHA getting over squarely on their side of the 
fence in the mater of really low-cost housing 
for persons of modest income. 

Some critics of FHA have long contended 
that there was a great field in this income 
group and the next higher group, if Uncle Sam 
would but realize it and take appropriate ac- 
tion. Now that such action has been taken, all 
hands should and doubtless will forget past dif- 
ferences, roll up their sleeves and attempt to 
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do a real job of producing homes costing $2,500 
and less. As a matter of fact, large numbers 
of homes, more especially in smaller communi- 
ties, have been and are being built within this 
cost range. Government officials have been re- 
peatedly so advised, but, until now, little heed 
has been given the information. 

The FHA has advised the more than 5,000 
banks and other lending agencies which are 
qualified under the law to make FHA insured 
loans of the new plan, and urged their earnest 
co-operation to make it a success. The lend- 
ing institutions are required by the law to pay 
an insurance premium of one-half percent per 
annum of the original face value of the loan to 
offset in part possible losses. 

In making the announcement Mr. McDonald 
said: 

“Tt should be clearly understood that this plan 
is intended as a supplement and not as a sub- 
stitute for the home ownership program in 
operation during the past five years under Title 
II of the National Housing Act. This new 
Title I plan is designed to afford the best avail- 
able home financing facilities to families of 
small income under conditions which do not 
fully meet the requirements of Title II. It 
may also be found useful in the financing of 
homes and cottages in resort areas.” 

Readers of the AMERICAN LUMBERMAN, Of 
course, understand that FHA does not lend 
money to build homes. It encourages private 
lending institutions to advance funds for home 
financing by insuring them against possible 
losses. Up to July 31 of this year, FHA had 
insured more than 2,500,000 loans aggregating 
$2,625,000,000. " 


Mill Starts Production 


San Francisco, CAuir., Sept. 2.—First com- 
mercial production of lumber started August 16 
at the Bull Creek mill of Redwood Products 
Co., Fortuna, Calif., accordine to report re- 
ceived here. Regular production will run close 
to 35,000 feet a day. A. L. Nelson is president 
and general manager. R. R. Kemp, vice-presi- 
dent, is superintendent of the mill, and George 
Sorenson is in charge of logging. 





National B&L Convention to Stage 
Contest on Promotion of Home Owning 


Savings and loan executives, appraisers, and 
attorneys, public supervisors of these institu- 
tions, and Federal Home Loan Bank presidents, 
will congregate in Atlantic City, N. J., Sept. 
25-29, for the 47th annual convention of the 
United States Building and Loan League. 
Clarence T. Rice, Kansas City, Kan., president 
of the League, says that the program will run 
the gamut of home mortgage and investment 
men’s interests. 

The league’s board of directors will meet the 
previous Saturday, Sept. 23, aiso in Atlantic 
City, and the. executive council and other com- 
mittees will hold sessions the two days before 
the formal convention opening on Wednesday. 
Tuesday, Sept. 26 will also see the fifth annual 
convention of the Society of Residential Ap- 
praisers, an offspring of the league, which has 
a membership drawn from appraisers of all kinds 
in this country and in Canada. 


Subjects scheduled for discussion during the 
week include the scope of public housing in 
America, trends in interest and dividend rates, 
supervisory powers over chartered financial in- 
stitutions, trends and effects of the Federal 
Housing Administration, savings and_ loan 
trends, making loans for new home building, 
education for business responsibilities, possibili- 
ties of stabilizing real estate values, proving 
new building materials, and real estate prospects 
for the coming year. 

The league’s tenth annual advertising and 
business development contest will be staged in 
connection with the convention, demonstrating 
methods by which several million dollars of ad- 


vertising of the thrift and home financing busi- 
ness has been utilized. Winning exhibits will 
be judged by a committee of three advertising 
experts headed by Preston E. Reed, of the 
Financial Advertisers’ Association, and specific 
points of excellence will be explained in a spe- 
cial session of those interested in advertising 
angles. 


Ohio City Reports Real Boom 
in Building 


FInDLAY, OHIO, Sept. 5.—This city is in the 
midst of a building boom. Construction work 
of all kinds is in progress in the community 
and workers in the building trades are finding 
ready employment on every hand. 

Two major construction projects are the new 
Young Men’s Christian Association building 
and the Senior High School wing. The former 
is just getting under way, while the latter has 
been in progress since last winter. Both are 
responsible for a great deal of employment. 

In addition to these, the city is witnessing 
much other construction work, including several 
new buildings in the business district, business 
property remodeling and a surprisingly large 








HUNDREDS of DEALERS are 
using the Low Cost Plans that 
are Published in Every Other 
Issue. ARE YOU? 
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number of new homes, as well as improvements 
on old residences. 

A total of 24 permits for new homes have 
been issued this year up to Aug. 25. This is 
double the number a year ago at this time. 
Findlay, whose population is showing a steady 
growth, needs new homes and it is gratifying to 
see that they are going up in response to the 
needs, The 1940 census will show the city’s 
population around 3,000 higher than in 1930, an 
increase of approximately 15 percent. A gain 
of this size calls for additional housing facili- 
ties in proportion. 





Plan Displays at County Show 


HACKENSACK, N. J., Sept. 5—Lumber and 
building materials dealers will be among the 
prominent exhibitors at the annual Bergen 
County Exposition to be conducted Nov. 4-11 at 
the Teaneck Armory in Teaneck, near here. A 
model home to be erected on the armory floor 
will again be the central feature of the exposi- 
tion. More than 200,000 persons attended last 
year’s show, with even greater interest expected 
to be attracted this year. Frank Galland is sec- 
retary in charge of show arrangements, with 
headquarters at 95 Temple avenue, this city. 





To Confer on Residential Con- 
struction and Financing 


WasHIncTon, D. C., Sept. 5.—The semi-an- 
nual fall conference of the 12 Federal Home 
Loan Bank presidents will be held here the 
week of Sept. 18, officials of the Federal Home 
Loan Bank Board have announced. 

Among the broad subjects to be discussed by. 
the conference are: Federal Home Loan Bank 
investment policies; the interest rate on long 
and short-term advances by the banks to mem- 
ber institutions; savings and loan dividend 
rates; promotion, advertising, and public rela- 
tions; amendments to regulations; extension of 
the Federal Home Building Service Plan as a 
prime means of bringing about better residen- 
tial construction; and general economic con- 
ditions. 

The fact that the conference discussions are 
scheduled to continue for six days, whereas 
formerly they were for only three or four 
days is indicative of the extensive develop- 
ments in the fields of home financing and resi- 
dential construction in the last few months, 
Board officials said. 





To Erect ''Number One" Show 
Home in Buffalo 


Burrao, N. Y., Sept. 5.—A house that will 
duplicate the “Number One Home” in the 
Town of Tomorrow at the New York World’s 
Fair is to be erected on city-owned property 
in Buffalo. It will embody results of a compre- 
hensive survey among thousands of home build- 
ers and prospective purchasers of homes. The 
project will be undertaken under the sponsor- 
ship of the National Home Builders’ Bureau, 
and a demonstration to the public will take place 
before an offer of sale is made. It is stated 
that the house will cost from $5,500 to $6,000. 

Concerning the model dwelling, John E. Mc- 
Namara, executive director of the Architects 
Certified Homes Association said: “The dual- 
duty house has been so named because it was 
developed on the theory that each room, includ- 
ing the garage, should have a multiple func- 
tion. The result is that each room, aided by 
special construction features and built-in furni- 
ture, takes on possibilities for extra service. 
The living room also becomes a library and 
music room. The master bedroom, with its 
convenience wall, provides a sewing room and 
domestic office. The garage space becomes 
available as a recreation and sports room when 
not occupied by an automobile.” Photograph of 
this dual-duty home appeared in AMERICAN 
LUMBERMAN of June 17, page 45. 


Amemcanfiumberman 
Tells How to Prepare Local 
Building Codes 


Problems, information on source material, 
building code requirements, and technical in- 
formation available are discussed in a report 
compiled by George N. Thompson, National 
Bureau of Standards, vice chairman of the 
American Standards Association building code 
correlating committee. Designed to help local 
committees and officials, this report outlines the 
basic principles, methods of presentation, ar- 
rangement and numbering; the advantages of 
using national standards, ways of referring to 
them; methods of recognizing new materials 
and methods of construction. One main pur- 
pose of the booklet is to help committees pro- 
vide for adequate protection while taking ad- 
vantage of uptodate developments in design and 
construction that eliminate unnecessary expense. 


57 


“Preparation and Revision of Building Codes,” 
one of the series of Building Materials and 
Struetures Reports prepared by the National 
Bureau of Standards, is available from the Su- 
perintendent of Documents, Washington, D. C., 
at 15 cents a copy. 


USHA Announces Cut in Rents 


WasHincTon, D. C., Sept. 5—The United 
States Housing Authority continued its scaling 
downward of rentals in low-rental housing 
projects to meet the purses of families in the 
lowest-income groups by announcing reductions 
averaging $7.93 per unit per month in the 
shelter rent of the 354 dwellings in the Will 
Rogers Courts project in Oklahoma City. The 
new shelter rentals will average $10.81 per 
dwelling per month, 42.3 percent below the pres- 
ent scale. The new schedule went into effect 
Sept. 1. 





















Right: Marathon Paper Mills, 
Ironwood, Mich., seasons high 
quality hemlock and Northern 
hardwoods with Moore Cross- 
Circulation Kilns. 





Present-Day 


If your customers are demand- 
ing better and more uniformly 
seasoned lumber, it will pay you 
to investigate the Moore Cross- 
Circulation System. 


This modern drying system, 
with its reversible cross-circula- 
tion and positive control of tem- 
perature, humidity, and ventila- 





If you are interested in kiln drying and 
would like to be placed on our mailing 
list, send us your name and the name of 
the firm with which you are connected. 





Are You Equipped 


Left: Heywood-Wakefield Co., Gardner, 
Mass., has installed eight Moore Cross- 
Circulation Kilns to produce higher 
quality seasoning. 


a 


to Meet 


Demands For 
Better Seasoned Lumber? 


tion, produces lumber of uniform 
seasoning, free from degrade. 


Install new Moore Cross-Circu- 
lation kilns, or convert your old 
style kilns economically to Moore 
Cross-Circulation System. 


If interested in getting better 
quality drying and lower drying 
costs, write today to 


MOORE DRY KILN COMPANY 


Largest Manufacturers ef Ory Kilns and Veneer Dryers 


JACKSONVILLE, FLORIDA 
VANCOUVER, B. C. 
NORTH PORTLAND, ORE. 
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Government and Business Affairs as 
Seen at the National Capital 


[By AmericAN LuUMBERMAN Staff Correspondent] 


COLORADO COOPERATING IN FOR- 
EST FIRE CONTROL PLAN 


Wasuincton, D. C., Sept. 4.—With the 
signing of a forest fire protection agreement 
by the U. S. Forest Service and Colorado, the 
number of States co-operating with the Fed- 
eral Government for the control of forest fire 
under the Clarke-McNary Act has been 
brought to 41 States and Hawaii. The seven 
States not participating in the Federal-State 
program are Iowa, Kansas, Nebraska, North 
Dakota, Utah, Wyoming and Arizona. The 
first four are in the Great Plains Region and 
have little forest land; forest lands of the 
remaining three are mostly in national forests. 
Colorado estimates there is a total of about 
6,021,000 acres of State and private lands in 
need of fire protection. The Colorado plan 
contemplates eventual joint protection of the 


entire area, though the budget for the next 
fiscal year provides for the protection of only 
456,180 acres. Indications are that the cost 
of protecting the entire area would be about 
$120,000 annually, or slightly under 2 cents an 
acre. 


RAILROADS HAVE 200,000 FREIGHT 
CARS AWAITING REPAIRS 


WasHIncToN, D. C., Sept. 6.—Reports to the 
effect that the railroads of this country would 
have difficulty in handling a marked increase in 
freight traffic, have brought the following com- 
ment by J. J. Pelley, president of the Associa- 
tion of American Railroads: 

“The railroads can handle at least 25 percent 
more traffic than they are now handling, and, 
by repairing approximately 200,000 freight cars 
and 8,000 locomotives now awaiting repairs and 
not required for present traffic, they could han- 





For general all-around depend- 
able construction, both interior 
and exterior, the ideal lumber is 
North Carolina Pine. It has the 











strength, endurance and wear-resistance. It is beautiful in color and grain. It 





JOHN C. SHEPHERD LUMBER CORP. 
Charlotte, N. C. 
N. C. & Southern Hardwoods. “Lumber 


Pine, C 
River Brand” K. D. F brine ee ening, Collins, 
Air Dried Lignasan : 


SOUTH ATLANTIC L luMbER CO. co. 
Greensboro, N. C. 





works easily, mills to a satiny smooth- 
ness and takes paint well. For all build- 
ing items in North Carolina Pine send 
your orders to these reliable firms. 





DeVANE-HALL LUMBER CO. 


Fayetteville, N. C. 


Mfrs. Kiln Dried Soe 


Flooring, Finish 
and Air Dried Roofers and Dimension. 





W. M. STOREY LUMBER CO. 


Winston-Salem, N. Cc. 


Yard and Industrial Lumber, Cut-to-size Crating and 
Bon Sheoks. 


EDMUNDS LUMBER CO. 


South Boston, Va. 


Manufacturers Air Dried North Carolina Pine and 
Hardwoods. 





J. R. WOLLETT 
Littleton, N. C. 


Manufacturer Air Dried North Carolina Pine and 
Hardwoods. Prompt shipment aseured 


ELLINGTON-FAY LUMBER CO. 
Fayetteville, N. C. 


SPA Grate Mestad Leer 
and Framing Lumber. * ae Deted and Dried. 





HENDERSON LUMBER CO. 
Tarbore, N. C. 


nite. Kile Bete B. GC, Pee, Specialize in Flooring, 
finish. Can ship mixed cars 
Pine and Cypress. 


J. E. ELROD LUMBER CO. 
Chariette, N. C. 
Air Dried and Kiln Dried Shed Stock, Roofers, ‘and 
ber; Air’ Dried 
Ree Bet ee he tides cat Pak. 





BURRUSS LAND & LUMBER CO. 











JEFFREYS- MYERS MANUFACTURING CO. 





dle 45 percent more than the present business. 
There has been a great reduction in the amount 
of equipment owned, but also a great increase 
in the efficiency of movement. It is conserva- 
tively estimated that the traffic of 1929, the 
largest in history, could now be handled effi- 
ciently with from 350 to 400 thousand cars less 
than were owned at that time.” 


EUROPEAN EXPORTS WILL DECLINE 
THIS YEAR OR NEXT 


WasuincrTon, D. C., Sept 4—Export quotas 
of European softwood producing countries for 
1939 delivery were about 70 percent sold by 
July 1. Reports that this year’s quotas for the 
principal exporting countries may be some- 
what increased, are accompanied by warnings 
that this would mean a reduction of a corres- 
ponding proportion in 1940 supplies. Addi- 
tional sawing this year would draw on last 
winter’s cut of logs floating down to mills 
this summer and intended for 1940 manufac- 
ture. 


SPRING FRESHET LUMBER DRIVING 


EXEMPTION EXTENDED TO NORTH 


Wasuincton, D. C., Sept. 5.—The spring 
freshet driving of lumber in Michigan, Min- 
nesota and Wisconsin was declared Aug. 25 to 
be a seasonal industry, and as such entitled to 
a partial exemption from the hours provision 
of the Fair Labor Standards Act for a period 
of not more than 14 workweeks in any calendar 
year, in a finding made by Administrator 
Elmer F. Andrews, Wage and Hour Division, 
U. S. Department of Labor. Mr. Andrews’ 
finding extends to the lumber industry in the 
three middle western States, an exemption al- 
ready enjoyed for similar work in Maine, New 
Hampshire, New York and Vermont. This 
finding followed action on the application of 
the Timber Producers’ Association of Minne- 
sota for exemption, and permits employment 
during the exempt period up to 12 hours a day 
and 56 hours a week without overtime pay. 


FOREIGN TRADE—FIRST SEVEN 
MONTHS 


Wasuincton, D. C., Sept. 6.—An 11 per- 
cent increase in exports, and a 40 percent rise 
in imports, characterized the foreign trade of 
the United States in lumber ard logs during 
the first seven months of 1939, as compared 
with the same period last year, according to 
the Forest Products Division, Department of 
Commerce. Total exports this year aggregated 
700,496,000 feet, compared with 639,655,000 feet 
last year. Of the 1939 exports, sawn material 
aggregated 617,599,000 feet, against 555,746,000 
feet a year ago, a gain of 11 percent, while 
exports of logs and hewn timber aggregated 
82,897,000 feet, compared with 83,909,000 feet, 
a loss of 1 percent. Sawn softwoods "exported 
amounted to 542,979,000 feet during the 1939 
period, against 412, 935,000 feet a year ago; and 
sawn hardwoods, including flooring, totaled 
164,620,000 feet, against 142,811,000 feet. Ex- 
ports of softwood logs this year aggregated 
67,278,000 feet, as compared with 69,075,000 
feet a year ago. 

Imports of hardwood and softwood logs and 
lumber, including clapboards and cabinet woods, 
aggregated 492,894,000 feet, against 352,420,000 
feet for the 1938 period. In the softwood 
group, spruce was the most important im- 
ported species, a total of 135,101,000 feet hav- 
ing come in during the 1939 "period, compared 
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with 95,303,000 feet a year ago. Imports of 
fir and hemlock combined aggregated 111,473,- 
000 feet, against 88,865,000 feet a year ago. Pine 
imports this year were 48,914,000 feet, aganist 
24,505,000 feet a year ago. 


ANOTHER HARVEST, CROP YIELDS 
GOOD, FOOD AND FEED 
PLENTIFUL, LOW PRICED 


WasuincrTon, D. C., Sept. 5.—Twelve mil- 
lion farm family workers and hired hands will 
take to the fields this month to harvest fall 
crops, says the Department of Agriculture. 
Yields of individual crops are good, except in 
drouth areas of the Northeast, Nebraska, Kan- 
sas and parts of the Southwest. Supplies of 
many crops and livestock products are in 
abundance—plenty of food for man, fiber for 
factories, feed for livestock. Prices are rela- 
tively low. 

Prices to farmers for many products, lower 
this year than last, are not quite offset by 
larger Government conservation and price 
parity payments. Total cash farm income has 
been estimated by the Bureau of Agricultural 
Economics at $7,900,000,000 for 1939, against 
$8,020,000,000 last year. 

Domestic wheat prices are expected to re- 
main above export parity as long as the Gov- 
ernment export subsidy and loan programs are 


Amemcanflumberman 


Fruits have been selling lower on seasonally 
increased marketings. But fruits—and vege- 
tables—are- among commodities expected to 
yield farmers larger income this year. A num- 
ber of major fruits—apples, apricots, cherries, 
peaches, fresh plums and prunes—are in larger 
supply this season. A commercial crop of 
103,000,000 bushels of apples has been indicated 
—about 25 percent more than the relatively 
small 1938 crop. The potato crop is smaller. 

Prospects are for continued heavy produc- 
tion of milk this fall. Prices are low and pas- 
tures have beeen in poor condition, but feed 
grains and feeds are plentiful and relatively 
low priced. Consumption of butter—large 
quantities being distributed by Government 
relief agencies—was the largest this summer 
on record. Production of chicks and turkey 
poults by commercial hatcheries is the largest 
on record. Plenty of turkeys are promised for 
Thanksgiving. 


GUATEMALA CHECKS CEIBA EXPORTS 


WasurinocrTon, D. C., Sept. 5.—Heavy ship- 
ments of ceiba logs to Germany have been made 
recently from Guatemala, the Forest Products 
Division reports. Ceiba wood is very cheap and 
extremely soft, and Germany may intend to use 
it as a backing for plywood, or compress it for 
use for light, possibly certain airplane, construc- 
tion. Ceiba in Guatemala is an excellent shade 
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continued. Cotton prices continue above last 
season’s figure. 

January-July exports and imports of a num- 
ber of farm products were larger this year 
than last—the larger exports including pork, 
lard and apples—the imports, hides and skins, 
flaxseeed and wool. Tobacco growers will have 
smaller income this year. The crop is large, 
prices are relatively low. Domestic supply of 
flaxseed is the largest on record. 

Supplies of feed grains for farm livestock 
are above average this year, but less per ani- 
mal unit, since there are relatively more live- 
stock on farms. Prices of corn and barley 
are below prices a year ago, oats and grain 
sorghums are higher. A high record crop of 
soybeans has been indicated on an acreage 18 
percent larger this year than last. 

Prices of better grade slaughter steers have 
declined on increased marketings. The usual 
summer and early fall increase in marketings 
of grass steers and cows is under way. A 16 
percent increase in cattle on feed in the Corn 
Belt this summer over last has been reported. 

Marketings of hogs are increasing season- 
ally but the increase may be no larger through 
December than in the like period of 1938. And 
consumer demand for meats is expected to 
improve. Increase in hog production this year 
raises the total to pre-drouth proportions. Gov- 
ernment economists look for increased ship- 
ments of lambs and sheep from the 13 western 
sheep States this fall. They say a larger pro- 
portion of lambs will be in feeder condition. 
Lambs from flocks summered on the high 
ranges will be shipped earlier than usual this 
season. 


tree and grows to a large size. So a new tariff 
item has been created for ceiba wood and logs, 
so drastically increasing the export duty that 
it is expected to stop exports. 





Hymeneal 


DANE - PORTER— Miss Patricia Porter, 
Rockford, Ill., became the bride of Robert W. 
Dane, Jr., Beloit, Wis., in a ceremony per- 
formed at Rockford, Aug. 27. The marriage 
culminated a romance which began while 
both were attending Grinnell College. The 
couple will reside in the new model home re- 
cently erected by the groom’s father, R. W. 
Dane, Sr., with whom he is associated in the 
Dane Lumber Co., in Beloit. 


WORMHOUDT - RICHARDS — Miss Martha 
Ann Richards, Ottumwa, Iowa, was married 
on Aug. 12 to John Hutchison Wormhoudt, 
son of Mr. and Mrs. Henry S. Wormhoudt, Ot- 
tumwa. The bride was graduated from the 
Ottumwa Heights academy and attended Iowa 
State University, where she was a member 
of Pi Beta Phi sorority. She was chosen as 
the 1937 “Dolphin Queen” at the University 
and in 1938 she reigned as queen of the 
Service League’s annual Mardi Gras benefit 
dance, having been selected for the honor by 
Buddy Rogers, of Hollywood. The bridegroom 
is a member of a_ well-known lumber 
family and is associated with his father and 
grandfather in the Wormhoudt Lumber Co. 
at Ottumwa. 


BURTON-GARNER—Miss Hylda Mae Gar- 
ner, of Gary, Ind., and John Edward Burton, 
also of that city, were married on Aug. 19 
at the First Presbyterian church in Crown 
Point. The bride has been a teacher in the 
Gary schools for some time, her parents re- 
siding in Crown Point. Mr. Burton is the 
son of Mr. and Mrs. John H. Burton, of Gary, 
and is manager of the 45th Avenue Lumber 
Co. there. 





for conti Dealers 
in Sander Rentals! 


Answer this ad today .. . 
and let us prove you can take 
in up to $5 per day in rental 
money alone with this new 
Lincoln Floor Sander. 

Moreover, we will send con- 
vincing proof that your fellow 
dealers are making EXTRA 
heavy sales of lumber, paint 
and other finishing sup- 
plies with every rental 
placement of 


This Brand New 
Lincoln 


HIGH-SPEED 
9 44 


Will You Grasp This Offer? 


Because the majority of carpenters, contractors 
and maintenance men have only PART-TIME use 
for sanding equipment—they RENT them—seldom 
buy them outright. No wonder you can CASH-IN 
UP TO $5 PER DAY IN RENTAL MONEY ALONE 
with this new Lincoln HIGH-SPEED 9” rental 
sander, a medium-weight machine that turns out up 
to 3000 sq. ft. of average new floor work in an 
8 hr. day—a capacity that contractors and main- 
tenance men have demanded—a sander that 
answers this need. 

Let us ship it to you on 5 days’ trial. Rent it out. 
Keep the money it earns. When you find it's a 
REAL MONEY MAKER and BIG REPEAT TRADE 
STIMULATOR you can OWN it on easy terms or 
send it back as you like. Fair enough? Write! 

Without obligation, we will send you a copy of 
the Lincoln Plan telling how to INCREASE your 
sander rental business—how to merchandise more 
supplies with the new Lincoln HIGH-SPEED 9” and 
the new Lincoln Portable Dustless Disc Sander. 


fr} Write for Prices—Easy Terms—No Obligation! 


Mer te SCHEUETTES 


AN A N 
















Light 
Weight 





Mfrs. of the Most Complete Line of Floor Maintenance Equip’t 
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Dealers Use Wholesaler’s Dis- 
play Rooms as Selling Aid 
--Get Quick Delivery 


Bay City, Micu., Sept. 2—An interesting development in 
wholesale merchandising is that by Kneeland-Bigelow Co., of 
this city. Two attractively arranged display rooms have re- 
cently been completed for the exclusive use of the dealer trade. 
Dealers throughout the Lower Peninsula of Michigan already 
are taking active advantage of the new display rooms by them- 
selves visiting and inspecting the displays and by bringing 
their customers in for selection of materials for new home con- 
struction and modernization. 

Pierson Kneeland, president of Kneeland-Bigelow Co., well 
known in the trade as manufacturer of “Knone Better” maple, 
beech and birch flooring ever a period of years, points out par- 
ticularly that his company sells nothing direct to the consum- 
ing trade—only to dealers. Nor does his company operate 
any retail subsidiary of any kind. 

The company continues to manufacture maple, beech and 


cere 





Regular and systematic service in covered trucks provides specified 
weekly deliveries from large wholesale stocks 


birch flooring and has developed this wholesale business in 
order to deliver isnproved service to the lumber dealer. 

A systematic routing of regular truck deliveries is made from 
the well stocked warehouse in Bay City to dealer customers in 
all points of the Lower Peninsula—so that all customers have 
a weekly service on a specified day. An adjacent picture 
shows one of the company’s covered trucks in which deliveries 
to dealers are made. Many nearby dealers also send their 
own trucks to pick up merchandise as desired. 

The exterior front of Kneeland-Bigelow Co.’s display rooms 
is of Creo-Dipt 
Zephyr red cedar 
shingles which have 
a hand split effect, 
and are laid 14 in- 
ches to the weather, 
with under coursing 
to afford deep 
shadow lines. 

Walls and ceiling 
of one room are fin- 


so es 





an ns 
RECESS 


i 


An_ exhibit of wall 
construction, using the 
Wood Conversion 
Co.'s Balsam Wool, 
appears to the right 
in this photograph, 
while to the left is 
seen a handsome cor- 
ner cabinet that forms 
part of the showing 
of interior millwork 
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Exterior of display rooms is of Creo-Dipt Zephyr red cedar shin- 
gles which have a hand-split appearance and Zephyr double wall 
exterior insulation board giving deep shadow lines 


ished with Wood Conversion Nu-Wood and Kolor-trim mould- 
ings and the floor is laid with strip oak flooring in three grades 
and plank flooring. Openings are fitted with Curtis Com- 
panies Silentite pre-fit windows. Interior Curtis woodwork 
includes an attractive fireplace mantel set-up and two corner 
cabinets. 

The other room serves as a display of wall and ceiling prod- 
ucts. The floor is laid with Kneeland-Bigelow Co.’s “Knone 
Better’ maple and beech flooring. This room features also 
Curtis cabinets and is so arranged that any desired set-up of 








This room provides a display 
of Curtis cabinets that enables 
a dealer to show his customer 
(upper photograph) how a new 
or modernized kitchen will look 
—lower cabinets are rolled out 
and upper ones are slid along 
wall into proper position; and 
(lower photograph) other Cur- 
tis woodwork 
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cabinets is readily produced by rolling the lower cabinets into 
position and by sliding the upper cabinets along the wall. There- 
fore a dealer who has a customer for a modernized kitchen or 
a new kitchen can show his customer how it will look. 

In demonstrating the company’s new display rooms to the 
AMERICAN LUMBERMAN’s representative, Mr. Kneeland em- 
phasized the convenience to the dealer trade of this recently 
developed wholesale service and that dealers throughout the 
Lower Peninsula can readily obtain on short notice any quan- 
tities of the range of building products handled. 

The company maintains a big warehouse well stocked with 
its own line of maple, beech and birch flooring, with Curtis 
doors, millwork and cabinets, Wood Conversion Co.’s Balsam- 
Wool insulation, Builder’s Blanket, Nu-Wood interior finish, 
lath and sheathing and Kolor-trim moldings; Creo-Dipt stains, 
and shingles, including that company’s new Exposure Dipped 
roof shingles, Zephyrs, and the newly announced Zephyr under- 
course board; Barber roofings; Brown cedar closet lining and 
the E. L. Bruce line of oak flooring in various patterns. 

Delivery trucks run from small pick-up size to the big en- 
closed Fruehauf trailer type which will haul almost a carload 
of flooring at a time. 

Mr. Kneeland states that the recently organized wholesale 
department is meeting with a wonderful reception among deal- 
ers and has shown a definite increase in volume each month. 





Industry Needs No Excuse for 
Moving to New Timber 


Of late there has been a lot of hullabaloo about lumber ghost towns. 
The tirades originated largely with the Chief Forester of the United 
States. 


The cry is that lumbermen are responsible for these ghost towns, and 
for the lack of such employment as would keep the community from 
decay. These critics intimate that the lumber industry from the beginning 
failed in its responsibility by not operating on a “sustained-yield basis.” 

Planned sustained-yield operations are fine in the proper place and at 
the proper time, but they were not economically sound nor possible in 
many earlier lumbering towns. 


Most so called lumber ghost towns are neither a discredit to an indus- 
try nor a loss to the State. Where a sawmill town has been deserted, 
after 20 or 30 years of operations have harvested the handy mature 
timber surrounding it, the matter is simply one of moving a temporary 
industrial camp to a new location. The fact that the community is de- 
serted means there was no other supporting reason for a town after the 
crop was harvested. 


When the people move out, nature goes about growing a new timber 
crop—reforestation has a chance. 


On the other hand, if there are other reasons for development of the 
community it continues to grow. In that case, there can be no reforesta- 
tion because the land is more valuable for other purposes. 


Seattle began as a sawmill town. Its port made it a valuable site for 
other industries which support a large population. It, and many places 
like it, did not become ghost towns. Sustained-yield operations would 
have kept its hills covered with trees instead of homes and business 
enterprises, making its development impossible. 


There are several deserted sawmill towns or camps along the South 
Bend branch of the Northern Pacific railroad. The handy timber sur- 
rounding these towns has been cut off. The people have moved to a new 
location and a new forest is growing in place of the one cut. 


In the meantime, Douglas County, Oregon, has been pointed out as a 
region where little cutting has been done. The coming of transportation 
facilities to it will, however, start operations there. While that timber 
is being cut, cut-over lands in other districts, not suitable for agriculture 
or other industries of quicker returns, will be growing new forests. 

It is a sustained-yield any way you look at it, if the growing area is 
equal to the cutting area for the required length of time. Methods of 
cutting do affect the time element, and there is considerable argument as 
to what methods give best results. But the idea that an industry has 
not accepted its responsibility because it has moved its units of opera- 
tions and left some deserted buildings, is beside the point. Where it 
isn’t economical to move the raw material to the camp, it is logical to 
move the camp to the raw material. 
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African Colonial timber, cut in long lengths for 
hydraulic and maritime work. 


Plywood Manufacturers! 


Cigar Box Manufacturers! 


Demand and Use OKOUME 
From the French African Colonies. 


Okoumé is a pale salmon pink wood of fibrous but very 
homogeneous texture, without alternating hard veins and 
softer parts. 


Its specific gravity is of about 38 Ibs. per cubic foot in 
the green state; its shrinkage is very small, both tangenti- 
ally and radially; the sapwood is narrow and hardly dis- 
tinct from the heartwood. 


It is one of the very few woods that can be peeled in 
thicknesses ranging from 1/128th to 1/6th of an inch and, 
when put through the dryer, present perfectly smooth sur- 
faces free from any cracks or splits. 


Moreover, it can very readily be glued. 


Okoumé is imported in fully cylindrical logs 12 feet to 
36 feet in length and 30 inches and more in diameter. The 
European countries already consume 400,000 tons yearly 
and seek this species for the manufacture of cigar boxes 
and all kinds of plywood either intended to be used as it is 
(wood visible) or covered, by gluing, with veneers of 
figured species, for cabinet-work and decoration.* 


For further particulars and for samples apply either to 
the American importers, or preferably to the Comité 
National des Bois Coloniaux, 16, Rue de la Paix, Paris 
(Information can be supplied by that same Committee 
respecting all French colonial timbers for cabinet-work, 
which are liable to be of interest to the American trade). 


Specimens of Okoumé, mahogany, and various French 
colonial woods are, furthermore, to be seen at the New 
York World’s Fair (Palace of France and Her Overseas 
Empire). 





“That from Libreville is mostly recommended for cigar boxes, while that from 
Port Gentil often yields the finer plywoods. - 





ictal Meats 
—— PINE 


This super-quality Pine from the famous 
Klamath region always wins the O. K. of the 
careful buyer. By satisfying customers it 
builds good will for you. It's exceptionally 
fine in texture, soft and mellow, with straight, 
close, uniform grain. Scientific seasoning and 
precision manufacture in our modern mills 
assure top-quality. Let us care for your needs 
in SELECTS and COMMON, S4S, PATTERNS 
or ROUGH SHOP and BOX. Let us quote. 
Write us today. 


Member of the Western Pine Ass’n. 


CRATER LAKE 


BOX & LUMBER CO. 


Sprague River, Oregon 
HUNTINGTON TAYLOR, General Manager 
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THE LUMBERMAN POET 











THE FEATHER RIVER 
LUMBER COMPANY 


Manufacturers of 


CALIFORNIA 
SOFT PINE, 


WHITE FIR and INCENSE CEDAR 
Annual Production 50,000,000 Ft. 


LUMBER, BOX SHOOK 
and MOULDINGS 
Mills and Sales Office: 
DELLEKER, PLUMAS COUNTY, CALIF. 
We are member of Western Pine Association 


A PRAYER 


One thought I send you: God attend you 
Wherever you may be. 

One thought I send you: God defend you 
And bring you back to me. 





“It’s too bad a smile isn’t as contagious 
as a yawn.” 


The richer you grow, give greater of 
aid— 

For the bigger the tree, the more it gives 
shade. 


“A nail seldom holds a crooked board, 
and few men are strong enough to carry 
a crooked partner.” 


Grow old like the tree as the winter it 
dares— 

Its gayest of leaves in the autumn it 
wears. 


“To leave the hardest till the last is to 
make the hardest harder.” 


As a sapling is bent so the tree is in- 
clined ; 
And it’s so with a soul or a heart or a 


mind. 


“It’s easier to train a twig than to 
straighten a tree.” 


You can’t tell a tree by its smoothness of 
bark— 

And the sanctified man may have ways 
that are dark. 


“Tt’s easy to sail with the wind; the real 
sailor is the one who can sail when 
he’s up against it.” 


Grow great but grow strong, or your 
greatness will fail, 

For the tallest of trees gets the worst of 
the gale. 


“Haste gets there first, but Work brings 
a Load.” 


A man’s like a log you will notice, my 
friend ; 

If there’s rot in the heart, it will show in 
the end. 


“Lay your course by the wind, and your 
business by the times.” 


Of trees and of men, John L. said it all: 
“The bigger they are, then the harder 
they fall.” 


“Your business is like your timber; the 
thing that matters isn’t how big it is 
but how much is clear.” 


But men are like trees in a similar way— 
Better fall like a king than to die of decay. 


“The straight road may be narrow, but 
there’s lots of room.” 


Oh, be like a tree, with its blossoms and 
scars— 

Keep your feet on the ground and your 
head in the stars. 





NEWS AND 
VIEWS OF 


50 YEARS AGO | 











SULLIVAN LUMBER CO. 


TWABERS, YARD STOCK, FACTORY CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 
27th YEAR 








GILLIES BROS. Ltd., 


Braeside, Ontario, Canada 
Manufacturers of 


GENUINE WHITE PINE “"Strosus 


for nearly 106 years. Capac’ 30,000,000 ft. 
Ae z sient NLWED. Ascnintion. 
DRY STOCK—ROUGH OR DRESSED 
PROMPT SHIPMENT 
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The estimated cost of the 
new MacLaren-Ross sawmills 
at New Westminster, B. C., is 
$200,000, of which $60,000 is be- 
ing laid out on machinery. 

* * 8 : 
Walter Shoemaker is back 
from his trip to Yellowstone 
Park and Puget Sound. The 
wonders of the Park stunned 
him so that he can scarcely 
realize what he saw, while on 
Puget Sound the forest fires 
were sweeping over vast areas, 
and shrouding the whole coun- 
try in smoke. Seattle looks 
like a but is ory 
up rapidly. rpenters 
to 88 Tor 10 hours’ wal ee 
Shoemaker had thought of buy- 
ing timber land on the Sound, 
but the sight of the fires dis- 
couraged him. He says | ange 
fir trees will burn like tinder. 


a € 


The man who has the con- 
tract for dredging the Cheboy- 
gan, Mich., harbor complains 
of interference with the work 
by the booming of logs, as the 





mill men do not seem to take 
sufficient interest in the im- 
provements to keep the logs 
out of the way of the dredge. 


‘|The government agents have 


come out flatly with the dec- 
laration that no more appro- 
priations for the Cheboygan 
harbor will be made, unless the 
people take enough interest to 
see that the contractor is not 
interfered with in his work. 
Lumbermen at other towns 
where harbor improvements 
are desired may take warning 
thereby. 


hs 


The Ludington, Wells & Van 
Shaick Co., of Chicago and Me- 
nominee, Mich., has just pur- 
chased 385,000 acres of yellow 
pine in Louisiana from Charles 
C. Comstock, of Grand Rapids, 


through Robinson & Lacey, at’ 


$4 an acre, which is thought to 
be the highest price yet paid 
for pine lands in that State. 
The company already has 24,- 
000 acres bought on joint ac- 
count with the Kirby, Carpen- 





ter Co. in the same district. 

This timber has been purchased 

as a reserve when the Menomi- 

nee holdings give out and Mr. 

Van Schaick places the time 

of exhaustion at 12 years hence. 
*# * 


The dam lately built at Ot- 
tawa, Ont., to facilitate naviga- 
tion, raised the water to such 
an extent as to create general 
alarm. The sawmills were 
flooded and forced to shut 
down. It was therefore decided 
se destroy the dam with dyna- 

te. 


* + 


The old Chemainus, B. C.,, 
sawmill is shut down: The 
Chemainus Saw Mill Co. will 
build, but perhaps in Victoria 
or Edquimalt. 


2 = 


The Joggins Raft Co. is the 
name of the new organization 
on the Pacific Coast which pro- 
poses to raft Puget Sound and 
British Columbia timber to San 
Francisco to be sawed. 








TWO GREAT SALES LEADERS 


BACKED BY A LOCAL SALES BUILDING PROGRAM 
THAT BRINGS BUYERS TO YOUR STORE 


The Continental is a popular line. It’s a line that sells because 
it has many modern practical features that customers like. It’s the 
only dealer line of steel products made under CERTIFIED 
QUALITY standards. It’s the line that established sales records 
with many dealers in 1939. It’s the line that has more to offer 
than any other in 1940 in the way of local sales helps for dealers. 


How would you like to have fifty, seventy-five, or a hundred new 
customers come to your store to buy fence, gates, posts, steel 
roofing, etc., and every one also a prospect for forks, post 
hole diggers, tools, wheelbarrows, and other items you sell? 
Continental has a plan that will do this for you. Dealers say 
it’s like adding an outside salesman. It goes out and finds pros- 
pects, gets them interested, and brings them in ready to buy. 


CONTINENTAL STEEL CORPORATION 


General Offices: KOKOMO, INDIANA ©@ Plants at Canton, Kokomo:and Indianapolis 





your 








© CONTINENTAL 


83 ‘STEEL PRODUCTS FOR FARM AND HOME IMPROVEMENTS 


\ 











Gives Siding Jobs Improved 


Protection and Appearance 





On every Asbestos 
Siding job, where ap- 
pearance is_ essential, 
you can save valuable 
time, simplify fitting 
at corners and along 
window and door 
frames, give added pro- 
tection, by using indi- 
vidual zinc corner strips. .. . Made of 
oxidized zinc ... will not stain. Lengths 
suitable for any Absestos Siding Shingle. 
For complete details write 













DOUBLE GRIP BRASS CLIP CO. 
211 S. Main Street Kokomo, Ind. 





Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collection of invoices. 


Special department handling export lumber shipments 











ILtinois Wire and Manuracturine Co. 


Joliet, Illinois 


PRINTING 


Regular Statements—1,000 $2.55; 2,000 $4.75; 
5,000 $8.00. Delivered prices. Terms Net 10 
days. Special prices on Letterheads & En- 
velopes. Write for Free samples. 


MAYFIELD PRINTING CO., - Mayfield, Ky. 

















FRED C. KNAPP, Portland, Or. 


BUYS AND SELLS 


WESTERN TIMBER LANDS 











BENSON 


PORTLAND 
OREGON'S 


Distinctive Hote! 


Centrally lo- 
cated. Air condi- 
tioned dining 
rooms. Unexcelled 
cuisine. 


All rooms with 
bath. Reasonable 
rates. 

R. K. KELLER 
and W. E. BOYD, 
Managing Directors 
ROSS FINNEGAN, 
Manager 
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What Associations Are 
Planning and Doing 


Meetings to Be Held 


Sept. 12-13—National 
Jobbers, Edgewater 
Annual, 

Sept. 14-16—Pacific Coast Wholesale Hardwood 

stributors Association, Palace Hotel, San 
Francisco, Calif. Annual. 


Sept. 21-22—National Hardwood Lumber Associa- 
- E aee Baltimore Hotel, Baltimore, Md. 
nnual, 


Sept. 25-28—United States Building & Loan League, 
Atlantic City, N. J. Annual conference. 


Oct. 11-13—Pacific Logging Congress, Multnomah 
Hotel, Portland, Ore. Annual. 


Oct. 16-20—Wood Produots Section, National Safety 
Council Atlantic City. N. J. Annual meeting. 


Oct. 20-21—Florida Lumber & Millwork Associa- 
tion, Ponte Vedra Beach, Fla. Semi-annual. 


Oct. 24-27—National Association of Real Estate 
Boards, Biltmore Hotel, Los Angeles, Calif. 
Annual. 

Nov. 14—Southern Cypress Manufacturers’ Associa- 
tion, Mayflower Hotel, Jacksonville, Fla. Semi- 
annual. 

Nov. 28-25—Society of American Foresters. St. 
Francis Hotel, San Francisco. Calif. Annual. 


Dec. 6-7—Carolina Lumber & Building Supply As- 
sociation, Jefferson Hotel, Columbia, S. C. 
Annual, 


Jan. 9-11—Indiana Lumber & Builders Supply As- 
—> Claypool Hotel, Indianapolis, Ind. 
Annual. 


Jan. 30-31, Feb. 1-2—Michigan Retail Lumber Deal- 
ers Association, Book-Cadillac Hotel, Detroit. 
Annual. 


Feb. 13-15—-Wisconsin Retail Lumbermen’s Asso- 
ciation, Milwaukee Auditorium, Miilwaukee, 
Wis. Annual. 


Association of Woodwork 
Beach Hotel, Chicago. 





Southern Cypress Manufacturers Set 
Nov. 15 for Date of Meeting 


JACKSONVILLE, Fia., Sept. 5.—The AMERICAN 
LuMBERMAN has been notified by B. R. Ellis, 
secretary Southern Cypress Manufacturers’ As- 
sociation, that semi-annual meeting of that body 
will be held in the Mayflower Hotel, Jackson- 
ville, Nov. 15, beginning at 10 a. m. Details as 
to speakers and other program features will be 
supplied later. 

On the day preceding the association meeting, 
that is, on Tuesday, Nov. 14, beginning at 10 
a. m., there will be a meeting of the grading 
rules committee, for the purpose of preparing 
such reports as that committee may feel ad- 
visable to present to the association as a whole. 





Merchandising and Marketing to Be 
Theme at Annual Hardwood 
Meet 


Bautimore, Mp., Sept. 4.—This city is await- 
ing the arrival of hundreds of hardwood men 
for the 42nd annual convention of the National 
Hardwood Lumber Association, Sept. 21-22. 
“Merchandising and Marketing” is the central 
theme of the convention, and the spotlight will 
be thrown on the difficulties now confronting 
the trade. 

The leading speaker at the opening session 
will be Clem D. Johnston, Roanoke, Va., vice 
president of the U. S. Chamber of Commerce 
and chairman of its committee on distribution, 
who will throw light on current business con- 
ditions. Others on the forenoon program will 
be: President J. J. Linehan of Cincinnati, and 
Secretary John W. McClure, Chicago, who will 
make the annual report. 

In the afternoon of the first day, Bernard 
Weitzer, vice president of Trade-Ways, Inc., 
will give a message of intense interest to every 
lumberman. He will be followed on the plat- 
form by I. N. Tate, vice president of Weyer- 
haeuser Sales Co., who will discuss merchan- 
dising methods from the lumberman’s viewpoint. 


There will be a report of the inspection rules 
committee by A. O. Ratcliff of Chicago during 
the afternoon. Russell H. Downey of South 
Bend, Ind., chairman of the sales code com- 
mittee, will give recommendations for the re- 
vision of the NHLA sales code. 

The annual banquet of the convention will 
take place the first night, and will be followed 
by a different type of entertainment than in past 
years. 

Samuel B. Pettingill, a former Congressman 
from Indiana, will be the leading speaker the 
second morning. His convention subject will be 
“Free Enterprise versus State Socialism,” and 
is looked forward to as a real treat. The con- 








} 


PLAN MARKETING OF 
NORTHEAST SALVAGE 


At the request of the Timber Salv- 
age Administration, the National 
Lumber Manufacturers’ Association 
has arranged a conference, as to 
means of developing the most prom- 
ising outlets for the Northeast pine 
lumber cut from logs salvaged after 
the hurricane of Sept. 21, 1938. In- 
terested trade associations have 
been invited to send delegates, and 
the Northeastern Lumber Manufac- 
turers’ Association, National-Ameri- 
can Wholesale Lumber Association, 
New England Wholesale Lumber- 
man's Association, Northern Pine As- 
sociation and Western Pine Associa- 
tion will be represented. 

The conference will be held at Toy 
Town Tavern, Winchendon, Mass., on 
Tuesday, Sept. 12, starting at 10 
a. m.; and the Forest Service will sup- 
ply transportation from Boston, leav- 
ing Hotel Bellevue so as to reach 
Winchendon in time for the opening 
session. 




















vention will be open to a forum discussion after 
this address. Congressman Eugene Cox of 
Georgia will talk about the Wage-Hour Law in 
the afternoon session, which will taper off with 
committee reports. 





Attractive Program Arranged for 
P.C. W. H. D. A. 


San Francisco, Cauir., Sept. 5.—General 
discussion of problems affecting the hardwood 
trade will feature the annual meeting of the 
Pacific Coast Wholesale Hardwood Distribu- 
tors Association to be held at the Palace Hotel, 
here, Sept. 14-16. Business meetings will be 
held each of the three mornings, from 10 a. m. 
to 12 noon. 

Principal speakers will be Ralph E. Hill, sec- 
retary-treasurer of the National Oak Flooring 
Manufacturers Association, and Arthur 
Fischer, commissioner, Philippine Participation, 
Golden Gate International Exposition. 

Including the colorful Exposition in the pro- 
gram, a meeting place has been selected on 
Treasure Island and several affairs are sched- 
uled there, including the annual banquet to be 
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7 other room during the afternoon. 
| o'clock the first day, the directors of the Na- 
| tional Association of Woodwork Jobbers will 
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held in the beautiful California Building, and a 
party at the exotic Folies Bergere. 

Present officers of the association include 
President W. T. White, White Brothers, San 
Francisco; Vice President Norman C. Sawers, 
J. Fyfe Smith Co., Vancouver, B. C., and Sec- 
retary-treasurer Don F. White, White Brothers. 





NLEA Members to Hold Reunion at 
Baltimore, Sept. 20 


BALTIMORE, Mp., Sept. 4.—Since the National 
Hardwood Lumber Association is holding its 
annual convention here, Sept. 21 and 22, the 
suggestion has been made that the old National 
Lumber Exporters’ Association likewise have 
its yearly session in Baltimore in recognition of 
the fact that the group was organized here in 
1900. Secretary Douglas Heuer of Memphis 
has been contacting members about holding the 
annual at the site of the association’s birth, and 
has received favorable response. As a result, it 
is planned to hold the get-together in the Lord 
Baltimore hotel, Sept. 20, and it is believed it 
will attract many from the Memphis and New 
Orleans areas as well as from the East. 

The NLEA had as its first president Ernest 
Price. He was succeeded by W. H. Russy 
of Memphis, who was followed in the office by 
John L. Alcock of Baltimore. Richard W. 
Price, this city, was the first treasurer, and 
Elliott Long the first secretary. 





Displays Sought for NHLA Meet 


BALTIMORE, Mp., Sept. 4.—Arrangements for 
the 42nd annual convention of the National 
Hardwood Lumber Association are receiving 
their final grooming as the date for the open- 
ing on Sept. 21 draws near. Among the recent 
developments is one to display paneling and 
other hardwood products which can readily be- 
come show objects. 

Inquiries have been sent out asking hardwood 
men to inform the general committee if they 
can forward such exhibits. Members of the 
American Walnut Manufacturers Association 
and the Mahogany Association, Inc., have been 
solicited for display material. 


Woodwork Jobbers Assured Good 
Talks at Annual Meet 


With the program for its annual convention 
completed, the members of the National Asso- 
ciation of Woodwork Jobbers are assured an 
outstanding meeting at the Edgewater Beach 
Hotel, Chicago, Sept. 12 and 13. 

One of the prominent speakers on the multi- 
ple-interest Fg will be Col. Frank Knox, 
publisher of the Chicago Daily News, who will 
speak the second day on the subject, “The 
American System Under Present Crisis Condi- 
tions.” 

The convention will get under way with a 
humorous talk by Wallace B. Ansbary, Chi- 
cago, who will be followed by Roy Wenzlick of 
St. Louis who has the timely subject of, “The 
War in Europe and the Outlook for New Build- 
ing in the United States.” Paul Manring, 
chairman of the board of directors of the asso- 
ciation, Detroit, will deliver the address of wel- 
come, and preside throughout the convention 
sessions. 

The afternoon of the opening day will be de- 
voted to meetings of member associations in 
the National Association of Woodwork Jobbers. 
The Central Sash & Door Jobbers Association 
will launch its own annual session starting with 
lunch. The Mid-Northern Woodwork Associa- 
tion, the Nebraska Woodwork Association, and 
the Minnesota & Western States Wholesale 
Sash & Door Association will hold a joint meet- 
ing, likewise, beginning with a luncheon. The 
Empire Millwork Association will meet in an- 
At three 





meet to elect three directors-at-large, new offi- 
cers, and conduct other business. 
Roy Saberson, trade promotion manager of 
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Weyerhaeuser Sales Co., St. Paul, will discuss 
the charges coming from Washington against 
the building materials industry, and will place 
before the group a program meeting the attack. 
Following Mr. Saberson the forenoon of the 
second day will be Col. Knox. S. O. Hall, sec- 
retary-manager of the National Door Manufac- 
turers Association, and W. E. Difford, manag- 
ing-director of the Douglas Fir Plywood 
Association, will lead round table clinics on 
subjects in which they are interested to conclude 
the morning session. The annual golf tourna- 
ment will be held the second afternoon at Kil- 
deer Country Club under supervision of Jack- 
son Rinn of the. Red River Lumber Co., Chi- 
cago. 


New Head of Hardwood Institute 


Los ANGELES, CALir., Sept. 2.—Frank J. Con- 
nolly has been elected president of the Hard- 
wood Institute of Southern California to succeed 
W. B. Jones, recently resigned. Mr. Connolly 
is sales manager of Western Hardwood Lumber 
Co., Los Angeles. 


Old-Timers in Box and Lumber 
Industries Are Honored 


San Francisco, Catir., Sept. 5.—On Wooden 
Box Day, celebrated recently at the Golden 
Gate International Exposition, the Wooden Box 
Institute of the Pacific division, National 
Wooden Box Association, awarded prizes to 
persons registering the longest period of service 
in the wooden box and lumber industry. Al- 
fred Carlson, Weyerhaeuser Timber Co., Kla- 
math Falls, Ore., was awarded first prize, for 
40 years; A. M. Pipes, Mt. Shasta Pine Lumber 
Co., Mt. Shasta City, Calif., second prize, for 
a period of 37 years, and P. M. Kennedy, 
Weyerhaeuser Timber Co., Klamath Falls, Ore., 
third prize, for 35 years. 











California Group Has New 
Secretary-Manager 


Los ANGELES, CALiF., Sept. 2—At a meeting 
of the board of directors in Long Beach, Aug. 
15, C. W. Pinkerton was elected secretary-man- 
ager of the Southern California Retail Lumber- 
men’s Association. The association has opened 
an office at 257 South Spring street, Room 441, 
Los Angeles. ; 

Mr. Pinkerton was closely identified with as- 
sociation work while in the retail business, and 
served on the board of directors of the State 
association for 24 consecutive years. 

John W. Fisher, Fisher-Swartz. Lumber Co., 
Santa Monica, is president of the association. 





Southern Pine Association to Open 
Branch Office in Atlanta 


New Or.eans, LA., Sept. 4.—Arrangements 
are being made for the establishment of a South- 
ern Pine Association branch office in Atlanta, 
Ga., H. C. Berckes, secretary-manager, an- 
nounced Aug. 30. He stated that since the as- 
sociation established the Southern Pine Inspec- 
tion Service, to provide an official inspection and 
grade-marking service to all competent south- 
ern pine manufacturers, the number of mills 
which have subscribed to that service has in- 
creased immensely. As a result of the great 
increase in grade-marking mills in the Atlanta 
territory, Mr. Berckes said, the demand for in- 
spection service makes it desirable to provide 
additional facilities to expedite that service. 

If any inspection service is to be thorough 
and efficient, Mr. Berckes continued, it is 
necessary that facilities be so complete as 
to allow prompt attention to requests for 
inspections and to make arrangements for 
examination of shipments of mills receiving 
inspection service and using the official grade 
and trade mark of the association. There 
are many deliveries of grade-marked lumber 
to government and private projects that must 
be checked by official association inspectors, 
and the Atlanta office can keep in close touch 
with and render prompt service to projects 
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MIAMI 


BATHROOM 


CABINETS 
and ACCESSORIES... 


are Profit Builders 


Profit from the increasing 
demand for beautiful bath- 
Sell MIAMI Bath- 
room Cabinets and Acces- 


rooms. 
sories . . . dominate your 
market in every price class. 
Over 140 models. Nation- 
ally advertised .. . fast sell- 
ing. 

MIAMI'S dominating lead- 
ership in bathroom cabinet 
sales is the natural result of 
specialization on a single / 
line of quality products 
over a period of almost two 


decades. It will pay you 








to tie-up to the leader. 
Write for Catalog G. 











MODEL 
2010 


Moderately 
priced—two 
sizes. Non-rust- 
ing. stainless 
steel framed 
mirror. Particu- 
larly recom- 
mended for the 
bathroom fitted 
with chromium 
plated fixtures 
where budget 
does not permit 
the purchase of 
higher priced 
chromium plated 
models. 





MODEL 
2030 


A budget mod- 
el, stainless 
steel framed, 
full-mirror door, 
cabinet. Three 
sizes. Suggested 
for the moder- 
ate priced bath- 
room where 
chromium is the 
decorative mo- 
tif. Mitered line 
mirror at slight 
additional cost. 
























MIAMI CABINET DIVISION 


THE PHILIP CAREY COMPANY 
Middletown, Ohio 








66 





LUMBER DEALERS! 





Su, gis he for 
VERVWi yj 








CRYSTAL-CLEAR TRANSPARENT 
DURABLE GLASS SUBSTITUTE 


ADMITS OVER 60% 
ULTRA-VIOLET RAYS 


The latest development in flexible glass substi- 
tutes! Allows more light, permits inspection. 


CAN BE USED ANYWHERE GLASS IS USED! 
WEATHERPROOF © SHATTER-PROOF 
VITAPANE won't stick, become brittle, or dis- 
color. No wax, oil, or paraffin. 

VITAPANE comes in SO' rolls,36" wide, packed 
individual carton — Sales Helps Included. 


MANY USES...MANY SALES 


VITAPANE creates sales over and over 
again. Used in Sun Porches, Storm Windows, 
and Doors, Barns, Boats, Cabins. Skylights, 
Poultry H Hot H . Green Houses. 














VITAPANE Sells Fast — 
Good Repeater — Pays 
Big Profits and is 
GUARANTEED 3 YEARS 


ARVEY CORPORATION 


Exclusive Manufacturer of VITAPANE 
3462 N. KIMBALL AVE., Dept. SW4 CHICAGO, ILL. 


LIVE JOBBERS! 
Some Excellent Territory Open. 
Write Today Giant Sample and 
All Facts by Return Mail. 
































WITH CALBAR PRESSURE GUN 


Use Caulk-O-Seal in the New Vulco 
Fibre Cartridge lined with cellophane. 
Special construction of Calbar High 
Pressure Gun and Cartridge eliminates all 
backfiring and leakage. Quick action. No 
waste. Always clean. Caulk-O-Seal is super- 
plastic, weatherproof. Holds fast. Easy to 
apply. Comes in Tubes, Cans, Drums, CAR- 
TRIDGES. Black and 12 Colors. Send for Color 
Chart. Order direct or through your jobber. 


CALBAR Paint & Varnish Co. 


Manulacturers of Technical Products 
2612-26 N. MARTHA ST. PHILADELPHIA, PA. 


RIBS 


TEMPORARY 


SILOS 


ORDER FROM 


MATTSON 


The farmer will have his bi 
need these MATTSON Portable Cribs to store the 
corn and keep it safe. Lumber Dealers: Here's a 
great profit-earning line to sell. Get into this busi- 
ness now. Learn about MATTSON Cribs, Silos, 
Snow Fence, Yard and Ornamental Fence. Made 
of stiff, sturdy pickets, securely woven between 
heavy wire cables. 

WRITE RIGHT NOW FOR DESCRIPTIVE LITERATURE, 


prices and full information. 


Mattson Wire & Mfg. Co., Joliet, i. 


Branches throughout the corn belt. 





merwPpaAzaov 





corn crop. And will 
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in that territory, as there are many mills in 
the Atlanta territory requiring inspection 
and grade-marking service. 

In addition to performing these functions, 
the Atlanta office of the association will 
make possible the exploitation of opportuni- 
ties in trade promotion, which will benefit 
southern pine mills in that section. Also by 
having an official representative of the asso- 
ciation constantly available in the Atlanta 
district, the mills in that territory will be as- 
sured of receiving prompt attention to their 
problems, and the mills will be better repre- 
sented in the carrying out of the entire asso- 
ciation program. 





Technical Improvements Needed in 
Logging Methods 


EuGENE, Ore., Sept. 2.—In opening here Aug. 
25 the first Willamette Valley regional confer- 
ence of forest industry to be held, as a fore- 
runner of the Pacific Logging Congress and as 
part of the activities of the Congress, W. G. 
Tilton, forest engineer of the West Coast Lum- 
bermen’s Association and Pacific Northwest 
Loggers’ Association, who presided, pointed out 
that from the Pacific Logging Congress, formed 
as a medium for an annual meeting of the West- 
ern logging industry, has grown the need for 
regional logging conferences because each forest 
region, each “setting” in fact, has its own special 
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logging and conservation problems. He listed 
the reasons for the adverse market situation of 
the industry as follows: 1—Lower production 
and shipping costs in competitive regions. 2— 
Loss of export trade through the reciprocal 
trade policy. 3—The system of taxation on in- 
dustrial forest ownership. 4—The burden en- 
tailed by the tremendous fire hazard, increased 
by public use of forest land. “These are all 
major factors of high cost to forest owners and 
operators of this region,” concluded Mr. Til- 
ton. “All contribute to cost increases, directly 
or indirectly. They are holding back the de- 
velopment of the forest industry in the Wil- 
lamette Valley. Loggers do not call theirs a 
technological industry, but that is what it is to- 
day, and it is under the strongest kind of eco- 
nomic pressure to progress in technical im- 
provements. The industry must do this to sur- 
vive. We are here to develop more economical 
logging methods and to seek ways and means 
to reduce logging costs.” 


North Carolina SPA Office Moved 


NorFo_k, Va., Sept. 4.—The North Carolina 
pine branch of ‘the Southern Pine Association 
moved its office, Sept. 1, from Suffolk, Va., to 
Room 608 of the Western Union Building in 
this city. 





Service Bureau's Secretary Occupies 
Handsome Remodeled Office 


San Dieco, Cauir., Sept. 2—The Lumber- 
men’s Service Bureau of San Diego County, 
of which Orrie W. Hamilton is secretary-man- 
ager, has an exceptionally handsome suite of 
offices for its staff of five, and for committee 
and board meetings. In recent remodeling, at 
a cost of nearly $2,000, Mr. Hamilton sought 





In this pleasant and ap- 
propriate environment, 
demonstrating various 
wood products, Secre- 
tary-manager Orrie W. 
Hamilton, of the Lum- 
bermen's Service Bu- 
reau, San Diego, Calif., 
efficiently carries on the 
duties of his office. The 
picture shows some of 
the results of recent re- 
modeling, described in 
accompanying story 





not only beauty and comfort, but an at- 
mosphere in which any lumberman might take 
pride. 

In the main office the wainscoting is of ver- 
tical-grain redwood boards with “V” joints ap- 
plied horizontally, and, above, cottonwood 

“weatherwood,” a combination that enables him 
to conduct a meeting in a conversational tone 
when the large room is filled. Door and win- 
dow casings, book-case and wainscoat trim, and 
doors are of burl redwood. Just behind Mr. 
Hamilton’s desk is a sand-blasted panel show- 
ing two redwood trees. With age, this red- 
wood acquires a darker tone, and a sheen that 
enhances its beauty. 

The reception and adjoining rooms are fin- 
ished, with some variations, in similar material, 


and the estimators’ and cost-keepers’ room has 
plank insulation board above wainscot of Art- 
wood fir. 

In the library are volumes on tax and labor 
laws, with test decisions, indicating an impor- 
tant service rendered; also a copy of every bill 
introduced in the current session of the Cali- 


: 
s & ‘i 4 
3 


cs 





fornia Senate and Assembly, all of which are 
studied before passage. 

Mr. Hamilton managed branch yards and was 
a practicing architect before locating in San 
Diego. His experience in these lines has been 
of value in dealing with the sixty members of 
the bureau, involving lumber yards, sash and 
door factories, and building and supply dealers. 

The reputation of this bureau for compre- 
hensive coverage of its field is evidenced by re- 
cent visit of an authority on economics in one 
of the western colleges, to study the scope of 
its activities; also, a well-known lumberman 
who travels from coast to coast, states that it 
is one of the two best city and county service 
bureaus that have come under his observation. 





Se 


As: 
din 
mai 
rev 


Por 
mo’ 


size 
the 


7 
off 
of 1 

1 
val 

| 
can 
i ais 
mut 
req 

a 
Flo 
ing 
Lor 
Am 
the 
of § 
ae 
its | 
all | 
thu: 

T 
an 
opp 

fi 
or 1 
that 
erie 
tide 

It 
mill 
not 
age- 
and 


Ind 

T 
is te 
row 
low 
var) 
to r 
actic 


WM 
gree 
do 1 
they 
am 
gree 
dust 

= 
Bf 
fir ; 
com 
volu 
the 
orde 
V4 -i1 
gree 
the 


September 9, 1939 Amemcanfiimherman 67 


: Would Discontinue Shipping 
; Green Rail Sizes to the 
" Atlantic Coast 


all 

nd 

‘il- SEATTLE, WASH., Sept. 2.—Efforts by the West Coast Lumbermen’s 

tly Association to influence mills to discontinue the practice of shipping green 

le- dimension in rail sizes to the Atlantic Coast, Florida, and the Gulf 

il- markets are meeting with success, early returns from a questionnaire 

} a reveal. 

ot On Aug. 22 a meeting of intercoastal mills and wholesalers held in 

oe Portland, Ore., representing a large section of the intercoastal lumber 

=i movement, discussed green dimension, and a majority agreed that West 

cal Coast mills should quit accepting orders for this lumber dressed to rail 

ans sizes. A two-hour discussion brought out the following reasons against 
the practices : 

d Shipment of Green Rail Sizes Harms Industry 

. That usually such dimension has to be re-run from standard %-inch 

ina off stock; and usually the mill gets no higher price to return the cost 

20n of re-running. 

, 0 That freight saving of $1@$1.25 a thousand feet bears down a i. is 
values and lowers the market for dimension of standard %-inch dressing. 

That a great deal of such scant green dimension shrinks below Ameri- 
can Lumber Standard (rail) sizes by the time the lumber gets into use. 
It is thus subject to rejection under the New York and many other 
municipal building codes; also under FHA specifications—wherever size 
requirements are enforced. 
That scant green dimension gave Douglas fir its black eye in southern 

Florida; it will do the same in every other market where the prevail- 
ing framing lumber is southern pine. The FHA is already moving on 
Long Island to reject dimension lumber which is found below the 

has American Lumber Standard size at time of inspection: that is, when 

Art- the building is framed. One retail yard has reported FHA rejections 
of green Douglas fir dimension shipped at rail sizes. 

abor . There is danger that scant sizing will bring a crack-down by FHA on 

por- its 19 percent moisture content, which is in the printed requirements for 

bg all eastern and southern States, but has not yet been enforced. It may 


thus kill the East Coast market for green dimension. 

That grading rules and grade marks of southern pine dimension carry 
= a moisture content of 19 percent or less; and southern pine loses no 
opportunity to urge dry lumber upon building code and FHA inspectors. 

That whether shipping of dry lumber is forced upon West Coast mills 
or not, there is real danger of a meticulous checking of lumber sizes, 
that will not only throw out the scant dimension but bring plenty of 
grief on regular dressed stock. Just the sort of “technical inspection” 
tidewater mills have always opposed. 

It was generally agreed at the meeting that refusal by West Coast 
mills to take intercoastal orders for green dimension at rail sizes will 
not reduce volume of business, but will give the industry the same foot- 
age—in standard %4-inch off dressing—without cost of extra running, 
and without danger of losing market for green lumber. 


1 1 
Industry Would Not Suffer from Refusal to Ship Rail Sizes Green NO WARP! NO TWI ST! 


_ The discussion brought out that the present trend on the East Coast The above photograph illustrates conclu- 
is toward ordering more scant green dimension in low grades and nar- 
row widths. And that there is a considerable intercoastal movement of 





sively the straightness of Hines Ponderosa 


low grade accumulations at inland mills. These inland accumulations Pine after resawing. Try to do this with air- 
vary in size and dryness, but a considerable part is green lumber dressed dried lumber or lumber kiln-dried in the 
to rail sizes. Co-operation of the inland mills is necessary for effective ; . 
action toy tidewater’ tall. ordinary manner. The above photograph is 


an illustration of Hines scientific kiln drying 


Suggestion for Mill Action Supported by Wholesalers ot one Hine, Quique, lent, Thess heme 


Wholesalers who spoke were unanimous as to the bad effects of scant 


h are green dimension upon east coast markets, and think the industry would have been standing for three weeks and show 
do well to abolish such shipments. It is a manufacturers’ problem, but no indication of warp, twist, or other dis- 
1 was they will support a movement in this direction. The Portland meeting by : 
San a majority agree that intercoastal orders for rail sizes in all grades of tortsons. 
been green dimension should be declined, but, if this is not attainable, the in- 


¢ dustry should at least refuse such orders for Nos. 1 and 2 dimension 
{ ; : . s 
‘oye! . by» tags ge sent to manufacturers and wholesalers by Col. W. EDWARD 
. Greeley asks for data on approximate volume of green dimension, LUMBER co 





~alers. fir and hemlock, in all dressings shipped in 1938. It also asks each 
a. a gocusnagy if mills representing at least 80 percent of the total 
z volume of green dimension marketed intercoastally do likewise, would HIN 
n one the company decline to accept, after Oct. 1, 1939, any intercoastal ta. GION St. CHICAQO, IL. 
ype of rie’ ~ aber dimension dressed to smaller sizes than the standard OFFICES IN PRINCIPAL CITIES 
erman %-inch off surfacing. The same question is also asked with regard to 
hat it green dimension of No. 2 or better grades. Any suggestions to protect ALL VARIETIES OF QUALITY LUMBER 
ervice the intercoastal market would be welcomed, says Col. Greeley. 





vation. 
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Montana 


The history, resources, and de- 
velopment of Montana were com- 
prehensively covered by word and 
picture in the fiftieth anniversary 
edition of the Butte Standard, 
dated July 4. 

In this great State, with 146,- 
997 square miles of territory and, 
at the time of the 1930 census, 
only 537,700 population, natural 
resources are many and _ varied, 
with agriculture first and metal 
mining second in importance. 

Although lumbering is confined 
to the western part of the State, 
that industry has contributed an 
important part in its development, 
and ranks well up in the list of 
resources. 

The largest lumber manufactur- 
ing operation in Montana is that 
of the Anaconda Copper Mining 
Co., with sawmill plant at Bon- 
ner, four miles east of Missoula. 
This big modern 3-band mill, with 
an annval capacity of about 135 
million feet, was built in 1919 fol- 
lowing the destruction of the older 
plant at the same site by fire. The 
original plant at Bonner was built 
by the late A. B. Hammond, one 
of the veteran lumbermen of the 
West, who later moved to Califor- 
nia, where he was the head of the 
Hammond Lumber Co. The Ana- 
conda Copper Mining Co. acquired 
the Hammond plant at Bonner and 
huge forests of Ponderosa pine, fir 
and larch timber. 

W. C. Lubrecht, general man- 
ager of the lumber department of 
the Anaconda Copper Mining Co., 
at Bonner,. contributed an inter- 
esting article on the history and 
scope of Montana’s lumber indus- 
try. 

Among many other interesting 
statements made in Mr. Lubrecht’s 
article, he says, “In a study made 
by the National Resources Com- 


mittee and published in 1938, the 
hypothetical future lumber produc- 
tion for Montana is set at 300 mil- 
lion board feet annually, and, for 
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annually. 





Section of log train coming into plant of Anaconda Copper Mining Co. at 


Bonner, Mont. 





A carload (22,000 feet) of fir and larch leaving plant of Anaconda Copper 
Mining Co. on an Indian Service truck 


production of lumber and other 
products, at 420 million board feet 
The calculations of the 
expected life of the forests of the is 135 years, but other factors, 
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Lumber Finds Ready Sale 


State, on assuming this production 
and that full amount of timber 
heretofore indicated is available, 


such as destruction of timber 
by fire, insects, etc., and annual 
growth, together with the fact that 
probably one-half of the timber 
estimate will not be commercially 
available for a long period of years 
would, of course, have a very defi- 
nite influence upon what might be 
expected in the way of making the 
lumber industry permanent in this 
State.” 

About 35 percent of the cut of 
the Bonner plant is consumed by 
the parent company in its mining 
and smelting operations. The saw- 
mill operations are gauged some- 
what in respect to the activities 
of the mining operation. In 1937 
the plant produced 105 million 
feet, dropped to 68% million in 
1938, with prospects that 1939 cut 
will approximate 85 million. 

About 40 percent of the com- 
pany’s lumber production is fir and 
larch, and a large portion of this 
finds a ready market in the State. 
With the advent of good high- 
ways, considerable lumber is trans- 
ported by truck. The accompany- 
ing cut shows a truckload of Ana- 
conda Copper Co.’s fir and larch 
lumber totaling 22,000 feet, which 
is equal to a railroad carload. 
This lumber is hauled 60 miles to 
Dickson, Mont., and the native In- 
dian truck driver says he averages 
about 40 miles an hour with this 
huge load. 

H. F. Root is sales manager for 
the Bonner plant. Its products 
are distributed over a wide terri- 
tory from Missoula to New Eng- 
land. Most of the pine stock pro- 
duced by the company is purchased 
by the White Pine Sash Co. of 
Missoula. 





Boy Woodworkers’ Success 
Leads to Scholarship in 
Women's College 


The fruits of labor, mixed with one literary 
plum, gave four McNabb (lIll.) youths a men- 
tal stomach ache. The inexorable chain of cir- 
cumstances that led to the inescapable dilemma 
began last spring, when strangely enough, Don- 
ald Loesch, 16 years old; Vernon Johnson, 20; 
Kenneth Grasser, 16; and Wilbur Johnson, 13, 
extricated themselves from the marshes of un- 
employment. They succeeded only too well. 

Their first venture was a shop behind the 
Johnson home, designed to turn out lawn 
chairs. Thirty-nine of these items were imme- 
diately manufactured and sold for $2 apiece. 
With the profits from the chairs the McNabb 
Woodworkers went into the poultry business, 
first purchasing 300 barred-rock baby chicks 
and then buying 21 ducks. About this time 
they had trouble getting the right kind of lum- 
ber for their chair manufacturing business so 
they began buying old furniture. Finding that 
some of the lumber thus obtained was not suit- 
able to the manufacture of chairs, they 
fashioned sewing tables for the local matrons. 

It was at this stage of affluence that the lit- 
erary bug bit them, and hearing that the Na- 
tional Youth Administration was sponsoring an 
essay contest on how jobs were created, the 


boys submitted their own story and won the 
first prize in the Rockford district. Adding the 
$300, the Bible, and the 48 pairs of socks won 
in the contest to their 300 chickens, 21 ducks 
and some chairs and an old bedstead picked up 
at an auction, the boys found they could af- 
ford power equipment for their shop, and they 
decided also to enter the hoghouse building 
business. 

But Dame Fortune who had been smiling at 
them, now laughed out loud. Their essay, com- 
pletely out of their control, went on to the 
State Contest and won sixth place. The four 
boys are now employed with the problem of de- 
termining the value of their latest acquisition: 
One four-year scholarship to the Rockford Col- 
lege for Women. 


Old-Growth Fir Stock Door 
Standard Amended 


WasHInNcToN, D. C., Sept. 5.—Signed accept- 
ances have been received of an amendment in 
Old Growth Douglas Fir Standard Stock Doors, 
Commercial Standard CS73-38 recommended 
under date of May 18, it is announced by the 
Division of Trade Standards, which adds that 
this amendment may be considered effective 
from Sept. 29. The last sentence of paragraph 
22, covering Grade C, is amended to read: 
“Glued-up stiles and rails are permissible.” 





Firm's New Plant to Be Ready 
for Occupancy Next Month 


Tarporo, N. C., Sept. 4.—According to C. 
Moore of the Henderson Lumber Co. (Inc.), 
here, the company’s new office, store, warehouse 
and drying shed will be completed by Oct. 15. 
This building program combines the company’s 
manufacturing and retail operations. The Hen- 
derson company manufactures kiln dried North 
Carolina pine flooring, ceiling, finish and mould- 
ings, shingles and lath, in addition to operating 
its retail outlet which was acquired two years 
ago from the Tarboro Builders Supply Co. 

Mr. Moore reports that his company has 
been particularly active in the building field since 
the first of the year having completed fifteen 
houses and having a half dozen under construc- 
tion. The company builds the home complete 
and, with a full line of building materials and 
its own construction force, is in a position to 
handle any building project. The homes built 
this year by the Henderson Lumber Co. (Inc.), 
have averaged approximately $3,700. Homes 
now being built are in the $5,000 to $8,500 
field. The company had not engaged in the re- 
tail business with the exception of rough lumber 
sales, until the Tarboro company was purchased 
two years ago. 





Ir 1s Not what a nation has; it is how it is 
used that matters. 





Se 


ing 
for 
rat- 
is e 
ing 
sior 
hon 


to 

the 
con 
yea 


per 
to | 


apa 
fan 


mot! 
is s 
the 
of 
fig 
r 


ratl 


a t 


apo 
146 


1939 


eC 


ction 
nber 
able, 
tors, 
mber 
nual 

that 
mber 
ially 
years 
defi- 
it be 
x the 

this 


it of 
d by 
ining 
saw- 
ome- 
vities 
1937 
illion 
min 
9 cut 


com- 
r and 
this 
State. 
high- 
rans- 
pany - 
Ana- 
larch 
vhich 
‘load. 
es to 
e In- 
rages 
| this 


r for 
ducts 
terri- 
Eng- 

- pro- 
hased 
o. of 


ady 
th 


oC. 
Inc.), 
house 
*. 25. 
Jany’s 
Hen- 
North 
10uld- 
rating 
years 


y has 
| since 
ifteen 
struc- 
nplete 
s and 
ion to 
; built 
Inc. ), 
Jomes 
$3,500 
he re- 
umber 
*hased 


y it is 





September 9, 1939 


Amemcanfiumherman 


Hammers Ring Out As City Heads 
Toward Record Building Year 


MINNEAPOLIS, Sept. 5—Hammers are pound- 
ing out a tune that Minneapolis hasn’t heard 
for ten years. And it’s a welcome tune. The 
rat-a-tat of those hammers on nails and wood 
is echoing a stupendous increase in home build- 
ing expected to bring 1939 back to pre-depres- 
sion figures in erection of new Minneapolis 
homes. 

With nearly four months of this year still 
to go, Minneapolis already has approximated 
the entire 1938 total, and if the present rate is 
continued appears destined to exceed every 
yearly total since 1928. 

Through Aug. 23 of this year 706 dwelling 
permits had been issued, for buildings destined 
to house 1,063 families at a cost of $4,853,615. 

In the entire year of 1938, 896 dwelling and 
apartment permits were issued, to house 1,020 
families at a cost of $4,408,820. 

These figures show that in less than eight 
months of 1939 the number of building permits 
is slightly behind the 12-months 1938 total, but 
the number of housing units and the amount 
of money to be spent already exceeds these 
figures for all of 1938. 

And the rapid increase in home building, 
rather than reflecting a sudden spurt, fits into 
a trend that has shown a decided rise in each 
of the last few years. 

The all-time low in erection of new Minne- 
apolis homes was reached in 1934, when only 
146 dwellings were erected to house 150 families 
at a cost of only $542,800. 

These figures represent the entire 12 months 
of 1934. For contrast, here are the figures for 
the month of May, 1939: 141 dwelling permits 
were issued to house 158 families at a cost 
of $789,000 in that month alone. 

May was only one of five 1939 months which 
exceeded the entire 1934 yearly total, and at 
that, May was not the heaviest home-building 
month of this year. To April went that honor, 
when 103 permits for dwellings with 334 hous- 
ing units, costing $1,327,225 were issued. 

An interesting sidelight in the rush to erect 
long-dreamed-of homes is this: 

Figuring from the total cost of 77 homes for 
which permits were applied in the first 23 days 
of August, the average home being built in 
Minneapolis costs $5,170.83. 

Another interesting fact is provided by the 
city’s marriage license figures. In many of the 
depression years they did not decline heavily, 
indicating the “doubling up” practice in which 
newly wed couples lived with parents. But 
this fact stands out: 

The city’s marriage license figures show 
roughly 5,000 applications are filed yearly. But 
the greatest drop in these figures was recorded 
in 1931, 1932 and 1938—the three years preced- 
ing the all-time low in new housing, when an 
average of 3,500 licenses were applied for each 
year. 

The 1939 figures are about normal, with 2,400 
licenses applied for in the first half of the year. 

So Dan Cupid is still toting his bow and 
arrow—but he has added hammer and nails to 
his kit to bind his willing victims together. 

Here is a year-by-year picture showing home 
building figures in Minneapolis since 1928: 


Dwelling Permits 


Year (Including apartments) Cost 

TOE cs naieewoetn fe rere $8,377,920 
SOE Wks wc A eeKe Se ee 8,187,055 
BO odie occ ecn 2 _, ee 4,945,205 
WUE oi8isParats- 2603s oe 4,916,625 
PE GX Ge wisicmes 5 ee ae eee 1,664,510 
ees: ee 1,094,030 
EGE Ree cee eee 542,800 
DEE Sa htt oes os to 1, 801,930 
RD: e0sr5 were escidte ee 2,511,950 
PU canes og ee BOa se calooee o 5s 2,890,265 


LIS xaviniles diese? RIS Te oles Ronco 4,408,820 


From the 1934 low, the rise has been con- 
sistent, with the gain in momentum shown in 
the first seven months and 23 days of 1939 rep- 
resenting a still further increase in the home- 
building advance. 

The increase in home building does not stand 
alone, but is accompanied by a corresponding 
increase in all kinds of property building and 
work covering alterations, additions and repairs, 
as shown in figures at the city building inspec- 
tor’s office. 


From many sources come predictions that 
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home building will continue its upward trend. 

Daniel J. Fouquette, state director of the 
Federal Housing Administration, said last 
month will show a sizable increase over the 
1938 August total of $1,582,425 in FHA appli- 
cations, and that he looks for 1940 to be “the 
biggest year yet.” 

S. M. Waters, of Minneapolis, president of 
the Mortgage Bankers Association of America, 
said that hand-in-hand with the increase in new 
homes is the fact that better homes are being 
built, in better locations, adding to their value 
as well as to their numbers. 

That is why hammers are ringing out a wel- 
come tune not heard in Minneapolis for ten 
years. 

For the tune means realization of dreams to 
hundreds of families—and adds millions of dol- 
lars to the valuation of Minneapolis. 
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From the cost angle, New Improved 
LIGNASAN is a more economical 
and effective anti-stain chemical. To 
begin with, it contains one of the 
most powerful fungicides known, 
ethyl mercury phosphate—a specific 
against sap-stain fungi. 


In the mixing tank only one pound 
of New Improved LIGNASAN 
makes 50 gallons of dipping solu- 
tion. That’s why New Improved 
LIGNASAN solution costs less per 
gallon. 


New Improved LIGNASAN mixes 
quickly with hot or cold water. 
Mixed species are dipped in the 
same solution. 


New Improved LIGNASAN pro- 
tects lumber longer—even under 
adverse seasoning conditions—that’s 
why it is more effective. 


All of this adds up to bright lum- 
ber at a low cost with New Im- 
proved LIGNASAN. 


|. DU PONT DE NEMOURS & COMPANY, Inc. 


GRASSELLI CHEMICALS DEPARTMENT 


Wilmington, Delaware 
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GARAGES, DOORS, HARDWARE, ROOFING 


(Continued from Page 42) 
Welcome Chance to Buy on Payments 


We suggested that few if any people 
move into a new home without certain 
expenditures for new drapes, curtains, 
rugs, and a few new pieces of furniture, 





It's a real trick to op- 
erate the dilapidated 
doors on this garage— 
but they are not much 
worse than those on 25 
percent of residential 
garages 





and that often these purchases are made 
on installments. It is probable that 
these payments extend from a year to 
eighteen months. The dealer agreed that 
in his town that was probably true. We 
then suggested that since the owner was 
in the habit of making regular monthly 


payments for furnishings, he be con- 
tacted from twelve to eighteen months 
after he occupies his new home, and 
urged to build a garage. The idea ap- 


pealed to the dealer and he agreed to try 
it out. 
At that point a local automobile sales- 





man entered, and the AMERICAN LuMm- 
BERMAN representative suggested that 
perhaps he was more interested in seeing 
automobiles depreciate rapidly than in 
having them kept well. 

“Quite the contrary,” said the auto- 
mobile man. “Most people buy a new 


car at regular intervals because of accu- 
mulated mileage or antedated styling. 
Selling them a new car is not much of a 
job, and is only half of the deal as far 
as we are concerned. We still have to 
sell the old car we took in trade, and 
the better that car has been kept the 
easier it is for us to sell it to our used- 
car customers. I am right with you on 
any move that will keep more cars in 
good, tight garages. A good many of 
them are left to stand outside the year 
around in this town, and there is a need 
for two or three hundred garages.” 
Wisconsin Dells, Wis., is a town in 
which practically every home with an 
automobile has a garage. With the ex- 
ception of a few new homes going up 
from time to time there is no market for 
new garages. Like practically every 
town, however, many of the structures 
serving as garages need repairs. C. R. 
Storandt, manager of the Hansen-Snider 
Lumber Company’s yard in the town has 
worked out some effective ways of stim- 
ulating this repair business, the most in- 
teresting one being his method of selling 
overhead garage door hardware. 
Across the street from the office is a 
storage shed. Formerly, the entrance 
was through a pair of old-fashioned swing 
doors. Mr. Storandt took these off the 
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THE LONG RUN... 


Now thatoverhead doors have “arrived” 
the field is flooded with mechanical 
makeshifts and cut price propositions. 
But builders who look beyond the 
present and into the future, favor ‘‘Over- 
the-Top” door equipment... not alone 
for its amazingly simple, easy to install 
construction, but as well for its long 
trouble-free life of service. If you are 


not familiar with this radically different Frentz’s patented “Over- 
je ‘ the-Top”’ equipment starts, 
equipment get acquainted at once. raises a 


FRANTZ MANUFACTURING CO., Sterling, i. 7222/2 ,, without belb 


‘ TOP” 
Cyn 
1 DOOR EQUIPMENT 





THE Cheapest me IN by | 


stops door auto- 





"Windows to be hung with 
Samson Spot Cord; size 
of cord and size of pul- 


leys to agree with manu- 
facturer's list...." 
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hinges, fastened them together as one 
unit, and equipped the unit with some 
overhead garage door hardware. He was 
careful to leave the old hinge marks 
showing plainly, and to use a simple, 
rough supporting structure for the hard- 
ware on the inside. Thus, he is able to 
demonstrate how inexpensively he can 
provide overhead action in those cases 
where it is impossible to sell new doors 
as well as the hardware. As a conse- 
quence his sales of independent overhead 
garage door hardware sets as well as 
completely equipped new doors are large. 


Owners Can Install New Hardware 


“Whenever I can get a man to talk 
garage repairs,’ said Mr. Storandt, “I 
find an excuse to take him across the 
street. Usually I take him over to show 
him some garage sash. Instead of turn- 
ing on the light when I get in the shed I 
open the door, calling attention to the 
ease with which it operates, and how 
simple it is to install the operating hard- 
ware. I show folk how easy it is to keep 
the door locked when they are out with 
the car, and how they can run the car to 
within two inches of the door, and still 
operate it easily. The installation is 
crude, because the people to whom I can 
sell only overhead hardware for their old 
doors see that they can install it them- 
selves. There are lots of old garages 
that have openings just like we had 
that can be fixed up just as we fixed this 
crude demonstration.” 

In 1936 a survey of the building field 
was made in Gary, Ind., and showed that 
there were 7,600 residences in the city of 
101,000 people without garages. The 
lumber and building material dealers im- 
mediately got busy on campaigns to sell 
garages where they were needed with the 
result that in 1937 and 1938 421 were 
built in the city. During the first six 
months of 1939, there were 26 garages 
built along with new houses, and 62 
erected separately. 

It is estimated that there are 22,000 
automobiles owned by Gary residents 
and 5,400 trucks—total, 27,400. With 
26,187 residential units in Gary, it is 
quickly seen that there is need for 1,213 
additional garage stalls to accommodate 
these cars and trucks. 





State Provides for Training 


in Skilled Trades 


RALEIGH, N. C., Sept. 4.—Machinery has 
been set up and is already in motion with a 
view to giving thousands of young North Caro- 
linians opportunity to learn skilled trades through 
a State apprenticeship system. The State ap- 
prenticeship council will appoint local commit- 
tees in trades where training needs justify such 
procedure. The primary purpose of the system 
is to make the oncoming generation of skilled 
workers completely and thoroughly competent in 
every part of their trade; to make sure they 
secure practical experience on the job and the 
theoretical knowledge associated with it as well. 
A similar plan in every State, it is felt, would 
go far toward keeping skilled craftsmen, such 
as carpenters, bricklayers etc., in sufficient num- 
ber to handle all building conditions and assure 
individuals of a trade and livelihood. 
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| T<" WAGNE 





Take full advantage of today’s 
garage door profit opportunity 


with Wagner equipment. 
line gives you modernized over- 
head doors to meet every price 
desire. Profits are waiting—and 
owner satisfaction assured with 


the Wagner line. 





A top quality sectional 
overhead door for pri- 
vate or commercial 
garages. Simple instal- 
lation. Smooth, easy 
operation. Weather- 
tight. Counter balanced 
by torsion spring. Fur- 
nished complete with 4- 
section 134” door and 
hardware. 





A moderately priced, 
modern sectional over- 
head. Counter balanced 
by tension = spring 
Smooth, easy operation 
and weather-tight clos- 
ing appeals to home 
owners. 3 or 4 134” sec- 
tion door furnished with 
hardware. 








NPN ON ne 


Converts old doors into 
modern overhead type. 
Hardware adjustable to 
fit all openings. Counter 
balanced by weight box. 
A low priced door in 
wide demand. 








sz GARAGE DOORS 


A MODEL AND PRICE 
TO SUIT EVERY NEED! 


WAGNER WAGNER WAGNER 
“ GLIDEOVER” ‘“ ROLLEZY”’ ““ CANOPY” 


GET OUR DEALERS proposition, THEN GO AFTER THE DOOR BUSINESS IN YOUR COMMUNITY! 


WAGNER MFG. CO., Dept. A.L. CEDAR FALLS, IOWA. 
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Can be installed in 
less than half a day! 


= 

Pre-fitted for 

8'x 7' openings! 
@ Make money with the Craw- 
Fir-Dor, the only volume-priced 
overhead-type garage door that 
comes equipped with a lock at 
no extra cost. Door is durable 
Douglas Fir, pre-fitted and 
primed at mill. Hardware is 
sturdy and dependable. Two de- 
signs (new 16-panel sash design 
now available at slight addi- 
tional cost.) Any carpenter can 
install a Craw-Fir-Dor alone. If 
your lumber dealer can’t supply 
you, write Fir Door Institute, 
Tacoma, Wash. or Crawford 
Door Co., Detroit, Mich. 








FOOLPROOF OPERATION 


Craw: GirDok 





SELF ENERGIZING * ONE PIECE * OVERHEAD TYPE 
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DAMS-EDGAR 


Lumber Co.—— 
YELLOW PINE 


Finish, Packaged Trim, 
Mouldings and Yard Items 
Grade-Marked 


HARDWOODS 


Poplar, Gum, Beech and Oak 
Kiln-Dried 





Write us about your needs 
Order a Mixed Car Today 


The Adams-Edgar Lumber Co. 
MORTON, MISS. 




















Ask Your Wholesaler 
for “ALGER” BRAND 
LONG LEAF SHED & YARD STOCK 
MOULDINGS, LATH, SHINGLES. 


The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 














Seek to Stabilize Motor Carrier 
Rates 


Newark, N. J., Sept. 5—A move to effect 
motor carrier rate stabilization in the shipment 
of lumber and other commodities in northern 
New Jersey and New York City, through 
formation of a joint permanent organization of 
motor carriers and shippers, was launched here 
recently at a meeting called by the Middle At- 
lantic Shippers’ Motor Carrier Committee, 
headed by C. J. Fagg, traffic manager of the 
Newark Chamber of Commerce. Proposed ar- 
ticles of agreement call for appointment of nine 
joint committees, including a committee on lum- 
ber, building and roofing material. The com- 
mittees would consist of six members; three 
shippers’ representatives and three carriers’ rep- 
resentatives. 

The transportation of goods by motor com- 
mon carriers is regulated pursuant to the Motor 
Carrier Act of 1935, which, among other things, 
requires common carriers to file their schedule 
of rates and charges as well as rules applicable 
thereto. 





BUILDING permits for the first seven months 
of 1939 in 58 Canadian cities totalled $33,647,- 
625, an increase of 4.9 percent over the corre- 
sponding period of 1938. 
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Wonderland Building Has Pine Panels 


PorTLAND, OreE., Sept. 2.—At both world 
fairs this year, huge murals form one of the 
outstanding decorative features of numerous 
buildings. Usually colorful and modernistic, 
they never fail to attract the attention of sight- 
seers. One of the most unusual of all the panel 
murals is the one carved from large pieces of 
sugar pine and mounted at the entrance to the 
Shasta-Cascade Wonderland Building at San 
Francisco’s Golden Gate Exposition on Treas- 
ure Island. 

The symbolic figure in the large central panel 
is bordered on each side with four smaller 
panels, each representing the principal resources 
of the northern California and southern Oregon 
country. The beauty of the whole entrance-way 
decoration lies in the simplicity-of the design 
and the wood carver’s splendid execution. 
Sugar pine was selected for these panels not 
only because it is found in the forests of the 
Shasta-Cascade Wonderland, but especially for 
its soft, uniform texture, which is readily avail- 
able in wide, thick sizes and clear stock. It is 
one of the western pines, which are so popular 
for wood carving. 

It has been said that the Shasta-Cascade 
Wonderland Building is the most outstanding 
example of the varied uses of Ponderosa Pine 
ever assembled under one roof. Inside is a 
theater with beautiful paneled walls of knotty 
Ponderosa pine and an interesting exhibit con- 
structed jointly by the Western Wooden Box 
Campaign Committee and the Wooden Box 
Institute. This latter display is of a realistic 
camp scene showing the excellent protection 
afforded supplies shipped in wooden boxes and 
their utility and usefulness around a camp or 
cabin. 

In an open court within the exhibit area 


is a campfire circle seating 500 people, known 
as the Wonderland Court. Bordering this 
court stand beautiful solid pine log columns, 
which are surmounted with interesting carved 
figures. There is also an arboretum of nearly 
400 different trees and shrubs indigenous to 
California and Oregon. 





Panels of sugar pine are carved with symbolic 
figures representing resources of Shasta-Cascade 
Wonderland, at entrance to Golden Gate building 


Shows Much in Little at New York 


The millions of persons visiting the World’s 
Fair in New York are fascinated by the minia- 
ture reproductions of two colonial living rooms 
in the Tennessee Building. Sponsored by the 
lumber industries of Tennessee, the exhibit is 
of especial interest to architects and builders 





of scale models of homes or other buildings. 

The story behind the showing of these minia- 
ture interiors began three months ago when 
Ralph E. Hill of the National Oak Flooring 
Manufacturers Association was advised by the 
State of Tennessee that it had a space three 





The two miniature living rooms exhibited in the Tennessee building at the New York fair are sponsored 
by the lumber industry of the State 
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feet square and 15 inches deep which could 
be utilized as a lumber exhibit. At first Mr. 
Hill and his associates were doubtful about 
trying to display lumber in such a tiny space. 
Then, they thought of E. Gary Hammond, a 
designer and builder of models and an archi- 
tect with FHA in Memphis, and learned that 
he would be able to execute something which 
would be attractive for such a limited space 
and serve admirably to show off lumber prod- 
ucts. Mr. Hammond’s creation is shown in 
the accompanying photograph of the miniature 
rooms which were placed one above the other 
due to lack of more space. The models are 
on a scale of an inch to a foot, and over 400 
hours were spent in making and assembling 
the two layouts which consist of more than 500 
pieces of lumber. 

The floor in the upper room is of quarter- 
sawn white oak plank, laid at random and 
pegged, and red oak plank was laid formally 
in the lower miniature. Walls of the upper 
interior combine vertical and horizontal panel- 
ing. in pecan, while the model below it has 
quarter-sawn red gum with horizontal and ver- 
tical paneling. All of the flooring and panel- 
ing were made to exact scale by Mr. Hammond 
as were the furnishings. The windows are real 
glass with divisions of cardboard. 

The Windsor chair and table involved the 
use of toothpicks, throat swabs from a physi- 
cian’s office, and Venetian blind stock. A fire- 
pot hanging from the crane was turned out of 
wood, as were the vases and bric-a-brac. 





Giant Sequoia Shown in Large 
Carving at Fair 


SAN Francisco, CAuir., Sept. 2.—On exhibit 
in the Federal building at the Golden Gate In- 
ternational Exposition is the world’s largest 
wood carving of one of the world’s largest trees, 
the giant sequoia General Grant, which several 
years ago was named, “the Nation’s Christmas 
tree.” 

The carving, by Victor Kerney, California 
sculptor, took six years for completion. It was 
made from a slab of sequoia wood eleven feet 
high, four feet wide and two feet thick. The 
replica of the tree is six feet ten inches high 
and eleven inches thick. 

General Grant tree, growing in the General 
Grant National Park near Fresno, Calif., stands 
267 feet with a maximum diameter of 40.3 feet. 
a a height of 200 feet, the diameter is twelve 

eet. 





Loadings of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows that 
revenue freight for the two weeks ended Aug. 
26, totaled 1,362,828 cars, as follows: Forest 
products, 63,324 cars (an increase of 169 cars 
above the amount for the two weeks ended 
Aug. 12); grain, 87,569 cars; livestock, 25,627 
cars; ore, 97,747 cars; coke, 13,781 cars; coal, 
242,585 cars; merchandise, 307,543 cars, and 
miscellaneous, 524,652 cars. The total load- 
ings for the two weeks ended Aug. 26 show 
an increase of 36,495 cars above the amount 
for the two weeks ended Aug. 12. 





Suspends Logging When Crea- 
tion of Park Bottles Timber 


SHELTON, WaAsH., Sept. 2.—Operations of 
the Phoenix Logging Co. on Hood Canal, and 
in the Lake Cushman area, near here, were 
suspended permanently recently, bringing to a 
close forty years of active logging by the com- 
pany in that district. In announcing the clos- 
ing, President A. E. Hiller of the Phoenix 
ar ag Be creation of the Olympic National 
Park, ttling up a 40-year supply of mer- 
chantable timber, contributed heavily to the 
company’s suspension of operations. The Phoe- 
mx. company cut and sold approximately one 
and a half billion feet of timber in its forty 
years of operation. 
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ESSCO stands for Exchange Sawmills Sales Com- 
pany; also it stands for choice lumber and lumber prod- 
ucts of uncommon quality; and it stands for better 
buildings for builders, better sales and profits for dealers. 
With a 60-year record of service in the lumber industry, 
ESSCO will keep on supplying Precision Lumber for 
years and years to come. There’s an ESSCO product 
for every lumber need. Write us today. 


ESSCO Southern Pine ESSCO Southern Hardwoods 
ESSCO Ponderosa Pine ESSCO West Coast Woods 
ESSCO Oak Flooring 





EXCHANGE SAWMILLS SALEs Co. 
1111 R. A. Long Building, KANSAS CITY, MO. 
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Dealers, Builders, Owners-- ALL LIKE 
Bradley-Miller Frames 


These frames are preferred because they are BETTER 
Made of Genuine White Pine, manufactured with 
scrupulous care, their quality STAYS through a life- 
time of satisfactory service. Weather-tight and wear- 
resisting, their freedom from warping, swelling and 
splitting make them the favorites of careful buyers. 
We also make Ponderosa Pine Frames of same manu- 
facture and grade as the Genuine White Pine. Let us 
quote. Write today. 








BAY CITY, MICHIGAN 





BASSWOOD 


All grades—all thicknesses, kiln dried 
or Air Dried. Small or large orders 
solicited. 


Cotton HANLON 


ODESSA , NY. 











WE WHOLESALE WESTERN WOODS 


In addition to the Northern Appalachian Hard 
and Soft Woods that we manufacture, together 
with Yellow Pine, we also represent some of the 
best mills selling Fir, Western Hemlock and 
Western Pine. 


Let us quote. 

















AND BIRCH 
FLOORING 


Our new flooring plant is equipped 
with the most improved type machines. 
You'll appreciate the better manufacture 
and superior quality of WELLS Flooring. 
Try a car now at low prices. 


IWWELLAS 


LUMBER COMPANY 
MA 


™mVRFAOTYVYRERS 


MENOMINEE MICHIGAN. 


WHITE PINE (te 


California White 











Also and Sugar Pine 
Fir Wallboard $743" 2", products 


William Schuette Company 


New York 
Office—4i East 42d St. 


COLONIAL CEDAR COMPANY 


2501 Northlake Ave., Seattle, Wash. 


ia SHAKES 


Cedar 
“Totem,” Hand-Split -- “Fitite,” Processed 


PITTSBURGH, PA. 
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Among the Lumbermen’s Clubs 


Club Holds Its Election 


DarRiEN, Wis., Sept. 5.—Jerome Baker, 
Whitewater Lumber Co., Whitewater, was re- 
elected president, and Lisle Gray, Barker Lum- 
ber Co., Darien, was re-named secretary, at the 
annual meeting of the Walworth County Lum- 
bermen’s Club held here. Forty-five members 
attended the annual meeting and “ladies’ night.” 
Speakers included Ben F. Springer, past presi- 
dent of the Wisconsin Retail Lumbermen’s As- 
sociation and executive secretary of the Mil- 
waukee Retail Lumbermen’s Club, and H. P. 
McDermott, manager of the state association’s 
mortgage department. 





Mountain States Area Dealers 
Enjoy Day of Golf 


DENVER, CoLo., Sept. 4.—The second annual 
golf tournament of retail and wholesale lum- 
bermen of the Mountain States area was held 
at the Wellshire Country Club, here, Aug. 25. 
Eighteen holes of golf were on the program 
followed by a dinner in the club house. After 
the banquet, prizes were awarded these win- 
ners: 

R. B. Audiss, American Lumber Co., Denver; 
Ben Enggas, Certain-teed Products Corp., 
Denver; Bill Friedman, Adams City (Colo.) 
Lumber Co.; M. C. Click and Willard Geddes, 
Geddes & Aldom, Inc., Denver; A. H. Kitto, 
Colorado Fuel & Iron, Denver; George Star- 
buck, Hendrie & Bolthoff, Denver; Wes Ac- 
cola. Beach Lumber Co., Edgewater, and W. 
Mawson of the Mawson-Bradfield Lumber Co., 
Denver. ° 


Bob Ellwanger of Henshaw-Ellwanger-Mc- 


Caddon, Inc., Denver, was in complete charge 
of the meeting. 





Dealers Enjoy Golf Tourney 


AntiocH, ILi., Sept. 4.—The 26th semi-an- 
nual fall golf tournament for building material, 
coal and lumber dealers of this area was held 
at the Chain O’ Lakes Country Club, here, 
Aug. 24. Luncheon and dinner were served 
in the club house. 

The winners and their scores were as fol- 
lows: Chic Olsen, Chicago, 77; E. Mauer- 
mann, Chicago, 79, and Art Franke, Cary, IIl., 
84. Blind bogey winners were: F. J. Douglas, 
Norman Lewis, Jr.. Harry Timm, J. Kilbane 
and Jim Weggenton. 


St. Louis Lumbermen Play Golf 


Sr. Louts, Mo., Sept. 4—The St. Louis Lum- 
bermen’s Golf Association, sponsored by the 
Wood Products Institute of Greater St. Louis, 
held its 23rd annual tournament, Aug. 22, at 
Norwood Hills Country Club. The play was 
indulged in by 135 lumbermen and their friends. 
Trophies and prizes were awarded following 
the evening banquet. 

Officers elected for the coming year were: 

President—Al T. Smith, Granite City, Tl. 

Vice president—L. B. Oeth, St. Louis. 

Secretary—Frank J. More, St. Louis. 








High Hopes Held for Reviving 
Baltimore Hoo-Hoo 


Battrmore, Mp., Sept. 4—A meeting was 
held here the evening of Aug. 31 by a commit- 
tee appointed by the Baltimore Lumber Ex- 
change to discuss the reviving of the Hoo-Hoo 
organization. A preliminary re-organization of 
the local Hoo-Hoo unit was effected with John 
Bosley being chosen Snark, Jack Waters, vice 
president, and Robert MacLea,  secretary- 
treasurer. an 

It was decided that a number of applications 
would be mailed to lumbermen, who might like 
to join at a concatenation planned for Sept. 27 
at the Merchants’ Club. Full initiation cere- 


monies will be used at that time. The re- 
vamped club will attempt to promote the busi- 
ness interests of the members as well as offer 
them a social life, whereas in former years it 
was purely social. At the Sept. 27 meeting, 
it is expected that members of the Washington 
Club will be present in considerable number. 





"Gotta Get in the Winter Coal!" 


MILWAUKEE, Wis., Sept. 5.—“We hate to 
have to wind up the happy golf season, but we 
gotta do it and get the coal in the cellar for 
next winter.” 

In such breezy fashion the Milwaukee Hoo- 
Hoo Club announces its Golf Finale to take 
place Tuesday, Sept. 12, at the Merrill Hills 
Country Club, three miles west of Waukesha, on 
Highway 59. 





Announce Plans for "Parson Simpkin" 
Reunion and Campfire 


San Francisco, CAuir., Sept. 5.—The ninth 
annual reunion of lumbermen at the Parson 
Peter A. Simpkin Sequoia Memorial in Cala- 
veras State Park will be held on Sunday, Oct. 
1, at 2 p. m., according to Charles G. Bird, gen- 
eral chairman, recently appointed by the Parson 
Simpkin Memorial Association. Central Val- 
ley Hoo-Hoo Club No. 62 of Stockton, is spon- 
soring the gathering this year. 

Dr. Tully Knowles, President of the College 
of the Pacific, Stockton, will be speaker of 
the day, and special vocal and instrumental mu- 
sic will be heard. 

A dinner will be held at the Big Trees Hotel, 
Big Trees, Calif., at 6:30 p. m., on Saturday 
evening. This will be followed by a gathering 
at a campfire, with community singing and en- 
tertainment sponsored by Hoo-Hoo Club No. 39 
of metropolitan Oakland. 

All California lumbermen, their wives, fami- 
lies and friends have been invited. Mr. Bird, 
Stockton Lumber Co., Stockton, is in charge 
of reservations. Good accommodations, double 
those of previous years, are available. 

This annual, and ever-increasing, tribute to 
the memory of Hoo-Hoo’s late Supreme Chap- 
lain, is an indication that lumbermen remem- 
ber the Parson’s efforts to help the lumber in- 
dustry by promoting its spirit of fellowship, 
friendship and co-operation. 





Former Hoo-Hoo Head Honored 


San Francisco, Cauir., Sept. 2.—Frank W. 
Trower, Trower Lumber Co., this city, who 
was Snark of the Universe of the Concatenated 
Order of Hoo-Hoo in 1912-13, has succeeded to 
the office of Seer of the House of Ancients. 

Mr. Trower is the fourth to hold this office 
and the first active lumberman to be so honored. 
He will be presented with the nine-pointed dia- 
mond star, which is the badge of office, at the 
Big Trees Hotel, Calaveras Big Trees, on Sept. 
30, the evening before the Parson Simpkin 
Memorial Service, Oct. 1. 





Hoo-Hoo Club Names Sept. 19 for 
First Fall Meeting 


MINNEAPOLIS, MINN., Sept. 6.—The first fall 
meeting of the Twin Cities Hoo-Hoo club will 
be held Sept. 19, at the Superior Golf club, 
Golf in the afternoon will be followed by a 
dinner, after which will be held a concatena- 
tion, and election of officers for ensuing year. 





WATCH FOR Practical, Mod- 
erate Cost House Plan with 
Complete List of Materials. 
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NATIONAL PRODUCTION, SHIPMENTS and ORDERS 


Wasuincton, D. C., Sept. 2.—Following is the National Lumber Manufacturers’ Association’s report for two weeks ended Aug. 26, and for 
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re- thirty-four weeks ended that date, covering mills whose statistics for both 1939 and 1938 are available, and percentage comparison with statistics 
yUsi- of identical mills for the corresponding period of 1938: 
offer Av. No. of 
rs it TWO WEEKS: Mills Production Percent Shipments Percent Orders Percent 
ting Rptg. 1939 of 1938 1939 of 1938 1939 of 1938 
| nin os os 0d a4 cease os aaa Ree 424 474,511,000 105 484,661,000 112 513,898,000 132 
se ORE ED hos chew ce ccwcececereeecese 84 14,123,000 124 16,625,000 125 13,325,000 113 
ee eS ong inl Gavin emilee eben wale 493 488,634,000 105 501,286,000 113 527,223,000 131 
I. SI eoieisic ok as .cet ec eimsin wo 0ieese<<uies 80 19,511,000 91 21,147,000 103 18,753,000 107 
iy" THIRTY-FOUR WEEKS: 
I io 0 a 055 Sig ws..0 elas sale obi eieeviveatatess 433 6,866,383,000 120 7,157,845,000 115 7,329,468,000 115 
e to EE ID io 0.00.0 v6 50:06 die00 0.8 0:04 006088 88 220,010,000 97 267,287,000 136 266,087,000 136 
t we ad igs cath: ih a ee wr Shei erin de eine Be wee 503 7,086,393,000 119 7,425,132,000 116 7,595,555,000 116 
for SI I Soo 55s. 5 0:6: 4.0.cielersisiereid,eieie-ora.e sieves 79 274,842,000 108 290,094,000 110 292,568,000 99 
Hoo- 
Till South ine Statisti Relati Unfilled Ord Stock 
Hills outhern Pine Statistics elation of Unfille rders to Stocks 
a, On Special tel to American LuMBERMAN ee" , itl : 
' eo aa 5 J Wasuincton, D. C., Sept. 5.—Following is statement of nine groups of identical mills and 
NEw — ode Sept. oe ete two groups of hardwood flooring plants of unfilled orders and gross stock footage on Aug. 26: 
ou summary of reports from southern pine mills oe ~ 
‘ No. nfilled Orders Gross Stocks 
kin for two weeks ended Sept. 2: Mills 939 1938 1939 1938 
Average weekly number of mills, 112; Total BOrtwoGEs: ....o0.6.6.00 bscsewes 415 790,824,000 616,663,000 3,644,977,000 3,788,355,000 
‘ Units,¢ 94 ei eee are 82 50,034,000 49,336,000 312,385,000 369,808,000 
ninth Total for pcs 
irson Two Weeks Total Lumber ...........-..0.05- 486 840,858,000 665,997,000 3,957,362,000 4,158,163,000 
Cals Three-year average production*... 57,810,000 otal Flooring ..........+-.++00+ 90 52,335,000 66,777,000 87,160,000 96,399,000 
vala- Actual production .............+- 56,133,000 
Oct. Se EEE mene 66,170,000 
gen- Orders received ........eccesecees 66,662,000 
arson Number of mills, 100; Units,t 86 Western Pine Summary 
Val- On Sept. &, 1989 
a ap a ee ee ‘ : * ‘ ‘ 
spon ines gh: 0: lll ada eae 320,459,000 Pci OrE., _ — Western vier’ Report of st gaged hs ~ soem a 
*October, 1935, to Ociober, 1938. ssociation reports as follows on operation o ug. 26, ug. 27, 
ee priJnit, is 309,000 feet of “3-year average” personages awe ee mills Gross stocks” '1,847'860'000 1, 684°682' 000 
 mu- , uring the two weeks ended Aug. 26: Report of 120 identical mills: 
Report of an average 120 mills: Total for Year. 
lotel, ‘ “ | Aug. 26,1939 Aug. 27, 1938 1939 1938 
irday Appalachian Hardwoods in Ju Y Production ...... 175,272,000 167,250,000 Production ...... 2,180,340,000 1,808,706,000 
ering Shipments ...... 154,421,000 159,526,000 Shipments ....-2,802,125,000 2,086,415,000 
d en- July developments in Appalachian hardwood Orders received... 163,435,000 139,376,000 oo, ee 2,323,663,000 2,152,599,000 
lo. 39 circles were contrary to the season and repre- 
sented a decided improvement in the statistical 5 - . 
fami- position of the market, according to the monthly Don t let this ladder business et awa from ou 
Bird, barometer of the Appalachian Hardwood Manu- y 
harge facturers, (Inc.), which reflects the perform- 
ouble ance of 65 band mill units. Sales and ship- 
ments were five and three percent, respectively, 
ite to in excess of the June volume, with production 
Chap- five percent less. July sales for this group of 
mem- mills were the heaviest since September, 1937, 
er in- while shipments attained a volume exceeded 
vship, but once during the same period. Production 















































continued the decline that has been progress- 7, 
ely unger way for thee mont to fut the to Pain ters, Carpenters, M echanics, 
lowest level since February. nsold_ stocks ee 
ed were reduced approximately two percent during E / ec tr ician S, F armer. S, al ome-Owner s 
k W July and at the a of the month were the 
: S in mor an two years. ' ; ’ 
who oy a aa 19,614,000 feet, against EVERY season brings its special de- FOR EVERY 
nated 18,621,000 feet in June; shipments were 19,- mands for LADDERS. Fruit-picking is LADDER NEED 
led to 211,000 feet, against 18,687,000, and production, just eg a and THERE'S A 
a 15,973,000 feet against 16,759,000. Unsold ae ey je pec there are BABCOCK 
. ry stocks shrank from 223,499,000 to 219,538,000 ra oa Right _ a eo oa 2 LADDER 
bored. feet. Unfilled orders rose from 18,382,000 to ge a Pegs I 7 Pan Fed iy 
1 19,105,000 feet and at the end of the month oe ee 
pny represented five weeks’ production, July rate. a Te es See. 
mpkin ' Babcock Ladders are made of Genuine 
— ang —_ _ strong = 
° : ° sturdy, safe to use, light in weight, 
Expert to Describe Construction easy to handle. BABCOCK LADDERS 
) for of "Timber Bridges" are steadily improved. Their latest im- 
provement is tying all four corners of 
BrussEts, Betctum, Aug. 15.—At the begin- every extension and single ladder with 
st fall ning of August, the Department for Timber steel rung braces. This adds rigidity 
b will Utilization of Commission Internationale D’Util- AP | and long life to every ladder. Try a 
club, isation du Bois, published a special number sample shipment of these high quality 
by a of the “International Review on Timber Utili- |) il ladders plus Babcock’s latest improve- 
atena- zation” devoted to “Timber Bridges,” by an { im) Showing ments. You will be surprised and well 
ear. expert on the subject, Hans J. Kaegi. In addi- TT] how Steel []{] pleased with the profitable volume of —— 
tion to technical details of every type of bridge, Rung Braces these fast selling ladders. Sample / 
ae e.g. covered, open, railway, suspension, trestle are used. c| a furnished for display. Write 





etc., there are a great number of photographs 
illustrating actual constructions all over the 
world. The problems of deck construction, 
maintenance, and the future evolution in struc- 
tural methods, are also dealt with at length. 














The W. W. Babcock Co., Bath, N. Y. 
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FHA Will Insure Loans to 
Farmers for Building Corn Cribs 


WasurnctTon, D. C., Sept. 5.—Insured loans 
made by financing institutions under the FHA’s 
Title I program offer an unusual opportunity 
for farmers who wish to build suitable corn 
storage space in connection with the “ever 
normal granary” plan, according to Stewart 
McDonald, Federal Housing Administrator. 
This announcement, it was explained, is made 
in view of the Commodity Credit Corporation’s 
offer of a seven-cent per bushel storage pay- 
ment to corn producers. 

“One type of FHA-insured loan,” Mr. Mc- 
Donald said, “permits a farmer to borrow for 
building a corn crib. He can repay this loan 
monthly or seasonally, over a period of several 
years. The advantages of this type of loan, 
from the farmer’s standpoint, are obvious.” 

The Commodity Credit Corporation announced 
recently that beginning Sept: 1 farmers may, 
if they desire, continue to hold their corn col- 
lateral under an arrangement whereby the Gov- 
ernment renews loans for another year and 
allows corn producers a payment of seven cents 
per bushel for storage. This storage allowance 
must be used, according to Corporation regula- 
tions, “solely for the purpose of acquiring or 
constructing additional facilities for the farm 
storage of corn.” 

Since the storage payment will be made upon 
renewal of the existing Commodity Credit Loan, 
the farmer may be expected to have a sub- 
stantial equity in his corn crib from the start. 


Amemcanfiumberman 


This feature, it was pointed out, should make 
the farmer an exceptionally good “risk” for the 
financial institution which extends him a FHA- 
insured loan for constructing his corn crib. 





Largest Community Forest 


SEATTLE, WASH., Sept. 5.—This city, which 
owns and operates the nation’s largest com- 
munity forest—62,000 acres—expects a net re- 
turn of $2.25 per acre a year after all operat- 
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Warehouse Built to Speed 
Dealer Service 


Increased demand for roofing products manu- 
factured in its Chicago plant necessitated the 
building of a new Chicago warehouse, stated 
Bird & Son (Inc.), of East Walpole, Mass. The 
new facilities include both rail and truck ship- 
ping platforms: 240 feet of covered rail plat- 
form for which a 400-foot railroad spur had to 





Large New Chicago Warehouse of Bird & Son (Inc.) 


ing expenses are paid, reports the United 
States Forest Service. Purchased 39 years ago 
to protect the Seattle watershed, the forest has 
already paid back on the sale of wood prod- 
ucts more than $1,000,000—which has been suf- 
ficient to retire all debt and take care of all 
expenses. 


be built; and a 97-foot platform for trucks. 
Covering an area of over 29,000 square feet, 
the warehouse has a capacity of over 42,000 
squares of roofing, siding and shingles, enough 
to cover more than 20,000 average size homes. 
The warehouse was designed to speed up service 
to dealers. 


Modern “Wich” Stand Is Architecturally Beautiful 


Not so long ago roadside stands resembled 
everything from a steam-heated igloo to a 
glorified doghouse. Writing about modern 
Wayside Inns and roadside “restaurants,” a 
noted writer who has probably traveled more 
in his imagination than his car, in recent years, 
said that “Americans have a genius for con- 
structing highway shacks and monstrosities 
which is exceeded only by their mania for giv- 
ing them names such as Stumble Inn and the 
Hick Up.” 

But such caustic comment would have been 
more justified in the late 1920’s and the early 
1930’s.than it is today. Slowly but definitely 
the national campaign for roadside beautifica- 
tion, with emphasis on the elimination of 
“shacks and monstrosities,’ has been bearing 
fruit. Retail lumber dealers, under the profes- 





sional guidance of architects and with the sort 
of cooperation from contractors that makes for 
enduring progress, have done a fine job in cre- 
ating designs and methods of construction 
which enable the owners of drive-in stands and 
other places of “Business By the Way” to have 
unique quarters—like the California “Wich 
Stand” here pictured—and still have something 
architecturally sound and attractive. 

It is worthy of comment that, due to its 
unique versatility, wood is coming more and 
more back into the picture as the material par 
excellence in this rapidly expanding campaign 
for beautification and rehabilitation along the 
routes where the World and His Wife roll by. 

In Southern California the construction of 
novel and convenient stands, particularly of the 
drive-in variety, is an industry of no small 


proportions. The Los Angeles Drive-In Wich 
Stand pictured here, with its very pleasing ap- 
pearance and its “handy round” design, en- 
abling service to capacity crowds without in- 
convenience, is not only a vast improvement 
over the various types of stands built several 
years ago; it is a 1939 answer to the demand 
for more artistry and less artificiality. 

The outer rafters are tapered so as to pro- 
vide an appearance of trimness at the outside 
of the completed building. The cove consists 
of band-sawed pieces and the remainder is 
typical construction—that is, with commercial 
boards and dimension. All framing is of Pa- 
cific Northwest Douglas fir. The vertical sign 
at the top of the building is both wood and 
metal. There is, indeed, a witchery about this 
ultra-modern “Wich” stand. 


This Is Typical of the 1939 Roadside Stands That Aid in Highway Beautification 
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British Columbia Faces Difficul- 
ties in Shipping Overseas 


Vancouver, B. C., Sept. 2.— Export or- 
ganizations of British Columbia are reluctant 
to accept new business when they are so un- 
certain as to their ability to deliver. The 
United Kingdom is as anxious to get lumber 
now as ever, but there is a question of being 
able to get the lumber over there or to Aus- 
tralia if the present war tension continues. And 
another complication has been the fluctuation in 
exchange. During the last war, while the 
world-wide shipping shortage made distribu- 
tions difficult, British Columbia was able to 
rely a good deal on sales to the Prairies and 
eastern Canada. After the war, a United 
States building boom resulted in absorbing close 
to half a billion feet of British Columbia lum- 
ber in a single year. Japan as well as China, 
then important markets, are virtually out of 
the picture. Meanwhile production at saw- 
mills is continuing at a high rate. Regulations 
suspending all logging operations have now 
been revoked, as it is believed cooler weather 
has eliminated fire danger. 





Export Company Formed to 
Handle Northwest Products 


SEATTLE, WASH., Sept. 2.—Formation of a 
new company to sell Pacific Northwest forest 
products all over the world is announced here, 
with incorporation of the Northwest Export 
Lumber Co., and opening of offices at 910 
American Bank Building. Besides a general 
export business, the new company will have 
a domestic department. 

Heading the company as president and gen- 
eral manager is C. E. De Witt, who was with 
the Globe Export Lumber Co. here for fifteen 
years, and during the past several years was 
its secretary and manager. J. O. Swanson, 
for a number of years buyer here for the Mc- 
Phee & McGinnity Co. of Denver, Colo., and 
subsequently in the wholesale business for him- 
self at Seattle, is secretary of the new export 
firm and manager of its domestic department. 
Assisting Mr. De Witt is W. G. Richards, for- 
mer representative of the Robert Dollar Lum- 
ber Co. in China and Hongkong. As in the 
past, the Bolcom interests are associated with 
Mr. De Witt in the new enterprise. 





(Continued from Page 53) 

is a large stock of various kinds of paint, 
shown on shelves and islands, and behind 
this is the builders’ hardware and _ tool 
department. Above the office is storage 
space for paint and other materials. “We 
took on the hardware and tool lines,” said 
A. C. Reinhard, “when the local hard- 
ware store went out of business.” 

On display are Red Brand fence, 
American Cabinet hardware, National 
hardware, Frantz overhead garage door 
sets, Corbin screws, nails, Atkins saws, 
Carey roofing, Nu-Wood, plywood, Si- 
lent Triplex stokers and other lines. 

The Reinhards keep close to their 
clientele, being active in worthwhile civic 
organizations. A.C. Reinhard is Scout- 
master of Troop 42, sponsored by the 
American Legion Auxiliary. R. A. Rein- 
hard is manager, and G. F. Kohn is a 
partner. 





CoFFINS OF PLASTICS, made from one 90- 
pound shot of synthetic resin powder, under 
pressure of 13,778 tons, are reported as being 
made by Ultralite Casket Co. (Ltd.), Stay- 
bridge, Manchester, England. 


Residence of Dr. J. H. Willoughby, Warren, 
Ohio, being insulated with 3,000 square feet 
of Temseal Sheathing. Contractor: Floyd 
D. Libby. Architect: Keich & O’Brien. 





This new, double-sealed building board 


offers you plenty of selling points! 





HEN you sell insulating 

sheathing, be sure you're 
selling the most modern type! Give 
customers the extra advantages of 
Armstrong’s Temseal, the insulat- 
ing sheathing which is reinforced 
and double-sealed against vapor 
infiltration. 

See what this means to home 
owners: Air and moisture cannot 
penetrate Temseal. It is coated at 
the factory with asphalt and strong 
paper reinforcement. This two-fold 
seal increases—and prolongs—its 
insulating efficiency. It is not 
affected by weather conditions. 

Temseal is strong, too. Tests 
show that it is as strong as wood 
sheathing erected on the diagonal. 
This factor adds to the overall 
strength of the building, helps to 


make it more rigid. And where 
Temseal is used, it is not necessary 
to apply building paper or felt. 

Armstrong’s Temseal takes the 
place of standard Temlok Sheath- 
ing, known and used for many 
years. Its extra advantages are 
offered at no extra cost to either 
builder or owner. Temseal is avail- 
able in the standard sheathing 
thickness of 2542”, and in boards 
4’ wide by 8’, 814’, 9’, 914’, 10’, and 
12’ long. It is also available in nar- 
row boards 2’ wide by 8’ long. 

Let us send you complete in- 
formation and a sample of -this 
modern insulating sheathing. Write 
today, to Armstrong Cork Com- 
pany, Building Materials 
Division, 987 Concord St., 
Lancaster, Pennsylvania. 








DE LUXE INTERIOR FINISHES 


TEMSEAL SHEATHING ~ LATH 


~ ARMSTRONG’S MONOWALL 
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Lumber You’ll Be 
Proud to Sell 


This Sallis Lumber has _ the 
strength and durability that make 
it ideal for structural work. With 
soft, velvety texture, it is easy to 
work, easy to saw and nail, light 
to handle. Here's Mississippi 
Shortleaf at its best—Yard and 
Shed Items, Eased-Edge Dimen- 
sion, Flooring, Ceiling, Siding. 
Finish, Mouldings, Casing, Base. 
Shed stock is kiln-dried. Air-dried 
items are Lignasan-treated. You'll 
find, as other dealers have found, 
it PAYS to depend on SALLIS 
SERVICE. Write us today. 





Annual Capacity 35,000,000 Feet 
1. C. and G. M. & N. Railroads 


Aan” 
F%, Gap Em fj Qs) BRANDON.MISS. 








LUMBER CO., Inc. 


ELIZABETH, LOUISIANA 


YELLOW PINE 


Timbers, chemically treated to 
prevent stain. 











Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 








CHAPMAN & DEWEY 
LUMBER COMPANY 


* Memphis, Tenn. * 


Manufacturers of high grade 


OAK FLOORING 


AND 


HARDWOOD LUMBER 


from famous: Stohioncis Basin 


Wire for quotations. 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., Sept. 5.—Lumber distribu- 
tion locally and throughout New England, par- 
ticularly of the leading staples, Eastern spruce 
and West Coast fir and hemlock, continues to 
increase steadily. Vessel receipts of West Coast 
lumber at Boston in August were exactly 49 
percent greater than in August of last year 
while receipts for the first eight months in the 
present year are 54 percent above those of the 
same period one year ago. That a larger vol- 
ume of lumber is going into new home con- 
struction and remodelling is indicated in the 
latest available report covering permits issued 
in July in the 39 cities and 16 largest towns in 
Massachusetts, to cost $6,060,453. An increase 
over June of 28.1 percent is reported, while the 
increase over July of last year was 59.3 percent. 
These figures do not include Federal housing 
projects, sites for three of which in the Boston 
district are now being cleared. The contract for 
the 43 low-rent buildings to house 999 families 
in the Charlestown area has just been awarded 
to John Bowen & Co., Boston contractors, at 
$3,377,000, but as all structures will be of brick 
and cement with tile floors, materials schedules 
will call for very little lumber aside from a few 
thousand doors, and the low-grade form lumber 
for use in building the cement foundations. 


WEST COAST WOODS—There have been 
no price moves in either direction since early 
August and, as demand continues to absorb 
all offerings, the market appears to be in a 
steadier position than at any time in recent 
months. The active placing of round-lot mill 
shipment orders, which was so vigorous 
through July and early August, has subsided 
slightly, but, on the other hand, all offerings 
of transit parcels, either loading or en route, 
are eagerly snapped up by the yards. Spot 
stocks of dimension at the terminals or the 
wholesale yards are low and badly broken, 
while the supply of boards is completely ex- 
hausted. Receipts by water at Boston docks 
in August total 9,883,686 feet, against an 
average in August in the previous ten years 
of 9,732,191 feet. For the first eight months 
of 1939 the total is 65,837,551 feet, and com- 
pares with the average of 68,424,845 feet in 
the same period of the past nine years. Ves- 
sel space is increasingly scarce, but the 
Conference rate continues at $14. On fir di- 
mension the discount to dealers from page 
16 of the West Coast list holds steady at 
$8@8.50, with hemlock, which is very scarce, 
at $10@10.50, delivered at the dock. Few 
offices here have any boards to offer, either 
spot or in transit. There is a limited call 
for No. 1 at $29.50, with demand very active 
for No. 2 at $27.50, and No. 3 at $24.50. Prac- 
tically all transit lots of boards have been 
sold, and parcels to arrive in two to three 
weeks command a premium over prices 
quoted. 


EASTERN SPRUCE—With production both 
in Maine and the Provinces limited, the oper- 
ating mills are well supplied with orders for 
both dimension and boards. The market is 
steady in the price position established fully 
two months ago. The yards are buying 
freely of boards. Stock lengths of dry and 
dressed 4-inch are $31 delivered at Boston 
rate points, with the 6- and T-inch at $35, 
the 8- and 9-inch at $36, and the 10- and 12- 
inch at $40@41. The random lengths are 
$1@2 lower. For 5/ and 6/4, add 50 cents to 
these quotations. The small scantling sizes 
of dimension 2x3- and 4-inch, are active and 
strong at $30@31, with the 2x6- and 2x8-inch 
at $35, and the 2x10- and 12-inch up to $40. 
The Provincial mills have booked freely or- 
ders for English deals, and vessel space is 
reported as scarce at 65 and 75 shillings per 
standard. A Maine mill has booked orders 
for 7-, 9- and 11-inch deals for shipment 
through St. John, N. B., payment for which 
is made as soon as the stock is cut and piled 
on the mill yard. Bundled furring is active 
and firm at $28.50@29.50 for the 2- and 3- 
inch. 

LATH AND SHINGLES—Standard spruce 
slab lath continue steady in price and mod- 
erately active at $3.50 for the 1%-inch, and 
$4@4.25 for the wider size. Eastern white 
cedar shingles sell freely at $4.15 per square 


for the top grade of extra’s; $3.75@3.85 for 
clears, and $3@3.25 for 2nd clears and clear 
walls. The latter two grades have been very 
popular in restoring hurricane damage at the 
shore resorts. There has been a more ac- 
tive market for the West Coast red cedars, 
but the low prices quoted in recent weeks 
continue in force. Delivered at New England 
points by rail, the 18-inch Perfections are 
held at $4.80@4.90 per square, and the 16- 
inch 5X No. 1 at $4.42@4.47; No. 2, $3.62 @3.72, 
and No. 3 at $2.97@3.12. 


EASTERN HARDWOODS—The call for inch 
maple at the furniture plants continues well 
ahead of production, and will clear the mill 
yards of dry lumber before cold weather 
arrives. FAS inch kiln dried maple is held 
at $83@85, though it is possible to pick up 
air dried lots at the small mills at $8@10 
less. Most mills are quoting FAS inch birch 
at $78@80, and recently there have been sev- 
eral round-lot sales at $78, delivered. As the 
season progresses at the maple heel shops, 
the sales volume is expanding, as the shops 
attempt to cover their late season require- 
ments. The maple mills are not hungry for 
this class of orders, and a number of the 
larger shippers have withdrawn entirely from 
the heel maple market. The shops are using 
more long length plank than formerly, chiefly 
of the No. 2 common and better grade, which 
if kiln dried sells at a range of $70@73, with 
the 2%-inch at $74@76. There is very little 
call for 9/4, as the supply carried over from 
last season is ample to meet this season’s 
limited need of that thickness. 


PINE BOXBOARDS—The supply of inch 
round edge is limited by reason of the trend 
of private operators to follow the lead of 
the Log Salvage Administration in requiring 
that all hurricane-felled logs under its con- 
trol be cut into square edge lumber at the 
contract mills. Limited offerings of inch 
round edge are held at $11 to as high as $15, 
f.o.b. the mill yard, with most sales, delivered 
at Boston rate points, at close to $16@17. 
The joint conference of expert lumber dis- 
tributors and the Federal officials represent- 
ing the Log Salvage Administration, to be 
held in Winchendon, Mass., next Tuesday, will 
disclose the exact status in the open market 
of the vast volume of square edge pine that 
must be marketed promptly and, if possible, 
at prices that will cover all advances made 
by the Federal Government. 


NEW YORK, N. Y. 


Distributors here who depend upon ocean 
transportation express concern as to their abil- 
ity to secure ship space, as Europe swings into 
war. The type of business being booked by 
retail yards in the suburban areas runs largely 
to schedules for housing developments, where 
the cost per unit runs from $3,500 to $6,000, 
and real estate men report that such houses can 
be sold as fast as they are completed. On the 
other hand, dealers in the more classy residen- 
tial sections find little activity in homes to 
cost $10,000 to $50,000. The freer movement 
of coarse construction lumber through the 
summer months is accounted for both by the 
demand from the low-cost housing projects 
and the tendency of the dealers to restock 
their yards in face of steadily rising mill 
prices, scarcity of tonnage, and the drift 
toward war in Europe. They have seen sur- 
plus stocks of West Coast lumber at the local 
terminals fade until there has been a scram- 
ble to secure unsold lots of dimension, while 
the supply of boards has been completely 
exhausted, and transit lots that are due to 
arrive within ten to twenty days command 
premium prices. Most offices are quoting 
$29.50 for No. 1 boards at the docks, $27@28 
for No. 2, and $24@25 for No. 3, with most 
sales in the latter two grades at the higher 
figures. There have been sales of arriving 
transit dimension at the $7 discount from 
page 16 of West Coast List 32, but most sales 
of fir schedules are booked at the $8@8.50 
discount for direct shipment from the mills, 
with the $8 discount applying where delivery 
in thirty days can be specified. In this con- 
nection it is noted that for more than a 
month distributors have been dealing with 
a sellers’ market, with the price advances of 
June and early July fully maintained. For 
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hemlock dimension, which is reported to be 
quite scarce at mills, the discount ranges 
from $10 to $10.50. 

Due to limited production of eastern spruce 
both in Maine and the Provinces, the usual 
pressure to sell in the New York market is 
absent, by reason of war conditions abroad 
and heavy bookings—before war was de- 
clared—of 7-, 9- and 11-inch deals for rush 
shipment to England. Now that the war is 
on, England must call for all of the Canadian 
spruce she can get, but she must pay roundly 
for ship space for the extra hazardous voy- 
age. What the effect of war is to be upon 
the local market for spruce will develop 
shortly, but at the moment the smaller di- 
mension sizes delivered at Harlem River 
points by rail are firm at $30.50@31, with the 
2x10- and 12-inch at $41@43. Due to the 
general scarcity of common grades of boards, 
the yards are buying freely of 4- and 5-inch 
dry and dressed spruce boards at $31@33 and 
of 6- and T7-inch at $35@37. 

Secretary Titus, of the Intercoastal Lum- 
ber Distributors Association, returns this 
week from a three weeks visit to the Pacific 
Coast, where he conferred with officials of 
the West Coast Lumbermen’s Association and 
visited a number of the larger shippers in 
the Puget Sound section. 


Baltimore, Md. 


NORTH CAROLINA PINE—The price trend 
seems to be slightly upward, with demand 
on the increase, while stocks are rather 
smaller than they were as a result of heavy 
rains and high water in Virginia and the 
Carolinas, which caused many smaller mills 
to shut down. Box makers continue to run 
full time, and home building is increasing. 


LONGLEAF PINE—The movement has fur- 
ther increased, with the price level either 
firm or slightly higher. It is less easy to 
secure deliveries. 


WEST COAST WoOODS—Distributors of 
such stocks as fir, spruce and Ponderosa and 
Idaho pines generally report demand be- 
coming more active, and prices advancing. 


HARDWOODS—The market has become 
increasingly active, and in most items ad- 





Pre-Fabricated and Finished Hard- 
wood Floors Shipped in Cartons 


Two designs of pre-fabricated, pre-finished 
hardwood floors, packed in cartons of sections 





backed with felt and ready to lay, have been 
announced by the Wood-Mosaic Co., Louis- 
ville, Ky. These are random-width plank with 
end-grain plugs, an adaptation of early Colonial 
decking; and basketweave, a reproduction of 
the English Haddon Hall pattern. These pack- 
aged floors are available in light oak, dark oak, 
walnut and teak. Photograph shows the ran- 
dom early Colonial with end-grain plugs. 


Amermecanfiimberman 


vances of $1@2 are to be noted. Oak floor- 
ing in particular is higher, with the demand 
such as to render stocks almost scarce. 
Foreign buyers are evidently inclined to 
enter into commitments on a large scale. 


Buffalo, N. Y. 


Demand has been curtailed by the wars 
abroad. The vacation season has also had 
some effect in reducing volume of trade. 
The main feature of the market is the 
strength shown in a number of woods. West 
Coast hemlock is a special example. The 
United Kingdom has been taking great quan- 
tities of hemlock from British Columbia 
mills, and the amount of stock available has 


79 


building has beert active dnd retail stocks 
are so depleted that they are likely to need 
early replenishment. 


HARDWOODS—Demand has been more ac- 
tive. Prices remain unsettled, and it ap- 
pears to be a buyer’s market in some woods. 
Gum is a little stronger than it was a while 
ago, but the demand has not been at all 
brisk. 


WESTERN PINES—The market has shown 
increased strength, particularly in common 
grades. These are up 50 cents to $1 in 
both Ponderosa and Idaho pines. 


NORTHERN PINE is moving fairly well. 
Industrial plants are operating on a more 
active scale than they were several weeks 


been greatly reduced. Mills on this side 
of the line have been feeling increased de- 
mand for this and other woods. Suburban 


ago, and pattern stock is likely to be in in- 
creased demand. Box lumber has been in 
fairly good call in fruit-growing sections. 











An inexpensive, 
efficient dip vat. 





prevents mold & Alain 


DOWICIDE is the ONLY time tested anti-stain chemical that is fully 
effective against both mold and stain fungi. DOWICIDE preserves the 
natural grain and color of the wood. Specify DOWICIDE-treated lum- 
ber... you'll save money because you won't have to cull out discolored 
boards, and everyone along the line—contractors, carpenters and home 
builders—are better satisfied. 


Note the difference — The top of the boards 
was untreated and shows heavy sap stain. 
The lower part was treated with DOWICIDE. 
See how bright and free from mold and stain 
they arel 


















There is a Dowicide Warehouse near you 


Write for brochure for vat 
lans and full information on 
OWICIDE. Distributed by 


A. D. CHAPMAN & CO., Inc 


Chemicals for Wood Preservation 


CHICAGO, ILL. NEW ORLEANS, LA. 


A.L. -9-9-39 








80 
Seattle, Wash. 


WEST COAST WOODS—RAIL—Demand is 
keeping a steady pace, and upper items have 
strengthened. Most orders cover mixed cars 
of yard stock for the middle West and ask 
immediate shipment. Straight cars of uppers 
move at $2 less, provided order fits mill’s 


stock. Mixed cars are hard to put together. 
None of the buying is speculative; orders 
indicate depletion of stocks in retail yards. 


INTERCOASTAL—tThe rush to cover before 
a possible marine strike, Sept. 30, has Kept 
intercoastal operators on the jump. Practi- 
cally no space is available. Prices are steady. 


EXPORT—Many foreign ships are in har- 
bors along the Pacific Coast with partly 
loaded cargoes of lumber. Under international 
law, ships of belligerents have only a short 
time to clear or must be interned. The United 
Kingdom continues to purchase large quan- 
tities of lumber. Spruce has a good domestic 


market and sells fairly well for export. A 
tightening of the supply of ship space is 
likely. 


CALIFORNIA—Buyers are very busy but 
are having difficulty filling boats, because of 
shortages in mill stocks. California prices are 
50 cents higher than they were a fortnight 
ago. 


SHINGLES—This 
weeks has maintained a 
prices virtually unchanged. There has been 
no change in production nor stocks during 
the past two weeks. No. 1 perfections have 
continued oversold. 


some six 
steady pace, with 


market for 


LOGS—Prices of old-growth fir logs have 
advanced 50 cents to $1. There has been 


Amemcanfiimberman 


Market News from Am 


some drop in log inventory, due to good de- 
mand and a reduction of input because of 
forest fires, but recent heavy rains will per- 
mit many camps to re-open. 


San Francisco, Calif. 


LUMBER CHARTERS—Auegust on the Pa- 
cific Coast freight and charter market was 
a period of great uncertainty brought about 
mainly by the situation in Europe and the 
Far East, and the threat of a tie-up on the 
Pacific after the expiration of present long- 
shoremen agreements on Sept. 30. The result 
has been that Pacific Coast interests, in gen- 
eral, have been trying to move all possible 
exports before the end of September, which 
has resulted in a heavy demand for liner 
space in all directions for prompt shipment, 
and a falling off in demand for future space 
beyond Sept. 30, according to General Steam- 
ship Corp. During August, a total of 33 ves- 
sels were fixed for lumber, compared with 
33 in July, and 9 in August, 1938. Of the 
August fixtures, 25 were from British Colum- 
bia ports, 5 from North Pacific, 2 from Co- 
lumbia River/Coos Bay, and one from British 
Columbia/Portland. Of the total fixtures, 27 
were completed with wheat and general mer- 
chandise. The Japanese market continues 
inactive. Rates remain in the neighborhood 
of $12 for squares, and $16 for logs. The 
China market is practically at a standstill. 





with that 
MUTUAL 


Interest 


well protected. 


Lumbermens Mutual Ins. Co.... 


Northwestern Mutual Fire Assn. 






What a satisfaction there is in knowing your property is 
Insure with the ASSOCIATED LUMBER 


MUTUALS and have the best. 
provided to give maximum protection at all times. Sub- 
stantial dividends assure a definite savings in cost. 


Write the Associated Lumber Mutuals 


Central Manufacturers Mutual Ins. Co............. Van Wert, Ohio 
Lumber Mutual Fire Ins. Co..... 


Penna. Lumbermens Mutual Fire Ins. Co......... Philadelphia, Pa. 
Indiana Lumbermens Mutual Ins. Co............ Indianapolis, Ind. 


Specialized policies are 
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The United Kingdom-Continent trade was the 
bright spot. Liners quote and secure 60 shill- 
ings per Mille for the basic ports of discharge 
in United Kingdom. Many vessels have been 
taken on f.i.o. basis ranging all the way from 
24 shillings 3 pence to 26 shillings lumpsum 
f.i.o. There is one unverified report that 27 
shillings was secured for a spot vessel to 
load on the Columbia River. The Aus- 
tralian market has been quiet with only two 
or three fixtures reported on lumpsum f.i.o. 
One vessel was reported as fixed for South 
Africa, October loading. The intercoastal 
range continues active, with space in de- 
mand at the Conference rate of $14. One 
or two foreign vessels were also reported as 
closed from British Columbia, and one Ameri- 
can vessel from Puget Sound and Grays Har- 
bor, at a undisclosed rate of freight. 


LUMBER RECEIPTS—August receipts at 
San Francisco from interior points totaled 
6,350,000 feet, compared with 8,540,000 feet 
in July, and 10,375,000 feet in August, 1938. 
Lumber receipts were reported holding their 
own at the Port of Oakland. 


COASTWISE MOVEMENT—A heavy move- 
ment of lumber into this port and San Pedro 
has been noted. Movement in late August 
was principally from .Columbia River and 
Grays Harbor, some twenty-one vessels hav- 
ing discharged at southern California ports 
a total or 25,000,000 board feet for distribu- 
tion throughout southern California and 
Arizona. Factors said to be responsible for 
this heavy movement to California are im- 
proved building conditions, wholesalers build- 
ing up stock as a precautionary move 
against possible shipping tie-up at end of 
September, and the recent strike at lumber 
yards at Los Angeles. 


INTERCOASTAL TRADE continues active. 
The American-Hawaiian Line freighters Ok- 
lahoma, laid up since February, and Puerto 
Rican, idle since July of last year, were put 
into service for trips to South and North 
Atlantic ports. 


REDWOOD—tThis market has shown little 
change from _ previous levels. As usual, 
prices are firm. Stocks are reported fairly 
well balanced; some shortage is reported in 
certain items of B grade, and Nos. 2 and 3 
common are said to show some _ surplus. 
California buying in fear of labor troubles 
after Sept. 30 has been noted. 


DOUGLAS FIR—The local market is strong, 
with prices firm. Some of the activity is be- 
lieved to be due to wholesalers buying for 
speculation. Retail business in northern 
California is not so brisk as it was. 


CALIFORNIA PINES—Nos. 2 and 3 Pon- 
derosa shop are reported firm, with No. 1 shop 
and better weak, and No. 2 common also 
weak. 


HARDWOODS—Local business, while fair, 
has been. spotty. Supplies are adequate. 
Japanese oak and Philippine mahogany 
prices will be strongly affected by the Euro- 
pean war, the former possibly unfavorably, 
and the latter possibly favorably. 


Kansas City, Mo. 


SOUTHWEST MARKET—AIll divisions of 
the lumber industry—manufacturers, dis- 
tributors and retailers—did a rushing busi- 
ness last week. Activity was the best of the 
year, and prices picked up. It was reported 
that deliveries were slowed down. Buying 
was accelerated by the approach of the ef- 
fective date of the Wage-Hour law. It was 
believed that production costs would be in- 
creased as much as $2 in the southern dis- 
trict. Retail outlets in rural sections re- 
ported a brisk business, as farmer buying 
gained headway. Liberal farm repairs were 
being made, and construction of corn cribs 
went ahead at a good pace. Increase in 
small-home construction created a good de- 
mand for lumber. Retail sales in the South- 
west increased from June to July but, as in 
the preceding month, were under those of a 
year ago, according to the Federal Reserve 
bank report on 152 yards. Sales in July 
were 3 percent under the 1938, bringing the 
cumulative gain for the first seven months 
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to 5 percent. Inventories were 0.5 percent 
larger than in June, but 6.4 percent under 
those of a year ago. 


SOUTHERN PINE—The market was very 
active last week, with prices moving up an 
average of $1. Mill stocks were so badly 
broken that it was difficult to fill mixed cars. 
The heavy order files also caused a slowing 
of deliveries. Dimension and boards ad- 
vanced in most cases, and 6-inch No. 2 boards 
were scarce. Weather has been satisfactory, 
except in the southeastern part of the area, 
where smaller mills were hampered by rains. 


WESTERN PINES—tThe best period of ac- 
tivity of the year was reported last week. 
Prices were upped $2 to $4, and mills were 
indicating that new lists would show even 
greater advances. Factory grades moved 
fairly well. 


OAK FLOORING—A continuation of the 
improved demand for oak flooring was re- 
ported last week. Heavy backlogs of orders 
were reported, and mills found it difficult 
to make prompt shipments. Orders files on 
2%-inch represent about 90 percent of the 
total inventory, it was said. All grades of 
%8x2%-inch in red oak were oversold, with 
No. 1 red particularly scarce. 


HARDWOODS—Some additional inquiries 
were received from furniture manufacturers, 
but actual orders did not materialize to any 
extent. 


SHINGLES—No. 2 16-inch shingles were in 
better demand and prices were strong, while 
No. 1 grades showed weakness. Production 
and shipments were satisfactory. 


Tacoma, Wash. 


WEST COAST WOODS—Renewed activity 
has been apparent during the last fortnight, 
principally in water-served markets, where 
both orders and shipments have been un- 
usually heavy. This has been’ brought about 
largely by a desire on the part of both buy- 
ers and operators to move all water ship- 
ments before the present longshoremen’s 
agreement expires Sept. 30. Rail movement 
also is holding up well. Veneer and door 
manufacturers as well as operators of spe- 
cialty plants report business good. Logs 
are plentiful, as camps have been operat- 
ing on fairly full schedules, for rainy 
weather has reduced forest fire hazard. 


Birmingham, Ala. 


SOUTHERN PINE demand has improved, 
but buying is hand to mouth and most 
orders are for mixed lots. Calls are prin- 
cipally for “D” and lower grades, but sales 
of “C” and better finish items have increased. 
Governmental purchases are of lower grades, 
principally 2-inch djmension, with a sprin- 
kling of longleaf orders. Prices are stiffer. 
No. 3 1x3- and 4-inch flat grain flooring 
moved from $10 to $12; No. 2, $16 to $18; but 
“D” dropped from $26 to $21; “C’’ went to 
a new high of $34, and B&better prices re- 
mained uncertain. No. 3 drop siding, pat- 
tern No. 105, is $11@13, with No. 116 now $16 
as high; prices of No. 2 common as well 
as higher grades are in line with those of 


flooring. Finish and trim, especially “D” 
grade, are showing signs of further ad- 
vance. No. 2 dimension, 2x4- to 8-inch, is 


$19, with 18- and 20-foot $2 up; 2x10- and 
2x12-inch are sluggish at $21; No. 1 2x4- to 
2x8-inch, 16-foot and under, is $23, with 
2x10-inch, $28, and 2x12-inch, $31. Rough 
or S4S timbers, 4x4- to 8x8-inch, are $21. 
Long joist are stronger. Air dried roofers 
run $15.50@17, with many mills refusing to 
sell on today’s list, as their stocks are badly 
broken. 

New western pine lists show advances of 
about $1 over August. Red cedar shingles 
have advanced 5 cents each week for the 
past month, with shortage of stock at mills 
delaying shipment. Manufacturers of ply- 
wood are entering orders for shipment at 
their convenience, and in not sooner than 
three to four weeks. 
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erica’s Lumber Centers 


Cincinnati, Ohio 


HARDWOODS—Producers and distributors 
have felt the uncertainty caused by the cur- 
rent war abroad. Volume of business, trade 
circles here report, is somewhat better, but 
prices are unsatisfactory. Consumers’ inven- 
tories are low, and buying is on a small 
scale. Furniture business in July ranged from 
3 percent lower to 12 percent higher than 
in July, 1938, in spite of the earlier exhibit 
this year. These results were regarded fa- 
vorably. 


SOFT W OODS—Additional advances, rang- 
ing to as high as $2.50 on common, were re- 
ported in trade circles. These were attributed 
to difficulty in getting shipments because of 
rains in southern areas. Business was re- 
ported to be good. Many yards are short of 


— Norfolk, Va. 


NORTH CAROLINA PINE—Very rainy 
weather throughout the South during July 
and August slowed up seasoning and ship- 
ping, and greatly curtailed production, while 
demand has improved so that prices rose 
rather abruptly, with further advances in 
prospect. Outbreak of war influences many 
buyers to enter the market even when stock 
is not immediately needed. There has been 
a much better demand from southern yards 
for B&better kiln dried rough; small circu- 
lar mills quoting lower prices get the in- 
quiries, but most of them are sold out of all 
B&better and have only a small amount of 
No. 1 common. Getting good air dried clear 
boards is impossible. Prices are stronger 
on B&better. Box makers have been dick- 
ering for both edge and stock widths, but 
few orders have been placed. Retail yards 
are not buying much air dried rough stock 
box, but with roofer prices advancing rather 
rapidly, their demand for it should gain. 
Mixed cars of dressed framing for quick 
shipment are in good demand; prices are 
stronger. Air dried roofers have been in 
only fair call, but bad weather has advanced 
prices, mills quoting $12 on 4-inch and $17.50 
on 6-, 8-, 10- and 12-inch, f. 0. b. cars Georgia 
Main Line rate. Carolina mills are quoting 
on the same basis, and many are turning 
down orders. 


Minneapolis, Minn. 


RETAIL—Sales of 416 retail yards in the 
ninth Federal Reserve district totaled 11,- 
750,000 feet during July, as compared with 
12,292,000 feet in June, and 10,340,000 feet 
in July, 1938. At 394 retail yards, stocks 
July 31 totaled 65,867,000 feet; June 30 they 
had 67,360,000 feet and July 31 last year, 
68,787,000 feet. July sales of all materials 
at 416 yards amounted to $1,385,030, as com- 
pared with $1,577,270 in June, and $1,276,620 
in July last year. 


NORTHERN PINE—Shipments are not 
keeping pace with sales, and as a result 
unfilled orders are piling up, and mill stocks 
are considerably smaller than last year’s. 
Retail yards continue to be the chief buyers, 
and are in the market rather steadily, but 
not for large quantities. Industrials are tak- 
ing a fair amount of material. Owing to 
shortgage in supply of some items, delays 
have occurred of late in filling orders. Prices 
are stable, with few concessions being made, 
and a few items in short supply advancing. 


NORTHERN WHITE CEDAR—There is a 
g00d movement of 3-inch, 7-foot posts, but 
little demand for larger sizes. Rural tele- 
phone lines are ordering some 25-foot poles. 
The State’s big corn crop has speeded up the 
demand for 16-foot stock for building cribs. 


MILLWORK—Sash and door mills continue 
to operate to capacity. Prices are steady. 
Manufacturers feel that a number of items 
are quoted too low. 





CaNapDa’s GOLD production during the first 
quarter of the current year totaled 1,216,508 
ounces compared with 1,077,947 ounces in the 
corresponding period of 1938. 









LEAF 


Yellow Pine 


Aristocrat of Structural Woods 


Lastable ¢ Dependable 


Strong and tough, this Long 
Leaf stands the strain, the wear 
and weather. Recommend it to 
your customers with absolute 
assurance that it will give en- 
during service. For substruc- 
tures, framing—for ALL building 
uses where super-strength is 
needed. We can promptly sup- 
ply your needs. 
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We do not make the Most 
Oak Flooring, but we Do 
make the BEST 
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OAK FLOORING 


CAREFULLY SELECTED LUMBER-- 
--PROPERLY KILN DRIED - 
--PRECISION MACHINED -- 


INSURES BEAUTY, FINISH AND 
UTILITY 


W. R. WRAPE STAVE COMPANY 


Post Office Box 182 
LITTLE ROCK, ARKANSAS 
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Here’s What's New 


Company Offers Folding Garage 
Doors in Stock Sizes 


Recently announced by the J. G._ Wilson 
Corp., 1841 Broadway, New York City, are 
folding garage doors in stock sizes. 


Coun- 








terbalanced through a torsional spring enclosed 
in steel tubing shaft, revolving on double-race 
ball-bearing rollers, all exposed springs, cables, 
chains etc. are eliminated. Sections are made 
of clear riff sawn B and better Sitka spruce; 
stiles and rails 134 inch thick; % inch 3-ply 
laminated waterproof panels set in lead and oil; 
heavy galvanized hardware; heavy-duty ball- 
bearing rollers; No. 13 gauge steel track; 
simple accessible spring tensioning device; Cre- 
mone latch and standard cylinder lock. It is 
stated they are easy to install and designed to 
give trouble-free performance. Doors are 
stocked for 8x8 and 8x7-foot, 6-inch openings, 
with the third section prepared to receive glass; 
and for openings 8x7-foot with top section pre- 
pared to receive glass. 


New Booklet and Leaflet Describes 
Garage Door Construction 

A 16-page booklet and a 4-page 2-color folder 

has recently been issued by the Richards-Wil- 


cox Manufacturing Co., Aurora, Ill. The book- 
let is illustrated with photographs and line 





drawings, showing many applications of over- 
head garage door equipment in home, shop, oil 
station, and Governmental service garages. The 
equipment and hardware for these installations 
are described and illustrated. Specifications are 
given and cross-section drawings illustrate the 
various methods of construction. This booklet 
is referred to as A. I. A. File No. 27-C-6. The 
folder entitled “New Dor-Way Hardware” 
illustrates and explains the use and application 
of garage door operating equipment. This hard- 
ware is applicable to either old or new garages. 
The mechanical aspects of this equipment are 
clearly portrayed. The folder and the booklet 
are each 814x11 inches in size. 


New Type Overhead Garage Door 
Is Offered 


That a new development in overhead acting 
garage doors is now on a production basis has 
been announced by Carr, Adams & Collier Co., 
Dubuque, Iowa. This door has been designed 
to operate with finger-touch control. It is 
equipped with an automatic opening check, and 
features positive closing and balance. The door 
requires 114 inches of clearance on top, and 2 
inches at the sides. It is stated that tests 
have shown the door to be weatherproof, and 
that snow, ice, and wind do not affect opening 
and closing. The mechanical construction, it is 
indicated, has been designed to simplify this 
type of door in a practical manner. The door 
is 1% inches thick, made with western pine 
stiles and rails, kiln dried. Panels are 3-ply 
laminated fir. Pre-fitted for an 8x7-foot open- 























ing, the door ready for shipment weighs 82 
pounds. The door is bored for hardware, and 
the hardware, packaged with instructions for 
mounting, weighs 52 pounds. Sales aids, in 
the form of literature on the door, are available. 


Complete Line of Garage Doors 
Featured in New Literature 


Two 4-page 2-color folders have recently 
been issued by the Wagner Manufactuirng Co., 
Cedar Falls, Iowa, on its line of garage doors. 
Featuring three grades, one folder illustrates 
the use of its quality “Glideover” doors, the 
second folder explains the construction of its 
lower priced “Rollezy” doors, and a specifica- 
tion sheet calls attention to its adjustable over- 
head door hardware designed to fit all openings 
and to modernize old garage doors. The folder on 
“Glideover” doors illustrates each of the work- 
ing parts in the mechanical operation and in- 
cludes specifications for models from stock sizes 
of 8x7-foot doors up to doors 24 feet wide 
and 24°feet high. “Rollezy” doors and hard- 
ware are furnished in eight models for any 
opening up to 12x12-foot. Adjustable overhead 
door hardware is available for modernizing 
8x8-foot doors up to 16x8 and 12x12-foot doors, 
“Glideover” doors are torsion spring counter- 





balanced, and Rollezy doors are tension spring 
counterbalanced. : Doors may be ordered with 
one or more sections open for glass. 
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Pre-fitted Overhead Type Garage 
Doors Offered 


A new overhead type garage door has re- 
cently been announced by the Fir Door Insti- 
tute, Tacoma, Wash., and the Crawford Door 
Co., Detroit, Mich. Prefitted for 8x7-foot open- 
ings, this garage door, it is stated, can be in- 
stalled in less than half a day. Equipped with 
lock and hardware included in the purchase 
price, this door is available in two designs. The 
sixteen-panel sash design is avaiable at a 





slight additional cost. Made of Douglas Fir, 
it is stated that the construction of the door 
provides for foolproof operation. The installa- 
tion of this door, the company reports, calls for 
the work of but one carpenter. Sales aids in 
the form of advertising mats for newspapers 
are available to dealers. 


Automatic Overhead Garage Door 
Equipment Is Announced 


Automatic overhead-type garage door open- 
ing equipment has been recently announced by 
Frantz Manufacturing Co., Sterling, Ill. De- 
signed to start, raise and stop the door auto- 
matically without help from hands, this equip- 
ment is declared to be easy to operate and to 
install. It is the result of the development of 
a simple lever and spring member for this com- 
pany’s door equipment. By merely loosening 
the latch, it is stated, the door starts, rises 
and stops without it being necessary to touch 
it with the hands. This automatic feature has 





been provided without increasing the sale price 
of this company’s garage door equipment, either 
to the dealer or the consumer. The company 
states that a leaflet fully illustrating and de- 
scribing this feature and its equipment is now 
available to all dealers. 


Folder Illustrates Colonial Entrances, 
Gives Designs 


A new two-color, 4-page folder on “Colonial 
Entrances,” has just been released by Roach & 
Musser Co., Muscatine, Iowa. These entrances, 
it states, are suited to any type wall. Extra- 
wide reversible pilasters, and the interchange- 
ability of head members and pilasters, are fea- 
tured. Detail drawings and designs of various 
types of doors adaptable to these entrances are 
included. Specifications and full information on 
ordering are given. The folder points out that 
the beauty and durability of the entrance estab- 
lishes the architectural character of the home, 
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contributes to the pride of ownership, and en- 
hances the marketability of the dwelling. En- 
trances, though made for 3x7-foot doors, will 
accommodate 2-foot, 10-inch or 2-foot, 8-inch 
wide and 6-foot, 8-inch, or 6-foot, 10-inch high 
doors. 


New Literature Issued on Insulation 
Properties and Applications 


A brochure and a booklet on insulation uses 
and properties has recently been issued by the 
Kimberly-Clark Corp., Neenah, Wis. Both are 
illustrated by photographs and both are letter- 
head size. The brochure entitled “Controlled 
Insulation Value” contains application and in- 
stallation data on its expanding blanket insula- 
tion. Charts and tables relating to the thick- 
ness necessary to provide economic and ade- 
quate building insulation are included. A dis- 
cussion of vapor sealing and its effect on con- 
densation is also given. The booklet, called 





“Greater Comfort . . . Winter and Summer” 
discusses the relation of insulation to fuel sav- 
ing and comfort. Heating load and savings 
tables are worked out for the reader. 


New Literature Issued on Casein 
Paint 


Three new folders on its casein paint in 
powder form, have been issued by the Reardon 
Co., Second and Clinton streets, St. Louis, Mo. 
A letterhead size 4-page folder entitled, “You'll 
Welcome Modex,” describes and illustrates the 
uses of this paint. Light reflectivity is indicated 
by a percentage chart. Economy, applicability 
and drying qualities are emphasized. A 6%x 
3¥%-inch, 4-page sample color chart is also avail- 
able. Light reflection index factors of the 
various colors are given, and the uses of the 
paint are briefly indicated. A 6-page folder, of 
the same dimensions as the color chart, pro- 
vides thorough information on the use of the 
paint on kalsomined, plastered, or glossy sur- 
faces, on coating and concealing patches or 
cracks in walls, and on wall board and other 
surfaces and fabrics. This booklet is illustrated 
with line drawings. 


A New Plywood Panel for Interiors 
Is Introduced 


A new plywood product for interior wall 
work has recently been announced by the Men- 
gel Co., Louisville, Ky. This wall board type 
panel is a hot-plate resin-bonded, 4x8-foot, %4- 
inch 3-ply southern hardwood panel. It is so 
constructed that there are no joints in the face 
of the board, and the grain of the face and back 
veneers with the 8-foot dimension. It is indi- 
cated that the manufacturer plans to use gum 
wood principally in making this product. Gum 
wood surface, it is stated, is satisfactory for 
paint and enamel finishes, and may be stained 
or finished in its natural color. The new panel, 
called “Mengel-Bord,” is also available with 
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mahogany and walnut faces. It is designed for 
use in homes, offices, and general commercial 
interior work. The company states that, through 
standardization and more complete mechaniza- 
tion of production equipment, it is able to offer 
this panel at a price that permits its extensive 
use. 





How CCC Boys Protected 
Giant Sequoia 


Wawona, Catir., Sept. 4.—“The Grizzly 
Giant” of Yosemite National Park, California, 
one of the largest living sequoia trees, esti- 
mated to be 3,800 years old, has been given 
additional protection by the CCC Wawona 
Camp. Thousands of visitors had trampled 
down the soil over the Grizzly Giant’s root 
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system so that the earth had become hard and 
compact. The sequoia’s massive trunk, 30 
feet in diameter at the base, had been occa- 
sionally marred by thoughtless souvenir hunt- 
ers. As early as 1912 efforts had been made 
to safeguard the Grizzly Giant by building 
around it a high, wire fence with iron posts. 
In 1918, however, this fence was removed be- 
cause of its unsightliness, a circle of the short 
posts, bearing a single chain being installed in its 
place. But the chain was ineffective. In 1931 
hundreds of native shrubs were planted around 
the tree, in the hope of improving the situa- 
tion. This, too, was not completely successful. 
The CCC boys have installed low guard rails 
and a heavy planting of native trees and shrubs. 
Footpaths will enable visitors to approach 
near enough to the tree to see the details of 
its bark and trunk. 





Did you ever have 
to “write lines” ? 


rf, Wood for J very Purpose 
ra Wood for Every Purpose 
t) Wood for J very Purpose 
t/ Wood for Every Purpose 


f} Wood for J very Purpose 
4 Wood for Every Purpose 
ra Wood por Every Purpose 


_A Hundred Times 


each year smart buyers remember that they can get, in the same 


car, Pine or Hardwoods, 


Oak flooring, end-matched items, 


creosoted or Wolmanized lumber, picket fence, mouldings, Gum 
trim, and other items, too numerous to mention—all in Kirby 


quality, of course. 


SOUTHERN YELLOW PINE 


SOUTHERN HARDWOODS 


KIRBY LUMBER CORPORATION 


KIRBY BLDG. ® 


HOUSTON, TEX. 
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Newsy Notes of Persons and Places 


and OFFICE 








It is announced that the retail lumber con- 
cern of Wilson & Mendenhall in Toughkena- 
mon, Pa., has been succeeded by Wilson & 
Brosius. 

Owen Downham has become manager of the 
Munger Lumber Corp., in Lafayette, Ind., 
after having been in charge of a yard in Yeo- 
man, Ind., for two years. 


Robert G. Kay is home again after a serious 
operation in a West Chester (Pa.) hospital, 
June 22. Mr. Kay’s many friends will be glad 
to hear that he is recovering so nicely. 


William N. Edwards, manager of the indus- 
trial lumber department of the Park Avenue 
Lumber & Supply Co., Chicago, has been 
elected junior vice commander of Chipilly Post 
of the American Legion for 1940. 


The Sacramento and San Joaquin Valley ter- 
ritory of Gorman Lumber Co. of San Fran- 
cisco is now being covered by M. L. Booth. Mr. 
Booth has had a varied experience of 15 years 
in all phases of the lumber business. 


Dr. Wilson Compton, secretary of the Na- 
tional Lumber Manufacturers Association, was 
an early September visitor at San Francisco 
calling on the members of the organization. His 
western trip included Seattle and other points. 


Roderic Olzendam, Tacoma, Wash., public re- 
lations director for the Weyerhaeuser Timber 
Co., spoke before the Catholic Conference on 
Industrial Problems in Seattle, August 30. His 
subject was “Men Must Work for More Than 
Wages.” 


The Builders Lumber Co., Macon, Ga., has 
moved its offices from 357 Cherry Street to an 
office building at the site of the plant on Pop- 
lar Street. By the middle of October the com- 
pany expects to have its new office building 
completed. 

The Lassen Lumber & Box Co., Susanville, 
Calif., is operating full time after being closed 
for over two years. The sawmill is running 
night and day, and it is expected that 16,- 
000,000 feet of lumber will be cut the balance 
of this year. 


Frank M. Lockerby, city editor of the Ta- 
coma (Wash.) News Tribune and correspond- 


ent in that city for the AMERICAN LUMBERMAN, 


visited the office of the latter publication Aug. 
25 while in Chicago. He left for home the 
following day. 


M. S. Baer, Jr., of the hardwood producing 
and distributing firm of Richard P. Baer & 
Co., Baltimore, has returned to North Caro- 
lina where he is looking after the operation of 
mills at Elizabeth City and Morehead City. 
Prices are reported somewhat better. 


Leo Elkins, manager of the Holcomb-Dut- 
ton Lumber Co. at Chase, Ill., and Mrs. Elkins 
entertained customers of the company, Aug. 23, 
with a lawn party at their home. Nearly 400 
were present and enjoyed an evening of enter- 
tainment and refreshments. 


Hal Eward, northern representative of the 
Atkinson-Stutz Co., wholesalers, San Fran- 
cisco, is making rapid progress in a hospital 
from effects of an appendicitis operation, and 
Jerry Stutz, partner in the firm, spent some 
time in the Veteran hospital for a general go- 
ing-over. 

C. C. Stibich, formerly sales manager of the 
Tahoe Sugar Pine Co., Auburn, Calif., has 
moved to San Francisco to be associated with 
Dant & Russell, Inc., working out of the office 
there with Seth L. Butler. He will handle sales 
of Ponderosa and sugar pine as well as Doug- 
las fir and Port Orford cedar. 


The report has come from England that 
John Pinnerton of Duncan, Ewing & Co., Ltd., 
lumber importers of Liverpool, left that coun- 
try recently with the intention of establishing 
residence in America. He has visited the 
States a number of times, and is well known 
by lumber exporters. 


G. N. Hutton, of Hutton & Bourbonnais Co., 
Inc., Hickory, N. C., Appalachian hardwood 
manufacturer, accompanied by Mrs. Hutton and 
their son, motored to Norfolk, Va., Aug. 26, 
where they boared a coastwise boat for New 
York. They spent a week “doing the fair,” 
and returned by boat to Norfolk from which 
they drove back to Hickory. 


The Central Lumber Co., Charlotte, N. C., 
furnished all millwork and lumber for a 60- 
apartment building just completed in that city. 
The building, of old-English architecture, is 





Identifying Alphabet Makes 
Use of Names of Woods 


The Lumbermen’s Credit Association, Inc., 
Chicago, has made a move which it is thought 
that all retail and wholesale lumber dealers 
in the nation will heartily endorse. Titled, 
“Let’s Be Lumber Minded”, the 314x5%4-inch 
card contains an alphabet whose every letter 
is identified by a wood or industry term. The 
card was designed for hanging near telephones 
in lumber offices for ready reference during 
conversations during which it frequently is 
difficult to understand a word. 

The LCA will be glad to send any retailer 
or wholesaler as many of the cards as he re- 
quests, and will furnish additional ones as they 
are needed. 





Hang This Card Near Your Phone 


LET’S BE LUMBER MINDED! 
Why advertise Boston and it’s Beans by using 
them in telephone conversations to distinguish 
a word beginning with B from one starting 
with D or E ete. 


Enough of that! Let’s start boosting our own 
industry by using the identification below: 


Aas in Ash N as in Nails 

B “ “ Birch O “ “Oak 

C “ “ Cedar P “ “ Pine 

D “ “ Door Q “ “ Quotation 
E “ “ Elm R “ “ Redwood 
F “ “ Fir S “ “Spruce 

G “ “Gum T “ “ Tamarack 
H “ “ Hemlock U “ “ Uppers 

I “ “ Industrial V “ “ Veneer 

J “ “ Juniper W* “ Walnut 
K “ “ Kiln X “ “ X-ray 

L “ “ Locust Y “ “ Yard 

M “ “ Maple Z “ “Zero 


Respectfully Submitted 
The LUMBERMEN’S CREDIT ASS’N INC. 
EXECUTIVE OFFICE 
CHICAGO 











United use of such an identifying system as printed 
on this card could not help but make the public 
and industry more “lumber-conscious” 
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fully insulated. Hardwood floors were laid in 
all the rooms of each apartment except in the 
bathrooms which have tile, and the kitchens 
which have inlaid linoleum. 


The Peterson & Johnson Bros. Lumber Co., 
Lakeview, Ore., whose mill was destroyed by 
fire last spring has resumed operations. About 
50 men have been called back to work, accord- 
ing to L. E. Kircher, office manager. A night 
shift will be added as soon as mechanical dif- 
ficulties in operating the new mill are elimi- 
nated, and the personnel will thus be doubled. 


Fred E. Maurmann, for the last 12 years 
associated with various architectural firms 
in Tacoma, Wash., has been placed in charge of 
the planning department of the Reliance Lum- 
ber Co. of Tacoma. He will be in charge of 
architectural designing and planning of homes 
and industrial buildings. He studied architec- 
ee and engineering at Washington State Col- 
ege. 


Norman C. Sawers, J. Fyfe Smith Co., Van- 
couver, B. C., accompanied by his wife, son 
and daughter, was a recent visitor at San Fran- 
cisco on a pleasure tour of the Pacific Coast by 
motor with the objective of attending the an- 
nual convention of the Pacific Coast Wholesale 
Hardwood Distributors Association in San 
Francisco, Sept. 14-16, on his way home. Mr. 
Sawers is vice-president of the association. 


Ralph W. Hansen has taken up his new duties 
at the Seattle office of the Red Cedar Shingle 
Bureau where he has charge of publicity, public 
relations, and direction of the field staff. Mr. 
Hansen has been with the bureau for the past 
four years, engaged in traveling continuously 
in various parts of the country. The publicity 
department of the bureau was formerly under 
the direction of L. E. Thorpe, who is now a 
member of the staff of the Western Retail 
Lumbermen’s Association. 


Taking advantage of the large reader inter- 
est in the “Annual Progress Edition” of the 
Sacramento Bee, the California Door Co., lum- 
ber manufacturer of Diamond Spring, Calif., 
had a display ad in this year’s edition on Au- 
gust 31. Below an illustration of the mill, the 
company pointed out that it annually cut 30,- 
000,000 feet of Ponderosa pine, sugar pine, fir 
and incense cedar, and that it co-operated fully 
with the U. S. Forest Service in “plan” cutting, 
thus insuring growth for coming generations. 


Cris Brookes, representing the Buchannan 
lumber interests at Kampala in central Africa, 
recently arrived in San Francisco from Hong- 
kong after 25 years in Africa. He was taking 
his first vacation by going around the world 
and home to Canada for a visit. His firm sup- 
plies the greater part of the teakwood used for 
the decks of the British and American navies. 
Mr. Brookes, also, makes the yearly game sur- 
vey of his region for the government. This 
area is 350 miles square and contains about 
every kind of big game in Africa. 


Guillermo U. Ponce, supervisor-at-large of 
the Philippine Forest Service visited at Ashe- 
ville, N. C., during the latter part of August to 
make a study of timber utilization particularly 
in regard to small sawmill operations. Accom- 
panied by Dr. C. R. Hursh of the Appalachian 
Forest Experiment Station, Mr. Ponce spent 
some time at the Coweeta forest near Frank- 
lin, N. C., where rainfall conditions are simi- 
lar to those in Philippine forests. Mr. Ponce 
also visited the Great Smoky Mountains Na- 
tional Park and the Pisgah National Forest. 





Lumber Comes Homes 


WarrENTON, Ore., Sept. 2.—Lumber, like 
salmon, may also return to vicinity of its begin- 
a as was recently revealed at Fort Stevens, 

re. 

Soldiers uncrating new anti-aircraft search- 
lights, made by the Sperry Co. in Brooklyn, 
N. Y., noted that the lumber was stamped 
Youngs Bay Lumber Co., Warrenton, Ore., 
which is only five miles from Fort Stevens. 
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Ex-Doughboys of Spruce Division 
to Hold Reunion During 
Legion Convention 


This candid picture was snapped last week 
as plans for the reunion of ex-doughboys, who 
were members of the Spruce Production Divi- 
sion, were receiving additional consideration. 
Left to right are: A. J. Mullaney, deputy chief 
fire marshal of Chicago; William N. Edwards, 
manager of the industrial lumber department of 
the Park Avenue Lumber & Supply Co., Chi- 
cago, and Martin J. Haas, engineer of Com- 
pany 122 of the Chicago fire department. All 
three of them were members of squadron 24 of 
the Spruce Production Division during the 
World War. Mr. Edwards was in command 
of the squadron, and Mr. Mullaney was assist- 
ant fire chief of the division at Vancouver 
barracks. 

The reunion of the “ex-sprucers” will take 
place during the annual convention of the 





Three "ex-sprucers'’ of Chicago who are taking part 

in organizing the first reunion of the Spruce Pro- 

duction Division which will be held during the 
American Legion convention, Sept. 25-28 


American Legion in Chicago, Sept. 25-28. It 
is the first attempt to get the thousands of 
men who served their country in the S.P.D. 
together, and credit for the idea must go to 
Mr. Edwards who started the “ball to rolling” 
several months ago. It is planned to organize 
during the convention a permanent group of 
those who were in the Spruce Production Di- 
vision. Lumbermen who were in that division 
and will be unable to attend the convention are 
urged to send their names and addresses to 
Mr. Edwards, and will receive a copy of the 
minutes of the reunion meeting. Gen. Brice P. 
Disque, who was in charge of the Spruce Pro- 
duction Division in six States and Alaska dur- 
ing the war, with headquarters in Portland, 
Ore., is chairman of the committee making ar- 
rangements and will be present. Legionnaires 
who were in the Spruce Division are asked to 
register where they are staying upon arriving 
at the convention headquarters so that they can 
be notified about the reunion dinner. 





President's Daughter, Son-in-law 
Visit Woods Operation 


RypEerwoop, WasH., Sept. 2.—The daughter 
of the President of the United States, his son- 
in-law, and an assistant United States attorney 
general who is a former local woods worker, 
made up a trio of distinguished visitors who 
mingled with Ryderwood workers this week. 


John Boettiger, Seattle publisher, and_ his 
wife, Anna Roosevelt Boettiger, and M. Lat- 
tele of Washington, D. C., constituted the visit- 
ing party which arrived here unexpectedly Tues- 
day evening. They remained overnight and 
spent Wednesday watching Long-Bell Lumber 
Co. logging operations as guests of Clarence 
Vandercook, logging superintendent, and C. J. 
Simpson, chief engineer. 

Mr. Lattele, who 12 years ago was a timber 
faller and axeman with a logging engineering 


crew, demonstrated that he had lost none of his 
ability when he and Mr. Boettiger felled a four- 
foot tree. The group also witnessed a tree 
topping by one of Ryderwood’s expert high 
riggers. At noon, the trio had dinner in the 
woods with the men. Before departing Wednes- 
day evening, they visited the homes of several 
loggers. 





Operates Again Following Fire 


LumBerton, N. C., Sept. 4-—The Lumber 
River Pine Corp., here has started operating 
its entire plant for the first time since May 
when a fire destroyed the dry kiln, planing 
mill and the rough and dressed lumber sheds. 
The output of the plant is handled by the John 
C. Shepherd Lumber Co., Charlotte, N. C., 
which has announced that it is again ready to 
ship orders for “Lumber River Brand” No. 1 
and 2 dimension, flooring, ceiling, siding and 
dressed finish in shortleaf yellow pine. A spe- 
cialty is made of shipping mixed cars of these 
items. The new plant and equipment of the 
Lumber River Pine Corp. consists of two 60-ft. 
Moore cross-circulation kilns of the latest 
type with a holding capacity of 100,000 ft.; 
planing mill containing a modern planer, band 
resaw etc.; and ample rough and dressed lum- 
ber sheds. 





Coast Lumberjacks Compete at 
Bunyan Celebration 


Fort Brace, Carir., Sept. 4—Paul Bunyan, 
the legendary superman of America’s lumber- 
jacks, and Babe, his blue ox, stopped playing 
jackstraws with the giant redwood forests near 
here long enough to join in “The Return of 
Paul Bunyan” celebration held here Sept. 2, 3 
and 4. Paul was impersonated by big Charles 
Buck of the Union Lumber Co. 

Lumberjacks from all sections of the coast 
were on hand to compete in the program of ax 
throwing, log rolling, log chopping, hi-pole 
climbing, greased pole climbing and log buck- 
ing, staged under rules of the Pacific Logging 
Congress. 





Offers Grade-Use Recommen- 
dations for Northeastern 
Softwoods 


Cognizant of trends toward grading lumber 
on a new basis, the Northeastern Lumber 
Manufacturers Association (Inc.) has issued an 
8-page, letterhead-size, booklet correlating 
grade-use recommendations for the principal 
Northeastern softwoods with the traditional 
grades based on defect allowances. Grade- 
marking of Northeastern softwoods went into 
effect Sept. 1. This booklet describes the mark, 
the placing of the mark, and the marking 





NE NorTHERN 


LL WHITE PINE 

Mi L 
#1 COM. L 

, A i 


equipment to be used on Norway pine, eastern 
spruce, northern white pine, and eastern hemlock. 
Licensed association member mills and official 
association inspectors only are allowed to 
grade mark. Mill numbers will be assigned by 
the association, and regional grading and sur- 
veying schools will be held to instruct mem- 
bers. Mills will be subject to official inspec- 
tion without notice. In the booklet now avail- 
able, only northern white pine and eastern 
spruce are covered. There are seventeen sub- 
divisions of the use recommendations. 
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e FOR CLEANING 
UP DOORS AND SASH 







SKILSAW “ZEPHYRPLANE” is 
the last word in quality tool con- 
struction—smaller, more compact— 
cleans sash, doors and frames, removes 
scratches from plywood and other composi- 
tion board. Produces a smooth even finish— 
easier, faster, cheaper! 





Plugs into light socket. 
¢ Patented belt- 
SKILSAW, INC. | <Patented bet 
5037A Elston Ave., CHICAGO Belt ‘ 
86 East 22nd S . ; oo 
st n t., New York surt. feet 
52 Brookline Ave., Boston ee -” 
15 a. —. _ = ay 
ain Treet, ailas 
918 Union St., New Orleans ¢ Easy to handle ! 
1253 South Flower St., Los Angeles 
2065 Webster St., Oakland. ¢ Lower in price! 
Canadian Branch: 85 Deloraine Ave., 
Toronto 











Loose Leaf Tally Books d 


TALLY SHEETS with 
Waterproof Lines 
Samples and Catalog 
on Request 

Tally Cards Rules 

Crayon Gauges 

Rule Cases Hammer Stamps 

Pickaroons Marking Sticks 

Car Movers Leather Aprons 

Tally Pencils Load Binders 
Books for Lumbermen 


FRANK R. BUCK & CO. 


2133 Touhy Ave. CHICAGO, ILL. 
Car Door Lumber Rollers Sectional Board Rules 











GILBERT NELSON & CO. 


Public Accountants 


332 $. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 








Builders’ Commercial Agency 
ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 
A rating guide to the Contracting trade of 
Cook County and Cook County dealers 
Telephone Randolph 4893 Collection and Mechanics Liens 














J JAMES W. SEWALL ™ 


Consulting Forester 


JAMES W. SEWALL PHILLIPS & BENNER 
Old Town, Maine Ruttan Block 
Established 1910 Port Arthur, Ontario 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the 


following average f. 0. 
on southern pine to the Southern Pine Lumber Exchange, New Orleans, La., f 


b. mill sales prices 
or sales 


made in the period Aug. 19-25, but, where prices for this period were not available, prices 
for the month to date have been inserted and starred (*): 











West East West Bast West East West East 
Side Side Side Side Side Side Side Side 
Flooring, Standard Surfaced Finish, No. 2 Fencing &£ CM No. 2 Shortleaf 
Lengths 10-20’ Standard Lengths Dimensioa 
a8 ste papoter pemee o1S72 o1880/12 & 14.. 21.51 18.86 
B&btr Sht. 56.32 58.40|Inch thick— 1x6 ....-- . ai 23:15 20.32 
ad Basabeme > + + y+] tee 49.38 46.17) No. 2 Shiplap and |jg & 20:: 24:22 22.87 
—- a5 .. 36.50 38.00 4 o6 esate ones page oa Std. Lgth. 22 & 24 94.50 cece 
grain— Ixi6 1111 84143 54:43) 1x8 6... 21.09 20.22]2%6 
B&better.. 37.68 38.43)1x5 ...... 51.28|1x10 ..... 20.84 20.36 12 & 14 17.93 18.36 
No. 1 .... 35.47 35.42/13 .° 7. °° 8 73.13)1x12 1222: 26.64 20.43)18 ------- 18.09 18.78 
No. 2 .... 26.00 26.14 5&6/4 thick— sigers 18 ....0- 20.13 20.70 
1x4 rift— . 7 No. 3 Fencing errs 21.12 20.85 
4, Ss ° 6.54 61.45 ’ 22 & 24 25 00 25 38 
B&btr Sht. 46.00 Pate ryt 70.82 Standard Lengths 9. a 
nO Se 46.00 a ease aan 86.62 80.41 1x4 eahangiba 10.13 11.34 ws — 
 paepe 16. 16. . 20. . 
grain— - eee 19.58 20.12 
B&better.. 37.89 40.50 _— thick— - 1x6 Oht.21 15.99 16.42 18 & 20.: 21.59 21.22 
No. 1 .... 37.65 35.39 : veeeeees 3.3 gt No. 3 Shiplap and /|22 & 24.. 27.00 20.50 
No. 3 .... 18.01 18.86]5 *:-+--*° 39-70 39-85| Boards, Standard | 2x10 
1x5&10 °°: 42:02 47.70 eee em 12 & 14.. 23.10 21.95 
Ceiling, Standard | pelea 53.12 61.581 1x8 20. ie Mee 8 ae 23.10 21.51 
ngths 1x10 ..... 17.38 17.29118 & 2 23.23 22.75 
% x4— Rough Finish BBIS awaas 17.29 16.18/22 & 24..*24.50  .. 
B&better..*34.20 *32.00 10-20 No. 1 Shortleat 2x12 
%x4— B&better— Dimension 12 & 14.. 22.31 21.05 
. . ..tInch thick— 2x4 ere 23.14 23.47 
9 ee 34.88 33.10 4 47.50 12 & 14 23.76 21.25 2. 22.76 *24.43 
No. 1 ..++ 32.06 29.5716 071011! 44:20 #49.33]16 ....... 25.07 22:75[20 .-....- 27.46 24.25 
. 30.83 20.00 8 eaty 43.70 $43.00] 18 & °30.. 25.21 24.35 22 & 24... 29.50 30.00 
x5&10 .. 52. 52.13]22 & 2 ’ Cae 
Partition, Standard 12 pope: 64.75 *67.50 ia 
Lengths 5&6/4 12 & 14.. 21.19 20.98 No. 3 Dimension, 
%x4&6— thick— yer 21.99 20.96 Random Length 
B&better..*40.97 *42.38]4-8 ...... 56.40 *56.00 18 eer 20.68 22.85 ont Ghent. 
5&10 .... 59.00 $69.50] 20 o--31-+ 2312 oe etl leat... 15.52 13.97 
Drop Siding, Standard 1S seen 80.75 °73.50 2x8 7 ‘ Shortl’f & Longl’f— 
Lengths, 1x6” Casing, Base & Jamb|!2 & 14.. 22.82 21.72]5 1400 24.07 
No. 117— 10-20 BE vessens 23.15 22.20] 2x6 ...--- x ere 
Bé&better.. 37.17 ....|B&better— = 93) tot are 28-84 ox10 ......16.00 14.00 
No. 1 .... 35.10 35.67] 1%4.....-- 55.94 54.88)55 2°54" "20 #2900) 2X12 ..--- *16.95 14.80 
No. 116-—_ 1x6&8 tie 56.58 57.25) 32 & 24.. 28.80 *28.00 
B&better.. 41.25 2. | bX 5&10 58.25 60.50 12 31.66 29.56 
aay a ee > eed “- ‘t7| Timbers, 20 & Under, 
—  ereeee 31.57 29.47 ’ , 
Assorted patterns— Ne. 1 Fencing, 10-30 Beene 30:93 30.43 o.1 
B&better.. 38.94 39.03|1X4 -.---. 33.03 28.75/13 @& 20.. 32.13 31.00 
No. 1 .... 38.06 34.13|1x6 ...... 31.06 *34.16 2 & 24..*36.50 *35.75 ee as — 
x x4&4x4.. . x 
Plaster Lath No.1 Shiplap and [i> & 14.. 35.29 30.20)4x6—8x8.. 25.42 24.78 
a Boards, 10-20’ eee 35.40 33.08|3&4x10 .. 30.00 29.50 
%x1%”, 4 ee 32.89 *30.00]18 ....... 35.67 *33.5815x10—10x10 30.00 *32.75 
No.1 .... 4.34 4,.691|1x5&10 33.36 *36.00/20 ....... 38.50 38.00] 3&4x12 .. 38.40 31.00 
No. 2 335 3.00'1x12 ..... 45.00 *47.88122 & 24.. 47.00 *43.4415x12-12x12 44.00 *31.00 
Seattle, Wash., Sept. 2.—Prices for red Following f. o. b. mill prices on actual 


cedar siding in mixed cars, new bundling, 
8 to 18 foot, f.0.b. mills are: 


Beveled Siding, %-inch 


Clear i = 
6405's 02405008 $25.00 $23.00 $19.00 
OD eu eewe mata oe 31.00 24.00 22.00 
WG = waskseneeeeed 35.00 31.00 28.00 

Clear Bungalow Siding, %-inch 

BED deere ak deanwe one de ewe elean etnenue .00 
DRS aoe biel ach Sead ohed vie heaps ¥55.00 
SE sheesh edaneesuacians a ee . 69.00 


Finish, B&better, S82 or 48, 6-16’ 


82S or S4S 

e or Rough 
BRIT itticds ank de ad dr ceed aber siti itsaacicg $75.00 
DEE Keevsecedeoecnbeneeses 7 enecsbata 80.00 
DT Gihewaweaneeekseneen S  teavenes - 88.00 
DT : snes ihotawnancee ct» becenewes. Cle 
1x16” Chbweedewvad caee $ebesareoeuscgeas Ge 
1x18” SRR eRoKS yee rere 
1x20 $t0esUCeiceesnececeone BT 


IIE tics nin co matnxaaieenciencaa cae ae 


Ceiling or Foloring, B&beter, 4-16’ 


1x3” Sadussesveseseiyessveees ees veeerntmmmEE 
TET inh biden wa anus dace eetiraladicne aaa aes ac .00 
Discount on Mouldings 6-20’, Odd Lengths 
Series 8000— 

Listing under $4..... 


ed edna anes 
Listing $4 and over... 


eoccccccccecc OOM 


Clear Lattice, 5/16”, 4 to 16’ 
100 a 


MT Gs #eeud Condeutnyeseus¥séecunn wees ° 
+f COC CCC COCO SCE Oe OES CCOCCOeOCETOCCCTCS OME 
” 


TOreTereTerrerrrrrrrereric CTT Terre | 


1 





sales were reported to the Western Pine As- 
sociation by members during the period from 


Aug. 21-Aug. 26, inclusive. 


Averages include 


both direct and wholesale sales, and are 
based on specified items only. Quotations 
follow: 
Ponderosa Pine 

SELEcTsS, S2 or 4S— 5/4x8 6/4x8 

1x8 & wdr & wdr. 

3 > {eee $56.96 $70.25 aedete 

2 See 39.70 54.25 i 

SHop, S2S— No. 1 No. 2 

ee re $34.46 $21.90 

As a re ee en 32.59 21.56 

—— S2 or 4— No. 2 No. 3 

oe Aree $25.83 $19.67 

WE GEE htt cadcsamicnsing ees 28.43 19.60 

No. 4, 4, Sa i.e ba teu as 6% oec eens $12.38 

Idaho White Pine 

5-6/4x8 

SeLects, S2 or 4S— 1x8 & wadr. 

eS Se > ee ee $70.82 ecw 
Goumttty CT) Wess. sec cccccwce 41.11 


Commons, S2 or 4S 





Colonial Sterling mone 





No.1 No. 2 
=. D ccaddowneeaen = 23 $32.41 $23.09 
sik thomniaed 5 39.19 26.86 
Utility (No, 4) 4/4, RWRE eeanine are tin bale $15.63 
Sugar Pine 
SELeEctTs, S2 or 4S 1x8 5/4x8 6/4x8 
& war. & war & wdr 
1 ae eee $71.62 Bod $73.83 
Sf a eee 67.00 $66.71 wean 
NN a oka a bo Bec 2.00 Eee ae 
SHop, S2S— No. 1 No. 2 No. 3 
| Eee $41.29 $26.79 $18.50 
ee 37.15 26.50 19.12 
Pe ere oe 47.32 30.54 21.00 
Larch-Douglas Fir 

po ee Se eae . + $19.74 
eR: Te is, ED occa ceidccce dees 19.82 
moards, No. 5, Be OF Ber 1B. oc cscccccsce 17.33 
Flooring vert. gr. C&Btr., 4 RL.... 37.25 
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RED CEDAR SHINGLES 


Seattle, Wash., Sept. 2.—Below are listed 
average prices received for Certigrade red 
cedar shingles sold direct to the trade: 


Royals: 
OE TE ado. ede nnd tae ake wmamareine awte $3.30 
NIN TENE) <275)S. as.aye' oh w Gao ay we aNG ater Win canal - 2.25 
PP, Calihan alle dh aitieale. oh a8 bom aean Sy eee Bad aerate 1.65 
Perfections: 
de rrr a $3.50-3.60 
gk AE eee eer 2.40-2.50 
OT EE 25S add baa eo da DOR eC O aE 1.80-2.00 
XXXXX: 
MME Cie ori Weede es Cees. veer ber $3.05-3.10 
[ og ee errr ree 2.20 
ge. Br ee ea ee - 1.65-1.75 





WEST COAST LOGS 


Seattle, Wash., Sept. 2. 
logs are as follows: 


Fir No. 1, $21-24; No. 2, $16-17; No. 3, 
$10.50-12. Peelers, No. 1, $32; No. 2, $26-27. 


a Shingle logs $16.50-18; lumber logs, 





Average prices of 


Hemlock: No. 2&3, $10.50-11. 


F, O. B. MILL PRICES OF 
SOUTHERN HARDWOODS 


Following are ranges of f. o. b. mill prices 
on rough, air dried southern hardwoods, 
from reports of sales made during the week 
ended Sept. 5: 


Qrtd. Red Gum 
“ees 





Plain Red Oak 
- 





FA 
7 ee OOP 4/4 ens 41.00 
WE Sscaleais 79.00 No. 1 & Sel.— 
27 ree RGO0 S/S w0<8 0% 3.00 
YY) Bere 75,00 @ 88.00  Bepatake 27.50 @29.50 
vi { a 81.00 Plain Poplar 
3 ee 35.00 | FAS— 
<<  Sepene 35.00@37.00 | 4/4 ...... 55.00 
Plain Red Gum ‘ ES atte 
atl - | No. i Gom.— : 
a at 68.75 wale 
No. 1 & Sel.— aoe vere oc.08 
'\ 27.75 @ 33.50 as seeeee =~ 
6/4 41.25 | 9/4 ....-- Ee 
Oo om. re eee . 
pneauks 17.00 7? wedeees: Ma eeese.ee 
Qrtd. Sap Gum No. 2B Com.— 
FAS— me 13.25 
35.75 @41.75 sdiciealas 
Ve ety 38.00 @39.25 Ash 
No. 1 & Sel.— FAS— 
Be cciseias 20.00 | 12/4 ..... 61.50 
oT ena 24.00@31.75 | No. 1 & Sel.— 
So eee 25.00@30.50 | 6/4...... 32.00 
| eee 25.00@33.00 | 12/4...... 42.00 
ay See 25.00@27.50 | No. 2Com.— 
Plain Sap Gum 12/4 io ew 22.00 
FA a 
eS 26.00] pag 
Sr ccene's ouer | 4/6 ..... 26.50 
4/4 eoeeeece 29.00 @34.75 8/4 hi 28 50 
Ty ey 32.00@35.00 | No. 1° & ‘Sel.— . 
Bee 33.00@37.75 | 474 18.50 
No. 1 & Sel.— eT ow 19.50 
Bees 15:00920.00 | No, 2 Com— 
er e a ° 
ov? pete 19.00@22.25 | 4/4 ----:- 12.00 
— cian Setanta rae Cottonwood 
ee eT a 2.20 
No, 2 Com O—pt-— wm 
tS pene i1.00@13.00 | */4 ------ . 
Qrtd. Black Gum Plain Sycamore 
FAS— 5 
1; eS 33.50 ee 29.50 
“oe 38.00 | No. 1 & Sel.— 
No. 1 & Sel.— ak eee ees) 20.50 
1 ee : 
ee 44.00 | 5 Willow 
No. 2 Com.— 4/ 37.00 
Bart. saucer 21.50 No ié Sel— ° 
Qrtd. Tupelo BSED 29.00 
FA aa 29.00 
> ane 41.75 
No. 1 & Sel. Magnolia 
oy eee 31.75 | FAS— . 
vast” Tupelo Sa place ee 54.50 ons 
4 26.75 | No. 1 & Sel.— 
A 1. & Sel.— TR vevces 29.75 
Reape 17.50 @21.00 6/4 ....-. 32.00 
> SaRee "00 | 8/4 ...---- 31.00 @33.00 
Plain White im Pecan 
FA FAS— 
Ls 
i GOS VEE hiscds 46.75 
No. 1 & Sel. No. 1 & Sel. 
ee 30.00 | 6/4 ...... 31.75 
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Current Market Review 


The whole lumber industry is feeling 
the effects of the outbreak of war in 
Europe, and expert analyses of the situa- 
tion are presented in preceding pages of 
this issue. Too close analogies should 
not be drawn between the situation of 
this country at the beginning of the 
Great War, when the United States was 
a debtor to many belligerents, and now 
when it is a creditor and the financial 
position of possible foreign buyers is cor- 
respondingly reversed. But, as long as 
the warring nations can finance pur- 
chases, domestic food and cotton produc- 
ers are certain to benefit, and therefore 
those who supply farm lumber needs; 
while other industries by their foreign 
sales are also likely to create additional 
buying power. And expansion in buy- 
ing power may give home building the 
stimulus that has been lacking during a 
period when foreign markets were closed 
because wars and _ re-armament had 
greatly diminished the consumption of 
American forest and farm _ products. 
Should such demand increase, it will find 
the industry machinery for merchandis- 
ing and financing small homes especially 
in readiness. 

Foreign business is already difficult 
because of the tying up of belligerent 
shipping, the sinking of merchant vessels, 
lowering of efficiency in their use through 
necessity for convoys, and diversion of 
much tonnage to carrying war supplies— 
so that ocean rates are already mounting. 
The closing off of water shipments of 
Baltic lumber to the importing countries 
of Europe and the rest of the world, 
where it has competed with the Ameri- 
can products, however, will undoubtedly 
turn a large part of the war-time de- 
mand to North America; but this de- 
mand will be limited by blockades and 
by higher prices and transport costs. 
British Columbia will be a large source 
of supply to the Allies, but shortage of 
vessels for the long trip to Europe and 
consequent high rates certainly will cause 
buyers to seek to fill their needs in the 
Maritime Provinces of Canada and per- 
haps in the Northeastern States, which 
have been facing a difficult problem in the 
marketing of a big cut of lumber from 
logs salvaged after last year’s hurricane. 
In the Atlantic Coast market, there will 
surely be less competition from Provin- 
cial spruce—and spruce imports in the 
first seven months of 1939 were larger 
than those of any other species; and less 
competition also from British Columbia. 
Western Canada, if it later finds diffi- 
culty in shipping to Europe, may seek a 
larger market in the United States, un- 





Moderate Cost House Plans are 
Published in Every Other Issue. 
WATCH FOR THEM 


der the provisions of the new Trade 
Treaty, and additional imports from this 
Province, at a time when a slowly en- 
larging United States export trade had 
been cut off, would result in keen com- 
petition for domestic producers. If 
Canadian exchange should decline, un- 
der the influence of heavy purchasing for 
Empire war needs, the protection of the 
present American import charges would 
perhaps be lost. It seems unlikely that 
there will be any war market for air- 
plane spruce; nor for wood ship building 
material. 

Booming prices of practically all com- 
modities will of course advance the cost 
of producing lumber, so that many whole- 
sale and retail distributors have been 
crowding into the market for future 
needs. They are also influenced by the 
prospective advance in minimum wages 
and reduction in working hours Oct. 24, 
because the mills have been showing re- 
luctance to maintain production when 
unable to mark up their prices suffi- 
ciently to absorb added labor expense. 
Buyers in the water-served Atlantic 
Coast and California markets fear short- 
age of vessels and higher rates, and a 
waterfront labor tie-up Sept. 30. The 
markets are also showing the effects of 
continued heavy rains in the South, that 
have slowed logging, also lumber 
seasoning and shipping; but it is to be 
noted that the serious forest fire hazard 
of this season in the Northwest that had 
curtailed logging has been brought to an 
end by rains. Mill prices of softwoods 
have had only moderate advances so far, 
according to reports, but others are 
probable; and hardwood prices show lit- 
tle change except a tendency to stiffen 
because of shortages and improving in- 
dustrial demand. 





DOUGLAS FIR 


Seattle, Wash., Sept. 2.—Current quotations 

f. o. b. mill on Douglas fir items in mixed 

cars for rail shipments direct to the trade 
appear below: 

Vertical Grain Flooring 

B&Btr. Cc 


D 
i) rs $39. 00 $31.00 $22.50 
Flat Grain Flooring 
DM io roks.c aisalareoaioed $28.00 $24.00 $19.00 
DO iowa sae 31.00 28.00 22.00 
Drop Siding 
1x6 Pat. No. 106....$31.00 $28.00 $21.00 
1x6 Pat. No. 116...< @21.00 28.00 22.00 
Ceiling 
eee a $26.00 $24.00 $17.00 
SEW sc. ssehuwae satan 26.00 24.00 16.00 
Common Boards and Shiplap 
1x8 1x10 1x12 
a ee $19.00 $19.00 $19.00 $23.00 
a es 15.v0 15.50 15.50 16.00 
ae 10.00 10.00 10.00 10.00 
No. 1 Common Dimension 
12 14 16 18 20 
Se or $20.00 $20.00 $21.00 $21.00 $21.00 
_) 20.00 20.00 20.50 20.50 20.50 
SS Sree 20.00 20.00. 20.00 20.00 20.00 
UID cars aig orale 21.00 21.00 21.50 21.50 21.50 
SR he eees 22.00 22.00 238.00 23.00 23.00 
No 1 Common Rough and/or Surfaced 
Timbers 

4x10 planks 20 feet and shorter and 
I igen 6 0 eb ave @ aa.eacace She *<Scel Ores $18.00 
eee) ea ert 17.00 
CREE Se Ol Se Pe ca oy hb 0 oe eons vs) ROS 
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OAK FLOORING 


Following are current quotations on oak 
flooring in carlots, f.o.b. Memphis and John- 
son City, Tenn., and Alexandria, La., as points 


of origin. Hx2%" tex1%” x2" %x1%” 
Clr. qtd. wht.. 00 00 00 $65.00 
Cr. ote. red.... i ‘00 vy 00 “Shoe 60.00 
Sel, qtd. wht.... 62.00 50.00 53.00 47.00 
Sel. qtd. red....- 59.00 50.00 56.00 50.00 
Clr. pln. wht.... 64.00 49.00 55.00 46.00 
Clr. pln. red.... 64.00 52.00 48.00 47.00 
Sel. pln. wht.... 58.00 46.00 44.00 37.00 
Sel. pln. red.... 58.00 49.00 41.00 41.00 


No. 1 com. wht.. 54.00 43.00 36.00 31.00 
No. 1 com. red.. 54.00 44.00 36.00 34.00 
No. 2 common.. 37.00 31.00 30.00 22.00 


Cie: GOR WE 66 cee Nee es $80.00 $75.00 ra 
eS _ ee ee 75.0 70.00 re. 4 
ee ee 62.00 60.00 er 
Ne eere 62.00 60.00 Suis 
ee: 62.00 61.00 is 
ee. 62.00 61.00 — 
SS a reer 53.00 55.00 
PN ME vcokctawene Cae 53.00 53.00 
MO. 1 COM. Wt... 25 ccs 47.00 45.00 44.00 
Oe, 1 COIR. TOG. ...06 0000 48.00 46.00 42.00 
MO... 3 GOMMMOM. 66:00:65 34.00 29.00 


New York delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Johnson City origin: For 
t$-inch stock, $8; for %-inch, $4; for %- and 
fs-inch, $4.50. 


Chicago delivered prices may be obtained 
by adding to the above the following dif- 
ferentials figured on Memphis origin: For 
##-inch stock, $6; for %-inch, $3; for %- and 
fs-inch, $3.50. 








Stocking This Nationally 
Advertised Flooring Pays. . 


You know it’s Northern Hard 
Maple when you stock trade- 
marked MFMA Maple Flooring, 
guaranteed to conform to exact- 
ing Association grade standards. 
The following manufacturers are 
licensed to use the MFMA trade- 
mark: 


Beck, August C. Co., Milwaukee, Wis. 

Brown Dimension Co., Manistique, Mich. 
Bruce, E. L. Co., Memphis, Tenn. 

(Mill at Reed City, Mich.) 

Connor Lumber & Land Co., Laona, Wis. 
(Sales Office, Marshfield, Wis.) 

Farrin Lumber Co., M. B., Cincinnati, O. 

Holt Hardwood Co., Oconto, Wis. 

Kerry & Hanson Flooring Co., Grayling, Mich. 
Kneeland-Bigelow Co., Bay City, Mich. 

North Branch Flooring Co., Chicago, IIL 

Oval Wood Dish Corp., Tupper Lake, N. Y. 
Robbins Flooring Co., Rhinelander, Wis. 
Stephenson Company, I., Wells, Mich. 

Wells, J. W. Lumber Co., Menominee, Mich. 
Wisconsin Land & Lbr. Co., Hermansville, Mich. 
Yawkey-Bissell Lumber Co., White Lake, Wis. 


MAPLE FLOORING 
MANUFACTURERS ASSOCIATION 


1795 McCormick Building, Chicago 


Floor with Maple 


(Northern Hard) 
THE LONGEST-WEARING COMFORTABLE FLOOR 
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NORTHERN HARDWOOD 


Following are prevailing quotations f. o. b. 
Wausau, Wis., on northern hardwoods: 

No.1 No.2 No.3 

Brown Ash— FAS Sel. Com. Com. Com. 

mn waceewed $60.00 $50.00 $36.00 $25.00 $17.00 


nk. «iteedne 65.00 55.00 39.00 27.00 18.00 

tines awe 70.00 60.00 46.00 31.00 18.00 

Me acseeene 75.00 65.00 49.00 33.00 19.00 

No.1 No.2 No.3 

Basswood— FAS Sel. Com. Com. Com. 

weeaaaierd $78.00 $68.00 $48.00 $24.00 $18.00 

UR wineiewas 83.00 73.00 53.00 28.00 20.00 

)“—— 86.00 76.00 54.00 30.00 22.00 

SS 93.00 83.00 64.00 32.00 22.00 
eae: 98.00 88.00 71.00 44.00 
SG cnadaeen 103.00 93.00 76.00 49.00 
ee wade’ 70.00 60.00 39.00 23.00 


Key stock, 4/4, No. 1 and better, $78; or on 
grades, FAS, $88; No. 1, $68; 5/4, No. 1 and 
better, $83, or on grades, FAS, $93; No. 1, $73. 

No.1 No.2 No.3 
Hard Maple— FAS Sel. Com. Com. Com. 
,, Seer $70.00 $55.00 $45.00 $28.00 $14.00 


, ghkenae ee 75.00 60.00 50.00 32.00 16.00 
a --- 78.00 63.00 53.00 34.00 16.00 
| eae? 83.00 68.00 58.00 34.00 17.00 
TE ig ce aracquarl 83.00 68.00 58.00 35.00 17.00 
, eae $8.00 83.00 66.00 40.00... 
a 98.00 83.00 69.00 40.00... 
Bae avesuess 118.00 103.00 81.00 43.00... 
a a 118.00 103.00 81.00 43.00... 
Dee vasconer 158.00 143.00 121.00 as 
No.1Com. N No. 3 
Soft Elm— FAS Sel. Com Com 
Re ERS 47.00 $37.00 $26.00 $18.00 
De eicees ead 52.00 42.00 28.00 19.00 
- ae 52.00 42.00 28.00 20.00 
Cl eee 55.00 45.00 31.00 20.00 
 , eee 58.00 48.00 33.0 es 
ees 63.00 53.00 38.00 “a 
No. 1 No. 2 No. 3 
Rock Elm— FAS Com. Com. Com 
Pa 48.00 $30.00 $19.00 $15.00 
eae 53.00 35.00 21.00 17.00 
DD :a5 aan wate 63.00 43.00 23.00 17.00 
eee 68.00 53.00 28.00 20.00 
SRA 78.00 63.00 40.00 
Se. Vaduewe es 88.00 73.00 45.00 25.00 
No.1 No.2 No.3 
Birch— FAS Sel. Com. Com. Com. 
| rarer $80.00 $64.00 $44.00 $25.00 $16.00 
SE. avana to 85.00 69.00 49.00 32.00 17.00 
err. 88.00 74.00 54.00 37.00 17.00 
De wieuccws 91.00 81.00 64.00 42.00 18.00 
— aa 96.00 86.00 73.00 45.00 17.00 
OT eee 101.00 91.00 78.00 50.00 17.00 
re 156.00 146.00 121.00 .... nee 
CS a? 70.00 58.00 40.00 23.00 44.00 
2) are eee 72.00 60.00 43.00 24.00 25.00 
No.1 No.2 No.3 
Soft Maple— FAS &Se Com. om. 
i ree $59.00 $41.00 $24.00 $16.00 
rrr . 66.00 46.00 28.00 17.00 
Dl sceseeceraeeoweg 76.00 51.00 33.00 18.00 
BPE vetavawerehaces 81.00 56.00 33.00 18.00 





WISCONSIN HEMLOCK 


Following are prices f. o. b. delivery points 
in Wisconsin, Upper Michigan and Chicago 
territory: 

No. 1 Hemlock Boards, S1S or SIS1E Stand- 
ard and Extra Standard: 
8 10, 12&14 16 


Be @ scecectocasaued $30.50 $31.50 $33.50 
SD ave ctvesvecanied 28.00 29.00 31.00 
BO: vecascacesesace 30.00 31.00 32.00 
BE a6eveguves ements 30.00 31.00 32.50 
ee 31.00 32.00 33.50 


For drop siding, ceiling, fancy shiplap 
grooved roofing or partition, add $3.00. 
No. 1 Hemlock Dimension, S1S1E or S4S 
Standard and Extra Standard: 
8 10, 12&14 16 


a re $33.50 $33.50 $33.50 
To. odawad haw bods 32.50 32.50 32.50 
TE © ccctesenncovewe 33.50 33.50 33.50 
2x10 ........22e0004 35.50 35.50 35.50 
S| ae 36.50 36.50 36.50 


Amemcanfiumherman 
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OBITUARY RECORD 








M. H. McCALLA, 56, well known Phoenix, 
Ariz., lumber and building supply company 
executive, died unexpectedly in Utica, N. Y., 
Aug. 22. Mr. McCalla, president of the Fox- 
worth-Galbraith Lumber Co.; the Arizona 
Sash Door and Glass Co.; the Foxworth-Mc- 
Calla Lumber Co., all of Phoenix, Ariz., was 
in good health when he left home to meet 
his wife who had been taking care of their 
daughter's child in Utica, while the daugh- 
ter and her husband were visiting Europe. 
His widow, his daughter and his granddaugh- 
survive. 


THOMAS ALIBONE WASHINGTON, 52, of 
the wholesale hardwood lumber firm of 
Washington-Ralls Lumber Co., Nashville, 
Tenn., died Aug. 21. He entered the lumber 
business when a young man and never left 
it. Mr. Washington’s hobby was the raising 
of iris, and he was the winner of the Dykes 
medal for propagation of the flower. The 
honor is the highest in the iris field. Sur- 
vivors are his widow, a daughter and two 
sisters, 


WILLIAM H. BAKER, JR., 55, general 
manager of the Northeast Lumber Co., Hunt- 
ington, W. Va., died following a brief ill- 
ness, Aug. 23. Born March 3, 1884, at Par- 
kersburg, he went to Huntington in 1917 
and became affiliated with the Hutchinson 
Lumber Co. He is survived by his widow, 
his father, three brothers, four sisters, four 
sons, a daughter and a granddaughter. 


GEORGE W. TROUT, 78, who up until his 
retirement eight years ago was connected 
with the S. J. Peabody Lumber Co., now the 
Morsches-Nowels Lumber Co., Columbia City, 
Ind., died after several months illness, Aug. 
20. His widow, two sons and a daughter 
ter survive. 


MALCOLM NIGHTINGALE McCULLOUGH, 
61, for the past twenty-two years connected 
with the Eppinger-Russell Lumber Co., Jack- 
sonville, Fla., died after two years illness, 
Aug. 23. Mr. McCullough was born in Bruns- 
wick, Ga., 1878. He is survived by his 
widow, one daughter, one son, and two sis- 
ters. 


J. ERNEST BLEDSOE, 56, president of the 
Georgia Basket and Lumber Co., Fort Valley, 
Ga., died unexpectedly at St. Simons Island, 
Aug. 17. Mr. Bledsoe was fishing off a pier 
when he was stricken by a heart ailment. 
He had been ill about a year but was be- 
lieved to be recovering. Surviving him are 
his widow, a sister, a brother, and a daughter 


MRS. ALICE L. STURDIVANT, mother of 

H. Sturdivant who operates a lumber 
company in Toledo, Ohio, under his own 
name, died at her home in that city, Aug. 28. 
She was a sister of the late Dwight L. Peter- 
son, who was head of the Hixon-Peterson 
Lumber Co. in Toledo. Mrs. Sturdivant was a 
member of the D. A. R. 


B. T. FRENCH, 79, founder of the French 
Lumber Co. in Hawarden, Iowa, and active 
in it until he turned its management over 
to his sons a few years ago, passed away 
Aug. 29. Mr. French served as mayor of his 
town for three terms, and was active in com- 
munity affairs. Survivors are three sons, 
Clarence, S. Q., and Leslie French. The last 
named is president of the Queal Lumber Co., 
Des Moines. 


J. T. RHODES, 71, president of the First 
Avenue Coal & Lumber Co., Birmingham, 
Ala. since he founded it in 1908, died in his 
home Aug. 28. He was active in State asso- 
ciation work, and a prominent banker of his 





APPALACHIAN HARDWOODS 





Cleveland, Ohio, Sept. 4. 


Cleveland: 
as: le? 5/4 6/4 
MD ccccocceeee $35.00 $90.00 
sad & Sel.. 45. 00 55.00 57.50 
Plain White Oak: 
F. +acemnee .00 110.00 115.00 
No. 1 C.&8... 55.00 60.00 65.00 
Plain Red Oak: 
FA evstoce Que 85.00 95.00 
No. 1 rot &8... 54.00 59.00 64.00 
Poplar: 
ae eecceses Gee 95.00 97.50 
No. R C.&8... 55.00 57.50 60.00 
mG. eseses 62.00 67.00 67.00 
No. “3 A Com. 35.00 42.00 44.00 
Basswood: 
WM cacceees 77.00 82.00 82.00 
No. 1 C.&8... 82.00 57.00 59.00 
No. 2 Com... 32.00 37.00 39.00 


Following are current prices on Appalachian hardwoods, f. o. b. 





8/4 10/4 12/4 16/4 
$92.50 $110.00 $120.00 $135.00 
62.50 80.00 90.00 110.00 
125.00 145.00 160.00 185.00 
70.00 85.00 95.60 120.00 
105.00 135.00 145.00 175.00 
69.00 $4.00 94.00 118.00 
105.00 125.00 140.00 160.00 
70.00 - 85.00 95.00 115.00 
82.00 f Chestnut: 4/4 56/4 6/4 #8/4— 
52.00 FAS ....... 90.00 105. 90 105.00 115.00 
No. 1 C.&S.. 75.00 80. 80.00 80.00 

92.00 HND 39.00 42. 00 43.00 50.00 
64.00| No. 1C.&Btr. 35.00 38.00 38.00 45.00 


42.00! Snd. Wormy.. 29.00 31.00 31.00 37.00 


community. His widow, three sons and three 
daughters survive. 


MARTIN B. HEALY, 49, traffic manager of 
John L. Alcock & Co., Baltimore, Md., for 
many years, died Aug. 31. He began work- 
ing for the company when 14, and was con- 
nected with it continuously except for the 
period he served overseas in the World War. 
His widow and a daughter survive. 


JOHN T. HELFRICH, 68, vice president of 
the Helfrich Lumber & Manufacturing Co., 
Evansville, Ind., died Aug. 26. He was con- 
nected with the firm for 30 years. His widow, 
two daughters, two sisters, and a brother, 
Edward, president of the company, survive. 


NELS T. ESPEDAL, 58, inspector with the 
Pacific Lumber Inspection Bureau at Aber- 
deen, Wash., died Aug. 26. He had lived in 
Aberdeen ever since leaving Norway 38 years 
ago. Surviving are his widow, two sons and 
eight brothers. 


LESTER G. GRAHAM, 72, secretary-treas- 
urer of the Gillis Lumber Co. and the J. W. 
Landis Mill Co., both of Chicago, passed away 
Sept. 1 in his home at Evanston, Ill. He 
had been in the lumber business 40 years. 
His widow survives. 





NORMAN Y. STODDARD, 55, plant super- 
intendent of the Lamm Lumber Co., Modoc 
Point, Ore., died in Klamath Falls, Ore., Aug. 
29. His widow, a daughter, twin sons, five 
brothers and seven sisters survive. 





PHILLIP H. KOONCE, 43, lumberman in 
Leggett, N. C., was killed instantly when a 
plane in which he was riding crashed, Aug. 
22, near Rocky Mount. Three other passen- 
gers also perished. 


S. MALCOLM EDWARDS, 49, connected 
with his father’s firm of B. W. Edwards & 
Sons, Inc., Baltimore, Md., died Aug. 28 of 
a heart attack while vacationing. His 
widow, two brothers and a sister survive. 


MISS ELIZABETH A. HERDMAN, daugh- 
ter of James Herdman, founder of the Herd- 
man Lumber Co., Zanesville, Ohio, died after 
two years illness, Aug. 21. She is survived 
by one brother. 


IRVING W. YOUNG, 76, former lumber and 
coal dealer in White Plains, N. Y., died in 
that city Aug. 29. His widow, one son and 
a daughter survive. 


FRED JONES, co-partner in the Anthony- 
Jones Lumber Co., Pine Bluff, Ark., died 
Aug. 30 in a Pine Bluff hospital. 





Safety Code for Household 
Ladders Recommended 


Inadequate specifications for construction, 
plus improper use, have placed ladders near the 
top of the home-accident hazard list, according 
to a report given the safety code correlating 
committee, American Standards Association. It 
was recommended that the ASA approve the 
initiation of a project designated as: “Rules 
covering the safe construction and use of 
household ladders of various types.” If the 
ASA Standards Council approves this recom- 
mendation, a committee will be appointed rep- 
resenting organizations concerned'to develop the 
proposed safety code. 


Other New Standards Ready for Approval 


Two new revisions of existing standards 
have also been approved by the SCCC and will 
go to Standards Council for final action. These 
are: “American Recommended Practice Safety 
in the Construction Industry” (Revision of 
A10-1934), and “Regulations for the Installa- 
tion of Air Conditioning, Warm Air Heating, 
Air Cooling and Ventilating Systems” (Revi- 
sion of Z33.2-1938). Revision of three other 
standards of interest to lumbermen have been 
undertaken. These are: “Safety Code for 
Woodworking Plants” (01-1930); “Safety 
Code for Construction, Use and Care of Lad- 
ders” (A14-1935) ; “American Tentative Stand- 
ard for Logging and Sawmills” (B13-1924). 














OF 
repo} 


to s¢ 
com] 
The 
boar 
wall 


troll 
cord 
with 
stear 
kiln 

expe 
live 

haus 
ating 
the | 
circt 
engi! 
mov: 





»f 
yr 
C- 
l- 
1e 


of 


l- 
Vv, 


1e 
r- 
in 


1d 


in 
a 


n- 


ed 


of 
lis 


h- 
‘d- 
rer 
ed 


nd 
in 
nd 


1y- 
ied 


on, 
the 
ing 
ing 

It 
the 
iles 

of 
the 
m- 
ep- 
the 


val 


irds 
will 
1ese 
fety 


Ila- 
ing, 
evi- 
ther 
een 

for 
fety 
vad- 
ind- 





September 9, 1939 


Amermcanfiumherman 








| THE BUSINESS RECORD 








New Mills and Equipment 


OREGON. Gardner—Gardner Lumber Co., it is 
reported, will operate a new fir mill here. The 
pincipals of the company are O. H. Hinsdale and 
H. W. Kissling. 

Portland—-West Oregon Lumber Co. will build 
new sawmill on property just north of the firm’s 
big mill in the Linnton district, A. E. McIntosh, 
president, announced. Total cost of the entire 
project is placed at $100,000. The new sawmill 
will be of the Swedish type, designed to manufac- 
ture small lumber. 

Springfield — The Rosboro Lumber Co. has 
awarded contract for construction of a new, large 
lumber mill here, according to information re- 
ceived. The mill will be fitted out with modern 
equipment. 


Business Changes 


ALABAMA. Decatur—Holland-Blow Stave Co. 
plant purchased by Gobble Lumber Co. and it will 
be converted into a lumber finishing plant. New 
equipment will be installed, 

ARKANSAS. Newark—Newark Lumber Co. suc- 
ceeded by Brooks & Mobley Lumber Co. 

CALIFORNIA. <Auburn—Tahoe Sugar Pine Co. 
retail yard here succeeded by Diamond Match Co. 

Nevada City-—Tahoe Sugar Pine Co. here suc- 
ceeded by Diamond Match Co. 

Walnut Creek—Spencer Lumber Co. succeeded 
by Walnut Creek Building Materials Co. oat 

COLORADO. Monte Vista—J. H. Melville Lum- 
ber Co. succeeded by Monte Vista Lumber Co. 

GEORGIA. Devereux—R. J. & L. P. McElrath 
Lumber Co. succeeded by Devereux Lumber Co. 

INDIANA. Bedford—Allen A. Wilkinson Lum- 
ber Co. interests here succeeded by The Black 
Lumber Co. 

Shelby—Kimmet Lumber & Coal Co. succeeded 
by Charles F. Kimmet Lumber & Coal. 

MICHIGAN. Munith—Shuart (Inc.) succeeded 
by Shelly Lumber & Coal Co. 

MINNESOTA. Minneapolis—Warren Shade Co. 
(Inc.) succeeded by Warren Venetian Blind Co. 





Yellow Pine Manufacturer In- 
stalls Modern Kiln 


BIRMINGHAM, ALA., Sept. 5.—W. A. Belcher 
Lumber Co., here, recently put into operation 
a Moore cross-circulation kiln of the latest type 
to season long and short leaf yellow pine. The 
company specializes in producing clear finish. 
The new kiln, 22x120 feet, will hold 100,000 
board feet of lumber. It is constructed of brick 
walls, with a concrete slab roof. 

Drying conditions are thermostatically con- 
trolled at all times with a Moore master re- 
corder-controller. The kiln is also equipped 
with automatic ventilator control; all exhaust 
steam is turned into the heating coils of the 
kiln twenty-four hours per day, providing in- 
expensive operation. At night, low pressure 


live steam is used to supplement the engine ex- 
haust. The low pressure steam, with large radi- 
ating capacity, produces ample heat for drying 
the lumber, and fans, which produce the cross- 
circulation of air, are driven with a steam 
engine on one shaft; eliminating unnecessary 
moving parts and assuring efficient operation. 


MISSISSIPPI. Bay Springs — C. Blankinship 
Lumber Co. succeeded by Clyde Lumber Co. 


MONTANA. Thompson Falls—Pyatt Lumber Co. 
succeeded by Pyatt & Hoff. 


NEBRASKA. Ong—J. A. Silvey Lumber Co. suc- 
ceeded by Nelson-Silvey Lumber Co. 

Stella—Stella Lumber & Coal Co. succeeded by 
Sullivan Lumber Co. 

Talmage—Talmage Lumber Co. succeeded by 
Johnson Lumber Co. 

OHIO. Jackson—Jackson Mill & Lumber Co. 
controlling interest purchased by W. Jenkins 
and his son-in-law, Theodore Michael, from the 
Stevenson family. 

Niles—The Niles Lumber Co. has been purchased 
by George W. Alexander and Mrs. Mary H. Alex- 
ander, who become the sole owners. 


OREGON. Eugene—V. C. Chase succeeded by 
Eugene Handle & Hardwood Co. 

Portland—-Peninsula Sawmill Co. succeeded by 
Peninsula Forest Products Co. 


PENNSYLVANIA. Carnegie — Higgins Lumber 
Co. succeeded by Carnegie Cash & Carry Lumber 
Co. 

Toughkenamon—Wilscn & Mendenhall retail 
yard succeeded by Wilson & Brosius. 


TEXAS. Alice — Kunz-Browning Lumber Co. 
(Inc.) succeeded by Mirando Lumber & Supply Co. 

Crosbyton—J. C. Wooldridge Lumber Co. suc- 
ceeded by Higginbotham-Bartlett Co. 

Nacogdoches—Summers & Tucker Lumber Co. 
succeeded by Nacogdoches County Lumber Co. 


WASHINGTON. Bremerton—Lumber yard for- 
merly operated by the Cavanaugh Lumber Co. 
taken over by Bremerton Lumber & Builders’ Sup- 


ply Co. 
Casualties 


CALIFORNIA, Clovis—Clovis Lumber Co. plant 
destroyed by fire. Will be rebuilt at once. Loss 
estimated at $40,000, partly covered by insurance. 

OHIO. Cleveland—Vanis Builders Supply & 
Lumber Co. (Inc.), 16726 Miles Avenue S. E., 
partly destroyed by fire, with loss estimated at 
$75,000. 

PENNSYLVANIA. Erie—Scriver Lumber Co., 
18th and Powell Avenues, had planing mill, saw- 
mill and a shed destroyed by fire, with loss es- 
timated at $15,000. Main warehouse and office 
were saved. Plan to reconstruct the planing and 
sawmills. 

TEXAS. Marlin—Marlin Lumber Co. yard and 
offices destroyed by fire. A small workshop was 
the only building not destroyed. 

WISCONSIN. Barneveld—Doyon & Rayne Lum- 
ber Co. suffered loss by fire estimated at $10,000, 
partially covered by insurance. 


New Ventures 


CALIFORNIA. San Francisco—Richard Fric- 
cero has filed co-partnership papers as the F & M 
Lumber Co., 352 Ocean Avenue. 

WYOMING. Evanston—All-Home Lumber Co. 
will be opened here by Fred G. Carruth and his 
two sons, William and Charles. 


Incorporations 


CALIFORNIA. Walnut Creek—Walnut Creek 
Building Materials Co. 

FLORIDA. Jacksonville — Thompson Lumber 
Co.; E. P. Mulcahy, W. H. McCoy and Elise Johns 
directors. 

ILLINOIS. Chicago—Shannon Lumber Co., 4435 
Diversey Avenue. Producing, jobbing lumber and 
millwork, ete. 

NEBRASKA. 
Co.; $25,000. 

NEW JERSEY. 


Gothenburg—Gothenburg Lumber 


Bayonne—American Lumber & 








Left—-Stacking yellow pine for seasoning in new Moore cross-circulation kiln at W. A. Belcher Lumber 


Co,, Birmingham, Ala. Center—W. A. Belcher, owner of the company. 


Right—Large capacity truck 


load of pine readv for kiln 
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Millwork Co., 374 Broadway; dealer in lumber and 
millwork. 

NORTH CAROLINA. Hickory —Cline Lumber 
Co.; $50,000. Will deal in retail lumber and will 
conduct a general contracting business. Reor- 
ganization of H. Cline General Contract and 
Millwork company. 
as Cleveland—Industrial Hardwood Lumber 

ne.). 

VIRGINIA. Hampton — Langley Lumber Co.; 
$25,000. To deal in- land, timber and building ma- 
terials of all kinds. 





New Glass Substitute Intro- 
duced at World Poultry 
Congress 


Latest product to enter the glass substitute 
field, Vitapane, was presented to the public at 
the World Poultry Congress held in Cleveland, 
Ohio, last August. Laboratory tests have in- 
dicated that Vitapane will allow approximately 
60 percent ultra-violet transmission. Among 
its applications particularly of interest to lum- 





Vitapane exhibit, World Poultry Congress, Cleve- 
land, Ohio, where the new glass substitute was 
presented to the public for the first time 


ber dealers, the manufacturer, Arvey Corp., of 
Chicago, IIl., lists cold and hot bed sash, storm 
doors and windows, plant covers, poultry and 
brooder houses. 

The new glass substitute is made of two sheets 
of cellulose acetate, with a cord netting rein- 
forcement in the center. It is sold with a 3-year 
guarantee. 

Ready acceptance of this new product has 
been partly responsible for the Arvey Corp.’s 
recent expansion program. It has purchased 
135,000 square feet of additional property just 
west of, and adjoining its present plant site. On 
this property it contemplates enlarging its 
facilities. 





Specializes in West African 
Mahogany 


NorFo.k, Va., Sept. 5—The Fordom Forest 
Products, Inc., with offices, here, at 304 Monti- 
cello Arcade, and warehouse facilities at the 
Norfolk Tidewater Terminals, is specializing in 
direct importing of mahogany and world-wide 
veneer woods and exporting of domestic logs 
and burls. The new company is headed by Emil 
Wolf of the Slawood, Ltd., Basel, Switzerland, 
which has had established relations in this coun- 
try for many years. According to Mr. Wolf, 
“the geographical situation and modern facili- 
ties of the port of Norfolk, the reasonable in- 
land freight rates and handling facilities at the 
Norfolk Tidewater Terminals, induced us to 
open our storage yard here. We are direct 
shippers and importers from Africa and are 
able to deliver 500 tons monthly.” 

Specializing in West African mahogany, the 
company also deals in all kinds of exotic woods 
in logs, crotches and burls, and is a buyer of 
logs used in the plywood industry and domestic 
veneer logs in oak, walnut, etc., for overseas 
customers. The present stock here includes 
avodire, bubinga, zebra, obechi, sapeli, makore, 
cipo, framire, peroba, African teak, bosse, 
citron, salisandra, sassandra, mahogany etc, 
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Trucking with Detachable Trail- 
ers Saves Logging Cost 


A recent study by the Southern Forest Ex- 
periment Station at New Orleans, La., entitled 
“Truck Logging with Detachable Trailers,” by 
R. R. Reynolds, associate forest economist, in- 
dicates that both time and money may be saved 
through using the successful logging methods 
developed by A. G. Jacobson, forester for the 
Fordyce Lumber Co., Fordyce, Ark. 

While nearly everyone associated with truck 
logging has thought of the possibility of using 
two trailers with each truck, generally the sys- 
tem has failed through a weakness in the design 
of the device for supporting the trailer while 
being loaded, or the difficulty of coupling and 
uncoupling the loaded and empty trailers from 
the trucks. An effective truck hitch and a 
“horse” to support the detached trailer have 











been developed that permits rapid hooking and 
unhooking, thereby eliminating the two major 
difficulties. 

The studies show that 20 minutes to 1 hour 
is lost whenever the truck has to wait for its 
trailer to be loaded by cross haul. This time 
lost in loading is sufficient for the truck to make 
a round trip with a load to the landing or mill, 
if the hauling distance is 7 to 10 miles or less. 

A 6-page booklet describes the equipment 
used and methods of operation; contains a table 
of results showing time and money savings for 
hauls of various distances. A line drawing of 
the trailer and iron horse used illustrates the 
method of loading, hooking and unhooking. 


Grain of Rare Wood Printed on 
Less Expensive Species 


A development of deep interest to the lum- 
ber industry was revealed at the convention 
of the National Sign Association at Chicago on 
Aug. 22-24, where sensational interest was 
aroused in a piece of wood displayed in an ex- 
hibit staged by the sign painters’ division of 
this organization. The object was an end board 
for a bed which to the eye appeared to be 
Circassian walnut. In reality it was inferior 
wood on whose surface had been imprinted a 
photographic representation of this rare spe- 
cies. The effect was contrived by employing an 
improved method of printing by the silk screen 
process, which permits reproduction from pho- 
tographs. Extensive use of this silk screen 
process is being made by the furniture indus- 
try, a speaker at the convention session stated. 
Entire suites of furniture are constructed from 
wood treated in this manner, to impart the 
appearance of rare wood to less expensive 
materials, he said. 








Burned Plant Machinery Being 
Dismantled by Crew 


RayMonpb, WasH., Sept. 2.—A crew of men 
is being employed at the site of the recently 
burned American Shingle Mill plant, here, and 
is completing the dismantling of the shingle 
mill machinery preparatory to installing a small 
cedar cutting plant in its place, according to 
R. P. Arkley, one of the owners. He said that 
new machinery for the cedar cutting plant has 
been ordered and will be installed soon. He 
added that the new plant will be arranged so 
that it can cut timber other than cedar when 
the cedar supply runs short. 





CLASSIFIED 


ADVERTISING 
DEPARTMENT 





How to Figure Costs for Advertising 
In Classified Department 


Two consecutive issues..........55 cents a line 
Three consecutive issues..........75 cents a line 
Four consecutive issues.......... 90 cents a line 
Thirteen consecutive issues..........$2.70 a line 
Twenty-six consecutive issues.......$5.40 a line 


Seven words of ordinary length make 
one line. 


Count in the signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 
equal to fourteen lines. 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Co must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be = 
under heading Too Late to Classify. 
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THE GREATEST MARKET PLACE 


In the lumber, woodworking and allied 
industries to advertise in, is the Wanted 
and For Sale department of the 


AMERICAN LUMBERMAN 


Read the Classified ads. Many oppor- 
tunities are offered for Buyer and Sel- 
ler. Best for selling lumber, shingles, re- 
tail yards, business opportunity, timber 
and timberlands, machinery, locomo- 
tives, cars, rails and equipment used 
in logging operations. You can get em- 
Ployees, salesmen, employment or any- 
thing used in lumber and allied indus- 
tries by advertising in the Wanted and 
For Sale department of the American 
Lumberman. 

Send your advertisement to the 


AMERICAN LUMBERMAN 
Advertise in the beng nnd — gd ooo 
artment when you want to sell som 
n the lumber industry. AMERICAN LUM- 
BERMAN. 431 So. Dearborn St., Chicago, Ill. 


Heading 














Too Late To Classify 


CARPENTER APRONS 


Write for samples and prices. 
THB MINNESOTA SPECIALTY CO., Inc. 
Minneapolis, Minn, 








Employees 


WANT MAN TO ASSIST 
In handling traffic, billing and bookkeeping by 
midwestern concern. Give experience and refer- 
ence in reply. Steady position. 
Address “A. 25,” care American Lumberman. 


WANTED 
Experienced detailer and biller for sash, doors, 
interior trim, and special millwork. 
Address ‘Z.: 97,” care American Tumberman. 











WANTED: LUMBER SALESMEN 


To handle profitable sideline. 
Address ‘A. 36," care American Lumberman. 





September 9, 1939 








WANTED 


Employees 


YOUNG MAN, WITH SOME CASH 
to take working interest in an old established 
wholesale and commission lumber business. 
Address “A. 39,” care American Lumberman. 

















WANTED 


First class planing mill man; qualifications and 
references required. 
Address “A, 44,” care American Lumberman. 


WANTED SALESMAN WITH FOLLOWING 


Well established wholesaler, selling Western 
Woods, wants men anywhere who can get busi- 
ness, exceptional proposition, drawing account al- 
lowed against business booked. 

Address “‘Y. 52,” care American Lumberman, 


WANTED 
Experienced hardwood flooring foreman to operate 
well established mill in Penna. State particulars 
regarding experience, age, former employers and 
wages expected. 
Address “Z. 75,’ care American Lumberman. 


WTD: A MAN TO REPRESENT 
and sell furniture dimension stock product of West 
Coast mill. 
Address “Z. 67," care American Lumberman. 














Employment 





WTD. POSITION: ASST. OR YARD FOREMAN 


Experienced in lumber, millwork, & bldg. mat’l; 
knowledge of bkpg., office routine, estimating; good 
references, 

Address “Z. 83,’’ care American Lumberman. 


A-1 DETAILER 


Biller on special mill work wants to make change. 
No job too complicated or too large. Can super- 
vise small plant. 

Address ‘Z, 100,” care American Lumberman. 


WANTED: JOB AS SECOND MAN 


Married man with college education, and experi- 
ence with lumber, hardware, and allied lines de- 
sires employment as second man with a well es- 
tablished retail yard. Willing to do outside work, 
office work or both. Permanent work with pros- 
pect for advancement will be given more consid- 
eration than amount of immediate salary. Good 
references from former employers. 
DWIGHT H. OSBORNE, 1507 Second Ave., S. E.. 
Cedar Rapids, Iowa. 


FACTORY SUPERINTENDENT 
with a proven past record. Expert on plant man- 
agement, sash. doors, interior finish, cabinets, 
stairs; especially good on estimating, layout and 
detailing. Willing to go anywhere. Good refer- 
ences. : 
Address “A. 28,’" care American Lumberman. 


MANAGER—SALES MGR.—SALESMAN 
Stump to market experience Northern Hdw., Pine, 
Hem. Wholesale & Retail all woods. Age 44, 

Address “Z. 66," care American Lumberman. 

















MANAGER SALESMAN DESIRES CHANGE 
to a retail concern as salesman. Capable willing 
worker. 15 vrs. with present employer. Experienced 
in paint and hardware. Can make estimates. 
Address “A. 45,”" care Ameriean Lumberman. 


SASH & DOOR MGR. OR SUPT. 
26 years’ experience. Well qualified take complete 
charge Mill or Retail Lumber Yard. 
Address “A. 34,’ care American Lumberman. 


EXPERIENCED RETAIL LUMBERMAN 


Desires position with progressive dealer. My train- 
ing covers outside operation, sales, management, 
chain yard, wholesale lumber and _ millwork. 
F.H.A. installment sale of package’ or completed 
unit. Present location Central New. York. 
Address “A. 35,” care American Lumberman. 


SALESMAN—ESTIMATOR SPECIAL MILLWORK 
Desires new connection. Now employed. Refer- 
ences. 

Address ‘‘A. 41,’ care American Lumberman. 


WANTED POSITION AS 


Hardwood Inspector, road or yard. Supt. mill- 
vard operation. Twenty-five years two concerns. 
Circumstance makes my services available. Want 
permanent connection. Highest integrity, efficiency, 
reference. 

Address ‘‘A. 42,” care American Lumberman. 























